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Sparks 


State of the nation’s economy: 
Up 

Sreer—With better coal supplies, 
output last week was scheduled at 
89.8 percent of capacity, 16.3 points 
over previous week. 

Truck Freicut — Transporting 
of 3,147,259 tons in January was 
12.3 percent over first month of 
1949. 

New RusBeER— Manufacturers 
used 94,159 long tons in January, 
compared with 87,126 tons in Janu- 
ary, 1949. This was biggest amount 
since June, 1948. 

Business INveNnTorrs — Total at 
end of January was $53,500,000,000, 
an increase of $150,000,000 during 
month. Much of rise was attributed 
to motor vehicles. 

Meat — Production in week 
ended March 4 was set at 299,- 
000,000 pounds, a 10 percent rise 
over preceding week. 

Auto Output — Week's total of 
127,471 vehicles in U. S. plants is 
9,096 units above previous week’s 
118,375, and 12,954 units ahead of 
the 114,517 in the same week a 


year ago. 
. : 


Down 

Raw Freicut— Loading totaled 
574,395 cars in week ended March 4, 
a drop of 18.6 percent from corres- 
ponding week last year. Coal strike 
was blamed. 

Crupve On—Daily average pro- 
duction fell 87,250 barrels in week 
ended March 11 to 4,761,725 bar- 
rels daily. 

U. S. Savincs Bonps— Series E 
sales in February declined to $361,- 
000,000. Redemptions also dropped, 
to $225,000,000. 

Primary Market Prices—Average 
declined 0.4 percent in week ended 
March 7 from previous week. Index 
was 152 percent of 1926 average. 

Bumpinc Materiats — Output in 
1949 was 8.5 percent below 1948, 
despite a 3 percent gain in new 
construction. 

Raron—February shipments to- 
taled 93,900,000 pounds, 8 percent 
less than January but 20 percent 
greater than in like 1949 month. 

= * * 
General 

Farm Surp.tuses — The govern- 
ment is paying about $10,000,000 
a month to store extra crops to 
keep prices up, says Agriculture 
department. About $4,000,000,000 is 
now invested in 31 surplus farm 
products, double the investment of 
a year ago. 


Top Cars 


New-car registrations for 44 
states in January: 
1950 Pos. Make 
1— 75,349 Chev. 
2— 62,890 Ford 
38— 37,486 Plym. 
4— 24,051 Buick 
5— 22,420 Pontiac 
20,286 Dodge 
16,406 Olds. 
15,660 Mercury 
12,382 Stude. 
10,326 Chrysler 
7,870 Hudson 
7,148 DeSoto 
6,336 Nash 
3,389 Packard 
2,160 Cadillac 
1,700 Kaiser 
1,642 Lincoln 
1,234 Willys 
$95 Crosley 
306 Austin 
292 Frazer 
66 Ang.-Pref. 
Total All Makes 
329,991 237,484 
For further details see page 
36, today’s issue. 


1949 Pos. 
26,854— 3 
49,015— 1 
30,888— 2 
21,991— 4 
10,9385— 7 
16,621— 5 
11,662— 6 

8,230— 9 
8,087—10 
7,829—11 
9,652— 8 
6,536—13 
6,934—12 
5,225—-15 
5,3836—14 
2,983—17 
3,205—16 
1,542—19 

939—20 

178—22 
1,901—18 

468—21 


. 


21— 
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STUDEBAKER'S LOW-PRICED ENTRY—Basically the same as the Champion deluxe line, 
the new custom models will sell for $75 .ess (factory list) than the deluxe units and will 
= Studebaker a line in the middle of the a: Three price bracket. Chief differences in 


e@ custom line are: No hood ornament, 


ble guards or armrests. There is also 


less chrome on side windows and instrument panel, as well as only one horn and sun visor. 


Competitive dealer discounts will prevail. 


Studebaker Puts New Line 
In Big 3 Price Bracket 


By Pete Wemhoff 


Editor, Automotive News 


[BALER sampling of Studebak- 
er’s new low-priced Champion 
custom line—which drops right in 
the middle of the Big Three price 
brackets—is expected to be com- 
pleted this week, Sales Vice-Presi- 
dent K. B. Elliott told newsmen in 
Detroit last week. 

The new line, minus a few re- 
finements, will sell for $75 less 
(factory list) than the compara- 
ble Studebaker Champion deluxe 
models, and will carry a competi- 


Pressure Rising 
For Settlement 
At Chrysler 


By Mac Gordon 


Associate Editor 


EMANDS for termination of the 

Chrysler strike, pensions or no 
pensions, were snowballing last 
week through the ranks of hard-hit 
dealers and workers. 

The UAW-CIO, meanwhile, con- 
cluded pension agreements with 
Ford and Nash. John S. Bugas, 
Ford’s industrial relations vice- 
president, said the accord settled 
funding details of the pension 
plan first adopted in principle 
last September. Nash also agreed 
to a funded, non-contributory 
pension plan. 

As Chrysler strike losses skyrock- 
eted after nearly eight weeks of 
idleness, the trade and rank-and- 
file alike poured out their wrath 
against the seeming reluctance to 
consider a truce while the pension 
issues are threshed out. 


As far as dealers were con- 
cerned, it was estimated that the 
strike cost them 250,000 cars and 
trucks from Jan. 25 through 
March 18. At $2,000 a unit, this 
averages nearly $50,000 for each 
of the 10,574 Chrysler dealers. 

The 89,000 strikers lost a total of 
$44,101,280 for the 7%-week strike 
period. Net losses for the 50,000 fur- 
loughed employes of supplier plants 
were estimated at $15,000,000 after 
unemployment -compensation de- 
ductions, while the vendor compan- 
ies were losing business of $4,000,- 
000 a day. 

* + * 
EGARDED as a stimulus to 
Chrysler peace prospects Thurs- 
day was the pension agreement 
between Nash and its five unions, 
including the UAW-CIO. 

It was announced that Nash had 
agreed to contribute seven cents 
an hour per employe into a jointly- 
administered pension fund. An ad- 
ditional 2.6 cents will be spent by 
the company for worker insurance 


and .04 cent for administrative 
(Continued on Page 50, Col. 1) 


tive dealer discount, Elliott said. 
Maximum discount on the new 
custom models will be 25 percent, 
he revealed, while the maximum 

is 26 percent on other Studebaker 
lines. 

Factory lists on the industry’s 
five lowest-priced four-door sedans 
now read as follows: Chevrolet 
Special, $1,355; Ford deluxe 6, $1,- 
368; Studebaker custom, $1,415; 
Ford deluxe 8, $1,438, and Plymouth 
deluxe P-20, $1,465. List prices on 
other custom models are two-door 
sedan, $1,385; five-passenger coupe, 
$1,410, and three-passenger coupe, 
$1,320. 

* * - 


A™ models, except convertibles, 
will be available on the new 
custom line, while there will be 
nine color selections. The “Stude- 
baker Automatic Drive,” which will 
start making its appearance on 
Commander models in April, will 
also be optional on the new low- 
priced line later in 1950, Elliott 
declared. 

“Behind our introduction of the 
new custom line,” Elliott said, “is 
a long-range program to put our 
dealers in a good competitive 
position with other low-priced 
makes in the drive for ‘price- 
conscious’ shoppers.” 

He disclosed that February retail 
sales were the highest for any 
month in Studebaker’s long history, 
with new-car deliveries exceeding 
25,000. 


* * * 

(COMPARED with the Champion 

4 deluxe line, the new custom 
models are devoid of the following: 
Hood ornaments, pebble guards, 
arm rests, one horn and one sun 
visor. There is less chrome on side 
windows and. on the instrument 
panel, but there are two windshield 
wipers. 

Only a slight weight reduction 


(about 12 pounds) has been ef- 
(Continued « on Page 58, Col. 1) 
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Dealer Stocks Decline 
Despite New Upsurge 


In Production of Cars 


XCEPT for Chrysler Corp. 

plants, the auto industry's pro- 
ductive muscles are bulging all over 
again. 

An estimated 127,471 vehicles 
—103,024 cars and 24,447 trucks— 
rolled from U. S. assembly lines 
last week, according to Automo- 
tive News’ tabulations. 

This compared with a previous 
week’s effort of 96,201 cars and 22,- 
174 trucks—a total of 118,375 units. 

Last week’s turnout represented 
a 9,000-unit upturn over the pre- 
vious week’s volume. Mainly re- 
sponsible was the resumption of 
six-day operations in 12 of 15 Ford 
plants and scattered overtime at 
General Motors outlets. 

* * + 

AST week, for the first time 

since the war under normal 
conditions, the production of more 
Fords than Chevrolets was sched- 
uled. -_ 

However, a GM spokesman de- 
clared: “Just wait until our supply 
channels shed the effects of the 
coal strike.” 

From elsewhere there were in- 
dications that such waiting 
wouldn’t be long. It appeared 
likely that this week might find 
most GM plants back on six-day 
schedules, too. 

Meanwhile, Hudson, Nash and 
Studebaker are also contributing 
boom production performances to 
the industry’s overall effort. Join- 
ing them soon will be Kaiser- 
Frazer and Willys. 

. +. . 
bee latter’s 1950 scheduling took 

a marked upturn last week, An 
informed source said Willys still 
planned to produce 5,178 vehicles in 
March—2,349 passenger and 2,829 

commercial. A total of 64 of the 
(Continued on Page 58, Col, 3) 


Production 


Automotive News Estimates 
U. S. Cars, Trucks 


127,471 118,375 


1949 


Week Week Week 


For complete production totals 
by makes, see table, page 58. 


114,517 


New-Car Stocks 


Average in Dealer Hands 
and in Transit 

1, 1950... 12 Cars 

1, 1950..... 12% ” 

1, 1950.......... 

1, 1949....... 


Mar. 
Fes. 
JAN. 
Dec. 
Nov. 
Oct. 
Sept. 
APR. 
Fes. 
JULY 
JAN. 
JAN. 

Automotive News Estimates 


Average Is Off 
Slightly to 12 


ars a Dealer 


By Bernie Thomas 
Associate Editor 

OLUME new-car sales this 

spring—and factories anticipate 
they will be the greatest in history 
—may again find dealers’ show- 
rooms looking like Mother Hub- 
bard’s cupboard. 

Although nearly all plants ex- 
cept Chrysler Corp. produced at 
capacity throughout February, 
dealers’ stocks of new cars 
shrank slightly during the month. 
At Chrysler outlets, of course, 
they virtually disappeared. 
Automotive News’ compilations 
show that for all dealers in the 
nation on March 1, new-car stocks 
totaled only 481,571 units—322,071 
actually on hand and 159,500 in 
transit. 

Thus, as a result of record Janu- 
ary and February sales, the average 
dealer started out the month with 
a potential inventory of only 12 
cars, or half a car less than a 
month before when potential stocks 
at dealerships included 313,491 units 
actually on hand and 192,000 in 


transit. 
* 


* * 
ORGETTING Chrysler outlets 
for a moment, the average deal- 

er’s stock status on March 1 was: 
No more cars on hand than a 
month earlier, and actual stocks 
being replenished at an even slower 
rate. 

It is obvious that current sta 
tistics on new-car stocks, although 
they offer a picture of the overall 
situation, fail to provide any baro- 
meter with which to gauge the 

(See STOC KB, Page 55, Col, 1) 


Nationwide Auto- Tr rust Quiz Starts 


By Mel Adams 
Staff Correspondent 
(CHICAGO. A nationwide anti- 
4 trust investigation of the auto 
industry was seen last week as the 
U. S. Department of Justice sub- 
penaed 49 auto dealers, their 
records and those of 10 line asso- 
ciations here. 

While auto manufacturers were 
not included in the inquiry, the 
nature of some of the information 
sought indicates that they may be 
involved later. 

The dealers and the records are 


In This Issue 
Registrations, Prices ..........Page 36 
Used-Car Auctions ........Pages 42, 46 
Production by Makes .........Page 58 


to appear before the federal grand 


jury March 27-30. 
o . a 
;* IS known that the department 
has been investigating the auto 
industry for anti-trust violations 
for several months. 

Chicago was picked as a start- 
ing point, it was said, since a 
“start had to be made some- 
where,” and Chicago is a metro- 
politan center where a_ great 
number of sales are made. 

A department spokesman said 
“You may assume we have received 
complaints about auto sales prac- 
tices.” 

> * * 
‘THE U. S. action was said to have 
come as a surprise to the dealers 
subpenaed. 


| Cook, 


Willis L. Hotchkiss, special 
anti-trust assistant to Attorney 
General J. Howard McGrath, said 
he had been instructed by his 
superior to determine “if there 
have been violations of the anti- 
trust laws” in the sales of auto- 
mobiles, certain accessories and 
services. 

Edward L. Cleary, general man- 
ager of the Chicago Automobile 
Trade Assn., said “There is no 
price fixing among Chicago area 


dealers.” 
* - ” 


[Te investigation, Hotchkiss as- 
serted, covers four counties: 
of which Chicago is the 
center, Lake and DuPage, in Illi- 
nois, and nearby Lake in Indiana. 


Dealer line associations served 
(Continued on Page 55, Col. 1) 
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FORD, LINCOLN-MERCURY DEALERS STUDY GIFT—Meeting with Ford officials in Miami 
recently, members of the Ford Dealers’ Memorial Committee approved a gift of $1,000,000 
from individual Ford and Lincoln-Mercury dealers throughout the nation toward the con- 
struction of a civic auditorium in memory of Henry and Edsel Ford to be erected as part 
of Detroit's new Civic Center. Studying the plans for the auditorium are (seated, left to 


right): Daniel Courtney, Detroit; — ae maga Louisville; Walter Coswell, 
ochester, 


Litsinger, Chicago; Joseph Judge, 
Merrell, vice-president and chairman of the 
Fund. Standin 
ager, Ford division. 


New York; Fred 
Stark Hickey, Detroit, and Allen W. 


N. Y.: 
‘ord Motor Co. 


administration committee of 


are: Herbert Herff, Memphis, and Walker A. Williams, general sales man- 


GM’s $656,434,000 Net 
Called World Record 


EW YORK. - 

rang up a record-smashing net 
profit of $656,434,232, far surpassing 
the previous 1948 peak of $440,- 
447,724. 

The annual report of President 
Cc. E. Wilson and Chairman Al- 

fred P. Sloan jr. called the 1949 
profit an alltime company high 
as far as dollars go. It is believed 
to be a world’s record for a single 
business concern. 

General Motors pointed out, how- 
ever, that the ratio of profit to sales 
last year was at the same 11% 
percent level shown for the years 
1936-41. 

” ” - 

HE amount earned on GM com- 

mon stock was $14.64 after de- 
ducting preferred-stock dividends. 
This compared with $9.72 in 1948. 
Total sales of GM products shot 
upwards by nearly a billion dollars 
last year. The exact totals were 
$5,700,835.141 in 1949 and $4,701,770,- 
340 in 1948. 

Noting that total sales for 1949 
were 3% times the 1936-41 average, 
the report said: 

“This striking increase was the 
result in part of greater physical 
volume and in part of inflation. 
Dollars no longer provide the 
same yardstick for comparing 
physical production as before the 
war.” 

Payrolls in 1949 totaled $1,440,- 
690,450, an alltime peak. During 
1949 GM paid or accrued total taxes 


Watch ’ 
For Thise 


One of the most colorful writ- 
ers who ever wrote copy on the 
automobile is Ned Jordan—who 
also built the 
famous Jordan 
car, 1916 - 1931. 
Starting next 
week in Auto- 
motive News, 
Jordan will 
tell readers 
what he saw 
and heard in 
the earlier 
days ... about 

the men he 
Ned Jordan worked with, ’ 
many of whom became the greats 
of the industry. 

Jordan writes copy for the 
same reason others play golf. 
He loves the game. Witness of 
his prowess is an advertisement 
that has outlived the car that 
bore Jordan’s name. 

The ad, as all advertising men 
know, is the classic, “Somewhere 
West of Laramie .. .” 

Copy from Jordan’s pencil is 
still fresh. He now lives and 
works in New York. We think 
you will enjoy his series in 
Automotive News. 








General Motors, of $580,000,000, equivalent to $13.20 


per share of common stock. 
+ + + 


@GALEs of passenger cars and 
trucks produced by GM plants 
in the U. S. and Canada in 1949 
totaled 2,764,397, an alltime high. 
Truck sales declined slightly from 
1948 but passenger-car sales in- 
creased 39 percent over the previ- 
ous year. 

The volume of automotive re- 
placement parts was lower than in 
1948, but represented a relatively 
larger percentage of total sales 
than before the war. Sales of non- 
automotive products were moder- 
ately higher because of a sharp 
rise in sales of GM Diesel loco- 
motives. 


“Looking to the future, it is the 
belief of the management that the 
potential market for new cars has 
been permanently expanded,” the 
report observed. “There still exists 
a backlog of deferred demand. 
However, once this backlog has 
been satisfied, operations are not 
likely to continue at a peak rate.” 

e . > 


T= report noted that more than 
18,000 independent merchants 
handle the retail distribution in the 
U. S. of the products of GM’s car 
and truck divisions. 


Sales abroad of GM cars and 
trucks produced in the U. S. and 
Canada declined in 1949 because of 
increasingly restrictive govern- 
mental regulations abroad and a 
reduction in most overseas markets 
in the amount of dollar exchange 
allocated for the purchase of motor 
vehicles. 


New working capital amounted 
to $1,265,916,125 at Dec. 31, 1949, an 
increase of $179,235,994 over net 
working capital of $1,086,680,131 at 
Dec. 31, 1948. 

Inventories at the end of 1949 
totaled $721,525,796, compared with 
$786,576,707 at Dec. 31, 1948. The 
rate of inventory turnover in 1949 
showed material improvement over 
1948, GM stated. 








Early Reports Reflect Higher Demand... 


Spring Sales Rise Is On 


By Bob Gordon 
Associate Editor 

a activity in new-car deal- 

erships this month appears to 
have quickened with the usual 
“spring” rush, except at 10,000 
Chrysler Corp. dealers, hamstrung 
by the UAW strike. 

The “ill wind” of the Chrysler 
Corp. dealers has “blown good” 
for dealers in other lines, how- 
ever, and when final tabulations 
for March are computed, some 
very high figures can be expected 
for most makes. 

The strength of the March new- 
car market, even without Chrysler 
products, is illustrated in reports 
from Cleveland, Pittsburgh and 
Akron. 

> * * 

ALES in Pittsburgh reached 

their highest point this year 
in the first week of the month, 
while in Akron, the total for the 
week ended March 4 was 411 new 
cars—up from 370 in the preceding 
week. 

Cleveland new-car sales contin- 
ued at a high level with 1,448 sold 
in the first week of March and 
1,223 in the second week of the 
month, 

While the car-buying public 
appears willing, it is doubtful 
that a new-car sales record for 
the month of March will be hung 
up this year. The record for 
March was set in 1941 when 419,- 
396 new automobiles were regis- 
tered. 

Such was not the case in Janu- 
ary and February, though. Sales 
in January this year were the high- 
est in history for that month, and 
it appears certain that a similar 
story of sales success was written 
in February. 

* * * 
AUTHOUGH little registration 
data for February is available, 
makers’ reports of factory sales 
during that month indicate that 
sales were higher than 299,701—the 





Nash Prepares 


To Preview Low 


Priced Rambler 


7 first press preview of Nash’s 
new low-priced car, the Rambler, 
will be held tomorrow (March 21) 
at the company’s Detroit plant. A 
series of showings for dealers and 
newspapermen will start March 27 
in Boston, Cleveland and Seattle. 

Lasting until Apr. 10, the show- 
ings for dealers and the press 
will be held in 21 cities across the 
country. Preview date for the 
company’s southern region will 
be March 28 at Kansas City— 
one day later than the showings 
in the eastern, central and west- 
ern regions. 


Widespread interest has _ been 
aroused concerning Nash’s entry 
into the lower-priced field. The 
Rambler is reported to be a five- 
Passenger sedan on a_  100-inch 
wheelbase, powered by an 82 horse- 
power engine. 

* * * 
Tax car, whose price is expected 
to be under that of the lowest 
priced Ford, Chevrolet and Plym- 
outh models, is also reported to 
have single unit body and chassis 
(See NASH, Page 50, Col, 5) 





BRITISH AUTO LEADERS PLAN U. 
for April 15-23 in Grand Central Palace, New 
London to discuss plans. Left to right, seated, are: L. F. Bennett, Joseph Lucas, Ltd.; 
Bramley, Austin Motor Co. Ltd., and show committee chairman; R. Gresham Cooke, direc- 


tor of 


S. SHOW—Preparing for the British Auto Show, set 


York, industry chiefs are shown meetin : 


ociety of Motor Manufacturers & Traders, Ltd., show sponsoring group; H. T. Wat- 


ling, British Cycle and Motor Cycle Manufacturers and Traders Union, Ltd., and E. W. 


Ranin, Jaguar Cars, Ltd. Standing are: D. 


E. Gough, of SMMT; Joan Grigg, secretary of 


show committee Sir William Rootes, of Rootes, Ltd., and chairman of the British Manu- 


facturers' section committee; E. 
Ltd.; T. P. Bagge, Rootes, Ltd.. and C. H. 


Earnshaw, Rootes, 
B. Price, assistant exhibition manager. 


Ltd.; R. A. Bishop, Nuffield Exports, 


“best February” new-car sales fig- 
ure achieved in 1941. 

January new-car sales set a 
record for the month, but the 
exact total is still unknown. With 
five states still unreported, new- 
car sales during the month num- 
bered 329,991 units. 

That figure, which is expected 
to grow to about 379,000 new-car 
registrations when the five miss- 
ing states report, was more than 
enough to surpass the best previous 
January sales record of 297,558, 
reached in 1941. 

+ * * 

HE “best February” sales in his- 

tory were reported by six mak- 
ers—Buick, Chevrolet, Ford, Lin- 


Quiz of Tucker 
Set This Week 


CHICAGO.—Questioning of Pres- 
ton Tucker, scheduled for resump- 
tion last Monday before Austin 
Hall, federal referee in bankruptcy, 
was postponed for a week. 

The head of the Tucker Corp. has 
appeared before Hall and been 
quizzed at several sessions by 
Norman Nachman, attorney for the 
trustees in reorganization, in con- 
nection with financial angles of 
the company’s operations. 

Up to now, Nachman has tackled 
fiscal dealings not covered in the 
trial in which Tucker and seven 
other defendants were acquitted of 

(See TUCKER, Page 10, Col. 5) 


coln-Mercury, Oldsmobile and Sti - 
debaker. Total factory sales by the 
foregoing amounted to about 300,000 
units. 

Although factory sales total 
usually exceed registration fig- 
ures, the difference was probabl) 
not very great in February of 
this year. As a consequence, i: 
seems very likely new-car sales 
topped the 320,000 mark last 
month, 

Reports from urban areas also 
point to record sales in February 
Out of 13 cities which have reported 
February sales records, 10 of thtm 
showed an increase over January 

oa * . 

[TX TWO of the 10 cities reporting 

higher sales in February than 
in January, new postwar monthly 
records were set. In both Minne- 
apolis and New Orleans, sales in 
February were the highest for any 
postwar month. 

In Minneapolis, February new- 
car sales amounted to 2,924 units, 
while in New Orleans, the count 
for the month was 1,423 units 
(not including another 108 new 
cars sold by unauthorized dealers). 
In the three cities which reported 
February sales lower than in Janu- 
ary, the declines were: Kokomo 
Ind., off 39 units; Columbus, O., off 
93 units, and Birmingham, Ala., off 
225 units. 


Abbotsford Motors Burn 


ABBOTSFORD, B. C.— Abbots- 
ford Motors was swept by fire re- 
recently. Loss put at $50.000. 












CROSLEY'S BID IN THE SPORTS CAR FIELD—This two-seater will have a list price of 
less than $1,000, Powel Crosley jr., president, announced last week. This four-cylinder mode! 
has road clearance of seven inches. (See story, page 57.) 


Packard, Hudson Report 
‘49 Earning Declines 


Hudson 


DETROIT.— Hudson last week 
reported 1949 consolidated net in- 
come of $10,111,219.27 after all 
charges including 
interest, deprecia- 
tion and federal, 
state and foreign 
income taxes. 

This is equiva- 
lent to $5.30 per 
share on the 1,- 
906,573 shares 
outstanding at 
the end of the 
year. This com- 
pares with a net 
income in 1948 of 
$13,225,923.52 or $7.28 per share on 
the 1,815,783 shares outstanding at 
December 31, 1948, or an equivalent 
of $6.94 per share on the 1,906,573 
shares outstanding at December 31, 
1949. 

Sales volume totaled $259,597,- 


Otis Asks Review 


Of Suspension 


WASHINGTON. — Otis & Co, 
Cleveland investment banking firm, 
last week appealed to the Securi- 
ties and Exchange Commission for 
a review of its threatened two-year 
suspension from membership in the 
National Assn. of Securities Deal- 
ers, Inc. 

The disciplinary action was taken 
as a result of Otis’ role in offering 
$10,000,000 of Kaiser-Frazer Corp. | 
common stock early in 1948. | 





A. E. Barit 


307.66 for 1949 compared with 
$274,728,638.09 the previous year. 

“Most of the reduction in sales 
volume and earnings in 1949 was 
caused by the reduced replacement 
parts and accessories business,” 
President A. E. Barit told stock- 
holders. 

“Another factor bearing on the 
earnings,” he said, “is the steel 
procurement situation, which was 
very acute during the greater part 
of the year.” 

Total working capital at the ciose 
of the year was $47,656,141.24 an 
increase of $6,280,983.21 over 1948. 
Barit reported that during 1949 the 
company shipped 144,685 cars, 
which compares with the shipment 
of 142,454 cars in 1948. 

Packard 

DETROIT. — Net income of $7,- 
706,042 or 51 cents per share after 
estimated income taxes of $5,700,- 
000 was reported 
last week by 
Packard in its 
1949 annual _ re- 
port. 

In 1948, the 
company listed 
earnings of $15, 
109,439 or $1 per 
share after in 
come taxes of 
$9,680,000. Per 
share earnings 
for both years are 





Hugh J. Ferry 
based on the 15,000,000 shares of no 
par common stock issued and out 
standing. 

In his current message to stock- 

(See EARNINGS, Page 57, Col. 1) 
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Sealers tell me 


By John O. Munn 





(The opinions expressed herein are those of Columnist 
Munn and are not necessarily those of Automotive News). 


him and plans his advertising ac- 
cordingly. 
> * 
Must Have Policy 
NY well-run dealership in these 
modern days will benefit by 
proper advertising. In fact, adver- 
tising is essential, but first a dealer 
must make up his mind regarding 
advertising policies and always 
keep before him his advertising 
objectives. 
A dealer’s satisfied owners are his 
best advertisement. If he can’t sat- 


ers, he has no basis for being in 
business. If he doesn’t satisfy cus- 
tomers, of course, he should keep 
silent. It may take the public a 























isfy a large share of his custom-|. 


d Stu- 
by the } 
300,009 | 
| fig- 
babl; 
ry of ’ 
ce, it = in a while a dealer tells me 
sales that he doesn’t regard adver- 
lasi tising as important. He says it is 
not essential, and he points out to 
3s also his successful business as proof. 
ruary. Such a dealer usually says his cus- 
ported tomers are his best advertisement. 
| them I never get a satisfactory answer 
nuary. when I ask, “How much better 
rf would your business be if you did 
orting advertise? Or how do you know 
than how much business you are losing 
onthly because you don’t advertise? Or 
Minne- how long do you expect to main- 
les in tain your successful business if you 
or any don't advertise?” 
new- If one doesn’t believe advertis- 
nalts ing pays, the advertising of such 
soumnt an individual, or institution, has 
it three strikes against it before it 
— starts. Under such a negative 
lone, mental attitude, no advertising 
D orted can be efficient. 
Janu- Of course advertising pays. It is 
‘komo essential to any dealer operation. 
O.. off But it pays best when a dealer 
la. off knows what advertising is supposed 
; to do, where it is supposed to take 
| Boston Dealers 
re re- 


Denounce Bill 


For Price Posting 


BOSTON. — Opposition to a bill 
which would require Massachu- 
setts dealers in new and used-cars 
and accessories to post their 
prices was expressed by trade 
spokesmen at a hearing conducted 
by the state legislative mercantile 
affairs committee. No proponents 
appeared. 

Terming the bill a “hangover” 
from last year, Carl D. Epstein, 
general counsel and legislative 
agent for the Metropolitan Boston 
Used Car Dealers Assn., said he 
knew of no cause of price abuses 
which the proposed legislation is 
intended to curb. 

“The theme of these bills is short- 
age and price control,” he said. 
“There is no car shortage today.” 

Epstein noted that the proposed 
legislation singled out automotive 





orice of 





























sales tool. 

Advertising is mechanized sell- 
ing. If the dealer has a large de- 
gree of public acceptance, his 
salesmen find it easier to close 
deals. The dealer’s responsibility 
goes a long way to de-emphasize 
the importance of the used-car 
allowance. 


satisfied customer produces. 
7 + * 


Handmaiden to Selling 


compared with another, 


public. 


little longer time to catch up with 
him. No advertising can make a 
poor dealer a good one, but if he 
is a good one the right kind of ad- 
vertising certainly can spread the 
fact rapidly to his public so he can 
use his institutional prestige as a 




















If we depend on satisfied cus- 
tomers alone, we are doomed for 
disappointment. A satisfied custom- 
er takes good treatment for grant- 
ed, while the few who are dissatis- 
fied make an issue of it and spread 
more harm than the goodwill the 


ATISFIED customers too grow 

old and die, and they move out 
of town. So we must constantly re- 
place our satisfied customers with 
people who are favorably inclined 
to do business with us. And the 
only reason that people are inclined 
to do business with one firm, as 
is that 
such a firm has taken the trouble 
to constantly tell its story to the 





= dealers for restriction and that no| Successful dealers, with a long 
other business was required to post peecimed Soe a to ~ ——— 
a $1,000 bond or to divulge at what | Cannot afford to rest on their pas 
prices they bought and vee their | laurels and depend on satisfied cus- 
products, as required by the pend-| tomers to keep them out in front. 
ing measure. = dealers — — om oo = 
Jarvis Hunt, counsel for the As-j| there are new dealers entering the 
sociated Industries of Massachu-| field—dealers that are aggressive 
setts, contended the bill would be} Merchandisers. Dealers that are ad- 
with unconstitutional because the state] Vertisers. Dealers that are also 
ear. could impose such regulatory legis-| 00d operators. Such dealers, 
sales lation only when it applied to| through aggressive advertising, can 
> was health and safety. soon build public acceptance to a 
pment ee far tegen degree than the old 
ness,” e ~ operator enjoys. 
aeak- Regional Parleys Advertising is really a hand- 
" ‘ maiden to selling. Good selling 
n the Set In Tennessee can usually survive against bad 
steel 7 , : advertising. The best advertising 
or NASHVILE.—This year’s serieS| jn the world cannot make a suc- 
t of Tennessee Automotive Assn. an-| cess of bad selling. Good selling 
Po nual spring regional dinner meet-| and good advertising go together. 
ied ings has been announced. They are inseparable. They are 
sas Dates and cities are as follows: both tools to be utilized in de- 
: 1948 Apr. 25, country club, Johnson City;| veloping volume and profit. 
19 the Apr. 26, Andrew Johnson hotel,/ The majority of dealers have 
od Knoxville; Apr. 27; country club,| been aggressive advertisers. Adver- 
vainaaab Chattanooga; May 2, Noel hotel,|tisers not only with the funds pro- 
Nashville; May 3, New Southern] vided by factory cooperative ad- 
hotel, Jackson; May 4, Peabody|vertising, but in their local, indi- 
hotel, Memphis. vidual, and personal promotion. 
f $7,- Yes, advertising pays. But adver- 
— tising must be planned and care- 
, €00, - fully programmed. Then it is an 
ported Index investment, not an expense. We'll 
k by tell you more about it in succeed- 
= ae Advertising News ....- ing columns. 
re ute seoreet, Foge - 0 ee ee 
the Car, ery Registrations . . House Succeeds Jones 
sted eee, Beeete am As Alabama Secretary 
$15, Current Car Prices MONTGOMERY, Ala. — C. H. 
1 per pester Dotnes - House, of Steel City Oldsmobile 
-  in- aa Co., Inc., Birmingham, has been 
»s of Financial  «...--.--..0.-+ named secretary-treasurer of the 
Per FoR Fectory seer Automobile Dealers Assn. of Ala- 
ning gy fl bama, Inc., succeeding R. J. 
rs are Letterbox 0.0... Jones jr. 
of no petemensicing Memos Jones, formerly with the Cruse- 
i out Sesssenal Factory) Crawford Studebaker dealership at 
Production by Makes -.. . Birmingham, recently took over the 
stock Used-Car Prices, Averages Studebaker dealership at Chatta- 








Washington Column... nooga, Tenn. 











Regular License Due 
For Virginia Co-ops 
RICHMOND, Va.—A bill which 
places mercantile cooperatives 
on the same basis as other busi- 
nesses in Virginia with respect 
to local merchants’ licenses was 
given final passage by the Vir- 
ginia legislature and sent to the 
governor for signature. 





DISCUSSING SAFETY AT NADA RECEPTION—Robert Young, movie and radio star, dis- 
cusses safety and good driving with ECA Administrator Paul Hoffman, former Studebaker 
president and one-time head of the Automotive Safety Foundation. In the picture, left to 


right, are J. Eustace Wolfington, 


Show for ‘Buyers’ 
Ends at Pittsburgh 


PITTSBURGH.—Despite the fact 
that this city’s economy was hard 
hit by the coal and steel strikes, 
thousands of people thronged Hunt 





armory here last week to attend 
Pittsburgh’s first postwar automo- 
bile show. 


At week’s end, the Pittsburgh 
Automobile Dealers Assn., sponsor 
of the show, was calling the event 
“a buying show.” 

The heavy attendance was all 
the more amazing because ice, 
rain and sleet made streets diffi- 
cult to traverse and hundreds of 
show visitors walked up to pay 
a $1 admission after walking 
from a parking space as far as 

15 blocks away. 

Officials estimated that the show 
would play to more than 100,000 
people before the doors closed last 
Saturday. 

Salesmen reported that the recent 
Strikes seemed no more than a 
memory in the minds of most 
people. Order volume was said to 
be unexpectedly heavy. 







chairman of NADA's Dealer-Customer 





mittee; Young, Hoffman, and NADA President Fred L. Haller. (See story, page 57.) 


Area Protection Legal, 
Wisconsin Counsel Holds 


MADISON, Wis.—Territorial-pro- 
tection clauses in dealer-factory 
contracts are legal under federal 
antitrust laws, in the opinion of L. 
L. Rieselbach, legal counsel for the 
Wisconsin Automotive Trade Assn. 

Rieselbach gave the opinion at 
the request of Louis Milan, 

WATA executive manager, who 
hailed it as one of “outstanding 
significance to the trade.” 

Milan immediately reported the 
opinion in full to WATA members 
through an association bulletin. 
Reportedly, other similar bulletins 
will follow to WATA members on 
their rights in trade relations. 

Rieselbach’s opinion, as reported 
by Milan, was as follows: 

“You have inquired whether con- 
tracts giving to an automobile deal- 
er an exclusive territory beyond 
which he cannot make sales and 
in which his competitors, enfran- 


U.C. Definition 
In New Va. Law 
Hits Bootleggers 


RICHMOND, Va.—Virginia has 
taken the first step toward prohib- 
iting bootleg sales of new cars by 
used-car dealers. 

In the closing hours of the 
legislative session a bill was 
passed defining a used car as 
one having been driven more 
than 500 miles or having been 
titled for over 30 days, 

This new law, backed by the 
Automotive Trade Assn, of Vir- 
ginia, will prohibit used-car dealers 
from advertising “nearly new” or 
“slightly used” cars. The rule is 
therefore, a way of eliminating 
bootlegging, according to ATAV 
Manager John E. Raine. 

Until the bill’s passing, a vehicle 
is considered used as soon as the 
title is issued. 

The complete lawmaking session, 
with dealers on the defensive on 
more than a dozen bills, was cited 
as a complete victory for dealers 
by ATAV. 

A bill designed to prohibit any 
bank or finance company from 
paying a reserve to dealers 
passed the senate, but after stren- 
uous opposition from dealers was 
defeated in the house. 

Other bills classified as detri- 
mental to the automotive trade 
were killed. They included meas- 
ures to discontinue compulsory in- 
spection of motor vehicles; to pro- 
hibit one motor vehicle from tow- 
ing another vehicle capable of be- 
ing self-propelled, and to permit 
railroads to establish trucking 
lines to handle rail freight within 
100 miles of any freight terminal. 





chised by the same factories, can- 
not sell, is an illegal violation of 
and 
whether the recent decision of the 
U. S. Supreme Court in the case 
the 
U. S. holds such “territory security” 
in re- 


the federal antitrust laws 


of the Standard Oil Co. vs. 


clauses to be invalid and 
straint of trade. 


“The breadth of the inquiry 
and the distinctions drawn by 
different courts in different juris- 
dictions makes a direct response 
extremely difficult. We believe 
that we can reply to the inquiry 
by outlining generally the terms 
of the Clayton act and decisions 
under it. 

“Contracts granting exclusive 
territory to dealers or agents of a 
particular manufacturer may take 
many forms. 

“The limitation as to territory is 
one that has generally been con- 
ceded to benefit both the manu- 
facturer and the dealer where a 
plan of territorial representation is 
uniform among all representatives 
and there is no detriment to the 
public. 

“Where the territory covered by 
the contractual restriction consists 
of a reasonable area, the contract 
is considered valid at common law, 
provided that in its execution by 
the parties and all other repre- 
sentatives of the same manufac- 
turer it is not monopolistic and 
does not become a combination to 
control prices or to stifle compe- 
tition. 

“Minor limitations have repeat- 

(Continued on Page 51, Col. 1) 





Relations com- 





On the House . 


Ken Elliott, in Detroit last week to introduce Studebaker’s new 


One dealer commented: “They'll 
buy the cars if they are built.” 

More than 100 automobiles and 
trucks were on display, includ- 
ing many foreign makes. Each of 
17 manufacturers was alloted a 
31 by 59-foot space. 

Given away daily at the show was 
a television set, $1,000 in cash and 
a $500 award. In addition, admis- 
sion holders got the privilege of 
voting their choice for a “Miss 
Auto Show.” 

She was to be one of 17 con- 
testants chosen for the competition 
at neighborhood theaters, a promo- 
tion that whipped up much interest 
in the show long before it opened. 

Highly impressed with the 
crowds, most dealers said the 
event couldn’t help but stimulate 
business, 

Other comments were: 

“Never saw crowds so curious.” 

“Business looks okay.” 


Nashville Assn. 
Picks Liddon 


NASHVILLE.—W. M. Liddon has 
been elected president of the Nash- 
ville Automobile Trade Assn. He 
replaces Otto Nonn, who retired 
from the position. 

R. N. Parrish was elected vice- 
president and Eugene Frazer, treas- 
urer, at the organization’s annual 
meeting. 

Charles N. Rolfe jr., George M. 
Green jr., Ed Maxey, Joseph Pal- 
mer, Buford L. Wright, R. L. Par- 
nell, John Tune and Nonn were 
selected as directors. 


Hull-Dobbs Is Angling 


For California Outlets 

LOS ANGELES. — It is pre- 
dicted here that within 30 days 
Hull-Dobbs will take over five 
dealerships in the Southern 
California area. 

Jimmie Dobbs has been on the 
coast recently working on sev- 
eral deals, according to reports. 














low-priced line to newspapermen, was particularly happy over the 
fact Studebaker had captured 3.6 percent of February’s new-car 
sales in Wayne county (home town of the auto 
industry), as compared with slightly under 1 per- 
cent prewar .. . Studebaker’s sales vice-president 
also revealed that his dealers’ used to new-car sales 
ratio nationally is now one to one, with inventories 
averaging about a month’s supply . . Said he’d 
been forced to cancel only five or six dealers in 
connection with new-car bootlegging, but explained 
that in most cases there were other factors in- 
volved, too... 

Ken recalled that it was just nine years ago 
he first met with Detroit newsmen. Out of that 
1941 meeting grew the famed Off-the-Record 

K. B. Elliott club, composed of Detroit auto writers who peri- 
odically meet with top factory and dealer officials to obtain 
background information on hot issues of the day .. . Incidentally, 
Elliot says Studebaker has no designs on Chevrolet’s first-sales 
spot, “but we'll be in there pitchin.’” ... 

One western auto dealer reports that mirrors sell autos. Noting 
that cars placed in one particular corner of his salesroom always 
sold best, this dealer finally became curious and discovered that a 
mirror there permitted the customer to see himself seated at the 
wheel . . . We hear reports of some big changes in GMC truck 
division officials soon .. . 






























-Pere WemMHorr, 
Editor. 
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OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
and dealers in motor vehicles, parts and accessories. 4 2. A fair profit to 
the dealer on every used vehicle accepted in partial payment for a new 
car or truck. § 3. Every doliar of gasoline tax collected by state or federal 
governments applied to the building and maintenance of highways. 4 4, The 
elimination of governmental and bureaucratic controls over this industry. 
§ 5. A return to the precepts of independence and the rewards of applied 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 











Industrial Citizens 


— makers and dealers are demonstrating increased 
- recognition of the value of community relations. 

Ford, for instance, in announcing a gift of a $2,500,000 
civic auditorium to Detroit by the company and its dealers 
spoke of an industry’s role as an industrial citizen. 

Plymouth presented three trackless trailer trains for use 
at Belle Isle, a Detroit playground. The trains were on the 
city budget, but stricken for economy reasons. 

And not long ago the General Motors dealers made a size- 
able contribution to the fight against cancer in the name of 
Alfred P. Sloan jr. 

Such actions, we think are more than gifts. They show 
an interest by business in the communities and the people 
of the country. In that sense they have value many times 
greater than the money involved. 


* * * 


Short Story 


i yp ne are a lot of important people in the auto industry. 
Important people do not like to stand in line. But people 
must stand in line to vote. 

A year or so ago a lot of important people thought George 
was going to vote for them. 

George voted for somebody else. 

That’s why important people aren’t so important in gov- 
ernment. 

Flave you registered yet? 


At Grass-Roots Level 


eve organizations have ably put before Con- 
gress the case for repeal of excise taxes on autos, trucks 
and accessories. 


However, observers in Washington indicate a belief that 
Washington isn’t likely to take the campaign for repeal 
seriously unless the folks back home take an interest. 

This is natural enough. Congressmen are busy. If they 
are pressed for action, they will act. But if they think the 
folks aren’t too concerned about the matter, they will no 
doubt let it rest. 


If someone showed us how we could save $70 to $90 on 
the purchase of a new car, we’d be thankful. Dealers, we 
believe, can present the matter to the folks in their com- 
munities in a manner that will reflect credit upon themselves. 


It appears that not too many of the millions who buy new! 


cars and trucks realize that the product they buy for utility 
bears a heavy, discriminatory tax as a luxury. 





Dealer 
Forum 


Eprror’s Note: Believing that 
dealers in every state have their 
peculiar problems and outlook, 
this column has been made avail- 
able to the president of each state 
association (in alphabetical order 
of states) for his personal obser- 
vations on the situation in his 
area. 


By Lloyd W. Scott 


President, Kansas Dealers 


UCH has been said and volumes 

have been written about the 
two conflicting viewpoints which 
supposedly exist in automobile pro- 
duction and mer- 
chandising, name- 
ly, the _ factory 
viewpoint and the 
dealer viewpoint. 
To even discuss 
such a controver- 
sial issue, one lays 
himself wide open 
to the criticism of 
both factions and 
is easily classified 
as a redhead or a 
softie. 


Having been in the automobile 
business all my life, and in the 
capacity of a dealer for over 20 
years, I have attained a perspective 
which convinces me that there is 
only one viewpoint and that both 
factories and dealers are striving 
for the same end result—selling the 
greatest possible number of cars 
and trucks profitably. 

It is true that the automobile 
dealer is apprehensive and sus- 
picious because of the insecurity 
of his contract. It is written for 
a short period and can be can- 
celled for a multitude of reasons, 
many of which seem insignificant. 

He is the target of factory offi- 
cials and representatives who are 
ambitious and covetous of his fran- 
chise. He hesitates to invest large 
sums of money in physical assets, 
such as land, special service build- 
ings, equipment, etc. when he 
knows that the franchise which he 
holds may not be his a few months 
hence. 


L. W. Scott 


* * * 


H® APPROACHES hysteria when 
he thinks of the zeal with 
which the wolves will pounce upon 
his business in case death should 
overtake him before he has com- 
pleted his plan for perpetuating his 
life’s work by passing his knowl- 
edge and interests over to his sons 
or loved ones, who have grown up 
in his business and have been a 
big factor in making his operation 
successful. 

In fact, he feels very strongly 
that his investment is his own, 
that his profits were made and 
held by the sweat of his own brow, 
and that he should be free to use 
his own judgment in the manage- 
ment of his business for his best 
interest. 

But what about the factory? 
It would be interesting to note 
a dealer’s reaction if he could 
transplant himself into the shoes 
of the general sales manager of 
the corporation which builds and 
ships the cars. 

This official is charged with the 
responsibility of keeping the fac- 
tory wheels turning and thousands 
of men working by selling to deal- 
ers the automobiles produced. He 
must depend on his dealers to move 
the cars and trucks his factory 
builds. His responsibility does not 
cease until the dealer has placed 
the automobile in the hands of the 
ultimate consumer, with the assur- 
ance that service facilities will be 

(See FORUM, Page 54, Col. 3) 


25 Years Ago... 


The Big Story 


Alfred P. Sloan jr. made headlines when he confirmed the merger 
of GM and Austin Motors of England. Several top ranking members 


of the corporation, including Pierre S. duPont, Fred Fisher, C. S. 
Mott and John L. Pratt, had accompanied Sloan to Great Britain to 
close the deal that was enthusiastically received in this country. 

However, 12 days after the initial announcement a protesting block 
of Austin divectors and shareholders continued to block the con- 
solidation In a short announcement General Motors informed the 
press that it had withdrawn its offer. 


S. MARCH 20, 1950 
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_—_—_- Letterbox 


‘Where’s Gregory? .... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





nished Mr. Ball with the tank and 
carburetor. We are very much in- 
terested in this. May get some of 
the Tucker money back if it works 
good.— Outver W. G. ERIcKsON, 
Jamestown Tucker, Inc., James- 
town, N. Y. 

Epiror’s Note: These units were 
manufactured by Jebb’s, Inc., 
2600 8S. 6th St., Terre Haute, Ind. 

* ** * 

Hertz, Not Avis 

My attention has been drawn to 
the announcement in your excel- 
lent magazine stating that this 
company is the British licensee of 
Avis Airlines Rent-A-Car Service. 

This is not correct as no agree- 
ment has been signed between our 
two organizations, and it is an un- 
fortunate fact that premature pub- 
licity was given to this matter 
based solely on a tentative con- 
versation between myself and Mr. 
Avis in November last. 


It might perhaps be better, there 
fore, as we are in fact the recog- 
nized licensee of the Hertz Drivur- 
self System in the United Kingdom 


No Trace of Car 

One of our representatives in 
South America has asked us to get 
in touch with the manufacturers of 
the Gregory car, which, according 
to them, is manufactured some- 
where in Kansas. 

We have not been able to find 
any trace of this car on the Amer- 
ican market and would greatly ap- 
preciate any information you might 
be able to give us—Comeco INTER- 
NATIONAL Co., New York. 

Epitor’s Nore: The Gregory car, 
a rear-engine car with front- 
wheel drive was previewed by an 

Automotive News staff man in 

December, 1948, but nothing fur- 

ther has been heard since then 
as to production plans. The ad- 
dress given by Designer Ben F. 

Gregory at that time was Gregory 
Front-Drive Motor Cars, 25387 
Southwest Blvd., Kansas City 8, 
Mo. 


* * * 


Propane Units 
On page 13, Feb. 13 issue, is an 
article on propane gas used in 


taxis. of Great Britain and Northern Ire- 
Will you please send us the name |land, if you would correct any mis- 
of the manufacturer that fur-|apprehension—V. E. Brwcen, di- 


rector, Godfrey Davis, Ltd., London 

Epiror’s Note: Automotive News 
was misinformed in the first re- 
port. A later Automotive News 
story, in the March 13 issue, re- 
ported the Hertz-Davis arrange- 
ment. 

* > * 


Not in Run 


Would you please enlighten me 
concerning the status of Buick, 
Pontiac and Ford V8 in the 1950 
Mobilgas Grand Canyon Economy 
Run?—K. W. Meyer, Davis Auto 
Co. (Pontiac), Fort Wayne, Ind. 

Eprror’s Note: None of these 
cars was entered. 


—From the files of Automotive News 
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A GENERAL MOTORS VALUE 


Rocket ahead with the ‘Rocket 88!’°—That’s what Oldsmobile dealers and 


drivers alike are doing! In fact, every Oldsmobile salesman is convinced 
that in 1950 the new “Rocket 88” will be the hottest number on the market! 
For the new “88” has everything! It has the “Rocket”” Engine—the most 
sensational power plant in America! It has Whirlaway Hydra- Matic Drive 
—a super-smooth new automatic transmission that was specifically de- 
signed to team with the thrilling power of the “Rocket!” It has exclusive 
Futuramic Styling—clean, smooth lines that add up to a new kind of beauty 
that is only Oldsmobile’s. And this year, the new “88” has another special 
feature—a new lower price tag which makes this great car more of a sales 
leader than ever! Yes, the future’s great for the “Rocket 8!” That’s why 


every dealer in the country is ready to rocket ahead with Oldsmobile 


—to make 1950 the banner year, the biggest year of all for Oldsmobile! 


_AUTOMOTIVE NEWS, MARCH 20, 1950 | : 





FUTURAMIC, WHIRLAWAY HYDRA-MATIC, “ROCKET’ ENGINE 


OLDSMOBILE 
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As Reported by AAA... 








Car Breakdowns Dip 


First Time 


WASHINGTON. — The American 
Automobile Assn. reported last 
week that the number of car 
breakdowns suffered by American 
motorists showed a downward 
trend in 1949, the first dip in six 
years. 

The total number of times drivers 
had to call for emergency aid dur- 
ing the year was estimated at 35,- 
039,000 by the AAA, a decrease of 
13.6 percent from the 40,556,000 
conk-outs in 1948. 


As in previous years, the AAA 


Deo to Speak 
At Louisiana 


Dealer Parley 


NEW ORLEANS.—Robert Deo, 
NADA managing director, will be 
principal speaker at the Louisiana 
Automobile Dealers Assn. conven- 
tion to be held at the Jung hotel 
here on March 27, according to 
Brown Fortier (Ford), association 
president. 

Also listed as speakers are Jeff 
Williams, of Chickaska, Okla., and 
R. S. Abbott (Ford), local NADA 
representative. 

Convention registrations will be- 
gin at 11 am. March 27, Fortier 
said. Cocktail parties, a luncheon 
and evening floor show will follow 
the business session, he said. 

S. J. Rogers (Chevrolet), is chair- 
man of the speaker’s committee. 
Abbott and George Wray jr. 
(Ford), are his assistants. 


4 Ohio Dealers 
Ask Tax Review 


COLUMBUS, O.— Four automo- 
bile dealers have asked the state 
tax commissioner to reassess find- 
ings made against them for sales 
tax on automobiles sold by them 
to a Chicago concern. They are 
Beasley-Grove Co., Columbus, $4,- 
375; Stenger’s, Inc., Dayton, $4,225; 
Borchers Auto Co., Dayton, $1,735, 
and T. D. and P. A. Peffley, Day- 








Since °44 


said, flat tires continued to be 
the No. 1 nuisance, with battery 
troubles a close second. 


AAA's annual roundup of motor- 


ing woes is a projection based on 
reports covering the operations of 
18,000 garages under contract to 
render 24-hour emergency road 
service to motor club members, it 
was stated. . 


The association’s national service | 


department advanced three reasons 
for the decline in breakdowns de- 
spite the larger number of cars on 
the road: 1. A larger proportion of 
new cars among all those in use; 
2. generally milder winters in large 
sections of the country during the 
past two winters; 3. substantially 
improved levels of competence on 
the part of mechanics at repair 
garages and service stations. 


“Although there was a decrease 
in the number of flat tires and 
dead batteries during the year, 
these two factors were responsible 
for more than half of all the trou- 
ble calls during the year,” AAA 
pointed out, 


“Flat tires numbered approxi- 
mately 8,119,000 in 1949 compared 
with 8,660,000 in the previous 
year, while battery troubles 
dropped to 7,359,000 from the 1948 
figure of 8,012,000. 

“There was a notable decline dur- 
ing the year in the very serious 
types of breakdowns; only 3,714,000 
cars had to be towed in as against 
close to 5,000,000 in the year before. 


“Also, the downward trend in 
traffic accidents was reflected in 
the fact that wrecker trucks were 
dispatched on only 1,734,000 occa- 
sions, a drop of 22 percent from 
1948. 

“As usual, absent - mindedness 
played its part in the catalog of 
motoring calamities. Some 1,265,000 
motorists ran out of gas while 578,- 
000 either lost their keys or locked 
themselves out of their cars and 
had to call for the locksmith.” 


Christening 
Name for New K-F Car 
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Coming Events 





Dealer Conventions 

Mar. 21-22—lowa Auto Dealers Assn. ses- 
sion, Hotel Fort Des Moines, Des Moines. 

Mar. 23—Automobile Dealers Assn. of In- 
diana, Claypool! hotel, Indianapolis. 

Mar. 27— Louisiana Auto Dealers Assn., 
Jung hotel, New Orleans. 

Mar. 30— Nebraska New Car Dealers 
Assn., Hotel Fontenelle, Omaha. 

Mar. 30—Rhode Island Auto Dealers Assn. 
annual banquet, Ledgemont country 
club, Seekonk, R. |. 

Apr. 18-19—Michigan Auto Dealers Assn., 
Pantlind hotel, Grand Rapids, Mich. 
Apr. 20-22—Washington State Auto Deal- 
ers Assn., Davenport hotel, Spokane. 
May 2— Automobile Merchants Assn. of 

New York annual banquet. 

May !2—Arkansas Auto Dealers Assn., 
LaFayette hotel, Little Rock. 

May 14-17—North Carolina Auto Dealers 
Assn., Pinehurst, N. C. 

May 23— Missouri Automobile Dealers 
Assn., Hotel President, Kansas City. 
May 23-24—Massachusetts State Automo- 
bile Dealers Assn., Hotel Statler, Bos- 

ton. 

Sept. 9-l11—South Carolina Auto Dealers 
gan Ocean Forest hotel, Myrtle Beach, 


Sept. 10-12—Colorado Auto Dealers Assn., 
roadmoor hotel, Colorado Springs. 
Sept. 25-26—North Dakota Auto Dealers 

Assn., Bismarck, N. D. 

Oct. 8-10—Automobile Dealers Assn. of 
Alabama, Inc., Biloxi, Miss. 

Oct. 15-17—Tennessee Automotive Assn., 
Memphis. 

Oct. 17-18 — Federation of Automobile 
Dealer Assns. of Canada, Toronto, Ont. 

Oct. 23-24—Ohio Auto Dealers Assn. meet- 
ing, Neil House, Columbus, O 

Nov. 8-12— National Used Car Dealers 
_— convention, Baker hotel, Dallas, 
ex. 

Dec. |-2— Montana Auto Dealers Assn., 
Rainbow hotel, Great Falls, Mont. 

Jan. 7-10, 1951 — National Auto Dealers 
Assn. convention and exhibition, Miami. 


* . * 


Dealer Auto Shows 


Mar. 17-23—Auto Dealers Assn. of Greater 
Kansas City, Municipal Auditoriurn, Kan- 
sas City. 

Mar. 27-Apr. | — Rochester Automobile 
Dealers Assn., East Main Street Armory, 
Rochester, N. Y. 

Apr. 8-16— Seattle Automobile Dealers 
Assn., Field Artillery Armory, Seattle. 


Aftermarket Shows 

Mar. 23-26—Eighth annual Southwest Au- 
tomotive Show, County Coliseum, San 
Antonio. 

Mar. 28-31—Canadian Automotive Service 
Show, Toronto, Ont. 

Apr. 25-28—New England Regional Auto- 
motive Show, Mechanics Bidg., Boston. 

May I1-14— Midwest Automotive Show, 
Navy Pier, Chicago. 

May 29-June 9—Third Canadian Interna- 








May !1-12—American Petroleum Inst. (Di- 
vision of Production, Pacific Coast dis- 
trict), Biltmore hotel, Los Angeles. 

Sept. 13-15—National Petroleum Assn., Ho- 
tel Traymore, Atlantic City, N. J. 

Oct. 2-6— American Trucking Assns. |7th 
annual convention, Waldorf-Astoria, New 
York, 

Nov. 13-16—American Petroleum Institute 
30th annual meeting, Los Angeles. 

* - * 


General 


Mar. 16-26 — Auto Show, Geneva, Switzer- 
land. 

Mar. 20-2—Canadian Automotive Whole- 
salers Assn. annual convention, King 
Edward hotel, Toronto, Ont. 

Apr. 15-23— British auto makers show, 
sponsored by Society of Motor Manu- 
facturers, Grand Central Palace, New 
York City. 

Apr. 17-2i—Wisconsin Auto Trade Assn.'s 
second annual course on dealer manage- 
ment, University of Wisconsin, Madison, 

Apr. 24-27—/9th National packaging expo- 
sition, sponsored by American Manage- 
ment Assn., Navy Pier, Chicago. 

Apr. 25-26—Metal Powder Assn. annual 
show, Book-Cadillac hotel, Detroit. 
Apr. 26-27—Third Highway Transportation 
Congress, sponsored by National High- 
way Users Conference, Hotel Mayflower, 

Washington. 

May oe eneOneD Motor Skow, Turin, 
Italy. 

May 5-9— Mexican Pan-American stock 
car race, Mexico. 

May 13-29— French International Trade 
Fair, Paris, France. 

May 15-16—Southeast Automotive Jobbers 
and National Automotive Mfrs. 1950 
Conference, Biltmore hotel, Atlanta, Ga. 

May 18-20—Automotive Engine Rebuilders 
Assn. convention, Hotel New Jefferson, 
St. Louis. 

May 22-24—i950 National Convention of 
Sales Executives, Detroit. 

May 29-June 9— Canadian International 
Trade Fair, Toronto. 

May 30 — 500-Mile Race, Indianapolis 
Speedway, Indianapolis, Ind. 

May 3l-June 2—Advertising Federation of 
America, national convention, Detroit. 
June 26-30—American Society for Testing 
Materials, 53rd annual meeting, Chal- 

fonte-Haddon Hall, Atlantic City. 

Aug. 7-19—First U. S. International Trade 
Fair, Chicago. 

Oct. 5-15—Auto Show, Paris, France. 

Oct. 16-20—National Safety Congress and 
National Safety Council exposition, Chi- 


cago. 
* * * 


Engineering 

Apr. 10-l4—American Society of Tool En- 
gineers show, Philadelphia. 

Apr. 10-14—American Society of Mechani- 
cal Engineers, Hotel Statler, Washing- 
ton, D. C, 

June 4-9—Society ef Automotive Engineers 
summer meeting, French Lick, Ind. 
June 12-l6—American Society of Mechani- 
cal Engineers fourth national materials 
handling exhibit, International Amphi- 

theater, Chicago. 






Voting Vital 
In Primaries, 


Dealers Warned | 


WASHINGTON.— With importan 
primary elections in many state: 
only a few weeks away, NADA i: 
reminding dealers that it is impor 
tant for them to register, checl 
candidate qualifications and sup 
port office seekers who will pre 
serve private interprise. 

According to past records, says 
NADA, “dealers have one of the 
poorest of voting records among 
business men.” 

A recent Ohio survey, says the 
organization, found that 37.5 per- 
cent of the dealers in the area sur- 
veyed did not vote in the 1948 pres- 
idential election and 21 percent of 
the dealers had failed to register. 

Another survey showed that in 
Chicago out of 100 top executives 
only 88 percent were registered and 
only 44 percent of these actually 
voted. 

“It is not only an obligation of 
good citizenship but also good busi- 
ness insurance for every automo- 
bile dealer to help in every way 
possible to elect qualified friendly 
candidates,” NADA declares. “It is 
easy to complain about how the 
government is run, but you lose 
that right if you do not exercise 
your right to vote. 

“It is only human nature for pub- 
lic officials to listen first and most 
sympathetically to those who helped 
elect them. Your vote and work 
may help change the outcome of an 
election and therefore add weight 
to your association’s suggestions to 
the government.” 


Fargo Dealer Gets 


Double Honor 


FARGO, N. D.—Cliff Overvold, 
local Pontiac dealer, was reelected 
president of the Fargo-Moorhead 
Automobile Dealers Assn. 

Merle Anderson, Anderson-Sta- 
dum Pontiac Co., was named vice- 
president, and Jacob (Bud) Kiefer 
jr., Kiefer Chevrolet Co., Moorhead, 
was reelected secretary-treasurer. 

Following the election Overvold 
selected a committee to draw the 
name of the dealer who will pro- 
vide a car to be given away at the 
annual home builder’s show, spon- 
sored by the Fargo junior cham- 





ton, $539. Due in 6 Weeks tional Trade Fair, Toronto. Jone 19-23—Americen Society of Mecheni. | V0r Of commerce. Eag 
acme a said = a WILLOW RUN.—Kaiser-Frazer’s Ses. ey oy ry Industries cal Engineers, Hotel Statler, St. Louis. Overvold won again. . 8 
ent-a-Var . gave em certill- low-priced car will have a name ew, Tevy Vier, yCagS. June 26-30—American Society for Testing a m tl 
cates of exemption when the auto- “in five or six weeks.” » & 2 Materials 53rd annual meeting (Exhibit D 
~  l t eee veelonal 402 bo Burton R. Durkee, director of Allied Industries Yam Se eer, Winged Victory | 
. advertising, said:| Mar. 28-31—Fourth National Plastics Ex- Aug. 14-16— Society of Automotive En- . men 
have a vendor's license at the time. “Tt will take position (Society of the Plastics Indus-  otneers Notional West Coast meeting, Flying Auto Receives 
—_—_—_—_—_————_- about that long try), Navy Pier, Chicago. Biltmore hotel, Los Angeles. CAA A moo 
Canadian Employment Up for the judges to| Mar. 2%-31—American Petroleum Inst, (Di- Oct. 16-18—Society of Automotive Engi. pproval you 
vision r ction, mid-continen is- t tati ti can 

OTTAWA.—Canadian govern- complete grading trict), Shirvin ‘hotel, Oklahoma City. Statler, New Yer. —— Ta eas sonatas Gat eae re can . 

ment’s latest report indicates that, the 450,265 entries Apr. 26-28—American Petroleum Inst. (Di- Nov. 9-10—Society of Automotive Engi- win . and take them al the 
with few exceptions, employment in the national vision of Production, eastern district), neers fuels and lubricants meeting, & 2 ong on the teres 

in Canadian industries is continu- Name - the - Car Hotel Cleveland, Cleveland. Mayo hotel, Tulsa, Okla. ground has received CAA approval 
ing to record levels in 1950. Re- contest and to se- May tfanAmoricnn Peteatoues Inst. (Divi- ev. ,26-Des. 1—American Society of for construction and limited public smoc¢ 
Bleed: cupharment, to svten tine: fect the winners | fet°hseeiting-cimajvear meeting), Mechanical’ Engineers, Hotel Statler, | sale, it was reported last week. qT 

tries is being balanced by gains of the 1,023 cash ; : 7 The Aerocar, designed by Moul- 
in such industries as the automo- prizes.” ton B. Taylor, can be changed from coun 
Entries are be- an airplane to a car in two min- he’ll 


tive industry. 


Selling Guide 











Burton KR. Durkee ing sifted by the 
impartial judging staff of Reuben 
H. Donnelley Corp., and final selec- 
tions will be made by a committee 
which includes Henry J. Kaiser and 


Ford Financing Office 
To Help New Dealers 


utes. The driver lands, steps out 
and folds the wings, unhooks the 
propellor shaft, backs the car 
around and hooks onto the other 
end of the assembly. The vehicle 
is then ready for the open road. 


newspaper columnists Walter Win-| DEARBORN.—Robert R. Nadal|operated a plan for assisting in Taylor said that bugs in the pro- 


en S. Mens wae — Leonard Lyons and Dan/has been appointed director of a|dealership financing. totype, discovered in preliminary 
Selling" is now avail-|~ 2° Xer. ; newly-created dealer development! Nadal joined Ford in 1946. A year|tests, are being ironed out. Th 
able in book form. Its} Showroom posters will be sent to office of Ford Mo- |} : ; s = - 
$4 pages, cleth-beund leach dealer, listing the new name . ater he was named manager of|Aerocar is now powered with a 73- 
in handy ‘size, is chuck |of th * oa te e th tor Co., it was an- the used-car and truck sales de-| horsepower Franklin aircraft en- 
full of information = 2 Ve nounced last week | partment, Ford division, gine, but a 105-horsepower Lycom- 


every one of your|contest winners, Durkee said. 
salesmen needs to/Shortly thereafter, national adver- 


meet the challenges of /tisements also will carry the con- 
today's selling. oul 
Put this book in the |test results. 


hands of your sales- 


by David W. Lee, | His successo i i i i 
eo ae sor has not been named.!ing engine will soon be installed. 


sales vice - presi- 
dent. 
The _ principal 








men. Guide them in f . Si a . 

the techniques that de- Westfield Dealers Rap function it oe Tube it 
emphasize the import- os are office wi e to ; 
snce of the used-car | S40 Fee Increase caabe & wane al plevon 


allowance. Each chap-} WESTFIELD, Mass. — Reassert- 
John O. Munn i -maker | . - ’ , the funds re- 
fer you erm™*"*' ling a strong protest that a 500 quired for capi- 


Here are some of the chapter tees Study| percent license fee increase is dis-| Rebert R. Nadal talization of new 
nd Experience — Bravery an urage — imi . 
Pian Your Work and Work Your Plan — Con- vainomarecoage —,. morally Wrong, Ford, Lincoln and Mercury dealer- 
centration and You = Confidence — Develop- pent eee “le received aS-| ships, according to Lee. 
ing a Clientele — Internal Relationships — r es fro e license commis- . a ie 
The Pre-Approach — Locating Prospects —/sion that it will give serious Its operation will be similar to 
The Importance of an Automobile Dealer : : that of Motors Holding division 
consideration to the protest. 
of General Motors. 


— It Does Make a Difference to an Owner : 

Where He Buys His Car — The Automobile: Some 20 dealers and their asso- 
umealty’s Most Prized Possession — Selling|/ciates attended the latest hearing} Dealers who use company financ- 
eo Zens Cor pen, Sat 8K - and asserted the local dealers’|ing will operate the same as other 
ee Used Car — Selling the Complete Finance |rights were jeopardized by the in- Ford Motor Co. dealers. Starting 
Package — Keeping Sama as Customers. crease in license fees from $10 to} 28 partial owners, dealers will man- 
64 PAGES $3 50 POST/$50. It was pointed out that|a@ge the operations with the objec- 
Cloth Bound . PAID| Springfield and Holyoke f tive of becoming sole owners of the 

pring yoke fees for : 
BOOK DEPARTMENT licenses are $10 and $25 respec- | dealership. 

AUTOMOTIVE NEWS tively, and that only one other} During the period from 1939 to| DeSOTO AT PITTSBURGH SHOW—This DeSoto convertible drew admiring eyes at the 
DETROIT 26 community in this area, Northamp- | 1942, Consolidated Development Co., successful auto show held by the Pittsburgh Automobile Dealers Assn. in Hunt armory. The 


ton, has a license fee of $50. a subsidiary of Ford Motor Co., Gens cemey included an animated cutaway model of the DeSoto Tip-Toe Hydraulic Shift 
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Here’s a combination that opens two doors! 


wv YOU SELL your new car customer on a 
changeover to Goodyear’s magnificent Double 
Eagles—you’re making one of the highest profits 
in the business! 


Double Eagles are the kind of premium equip- 
ment that appeals to the customer who’s in the 
mood to have the finest for his sleek new car. When 
you show him a luxurious new Double Eagle, he 
can see the difference. And he’ll be even more in- 
terested when you tell him of Double Eagle’s 


smooth, soft ride, greater safety, and longer mileage. 


Then—if he’s a driver who makes long, cross- 
country trips at high speeds—remind him that 
he’ll have unbeatable luxury plus unmatched safety 


GOODYEAR PUNCTURE SEAL TUBES 
Eliminate the delays and nuisance of flats 


PUNCTURING. OBJECT 
SEALED /N BY 
INTERNAL LAYER OF ff 


PUNCTURING OB/ECT 

SQUEEZED T/GHT BY 

EXTERNAL LAYER OF 
A 


Tube itself is compressed. When Exclusive gummy plastic closes 
pierced, it grips firmly, in- in around object. When object 
stantly. Prevents escape of air. is removed, plastic seals hole. 


Now on the air—two outstanding Goodyear programs 


GO0Oo 


if he combines his Double Eagles with LifeGuard 
Safety Tubes. For LifeGuards protect him and his 
family from blowout accidents . . . free him from 
worry . . . make a blowout harmless! 


Or . . . if he’s a business or professional man 
who does most of his driving in the city .. . a man 
to whom delays are costly—he’s a natural pros- 
pect for Goodyear’s Puncture Seal Tubes! With 
Goodyear’s double-action Puncture Seal Tubes 
he’ll be spared all the time, nuisance, and danger 
of fixing flats! 


Actually, you can collect the profit from the 
sale of either Double Eagle-LifeGuard or Double 
Eagle-Puncture Seal Tube combination without 


GOODYEAR LIFEGUARD SAFETY TUBES 
Make a blowout harmless 


1. The LifeGuard Safe- 
ty Tube has two air 
chambers. In case of 
a blowout, only the 
outer chamber gives 
way. 


2. Reserve of air in 
strong cord fabric 
inner chamber sup- 
ports car long 
enough for a safe, 
gradual stop. 


carrying stock or rendering service. Your Good- 
year Dealer or representative can explain how 
to you. And remember—either combination can 
be handled with only a modest addition to the 
customer’s time payment plan. 


Double Eagle Super-Cushion. A Super-Cushion tire 
with either ail nylon or all rayon cord body. 


THE GREATEST STORY EVER TOLD—ABC Radio 
THE GOODYEAR PAUL WHITEMAN REVUE—AESBC Television 


DSVEAR 


MORE PEOPLE RIDE ON GOODYEAR TIRES THAN ON ANY OTHER KIND 


LifeGuard, Dyuble Eagle, T. M.-—The Goodyear Tire & Rubber Company, Akron, Ohio 
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Coordination at Peak | 


In New Olds Plant | 


By A. H. Allen 
(The opinions expressed herein are those of Columnist Allen and are not 
necessarily those of Automotive News.) 

A SLICK example of well-coordinated materials handling 
£% in final assembly operations is the new Oldsmobile plant 
at Lansing, now rolling out 80 cars an hour. A group of 
engineers from Olds, conveyor manufacturers and a motor 
and control supplier collaborated on a compact system of 42 
conveyors, including 18 line- nrenesbaeeas 
type and 24 feeders, totaling 
5,000 feet in length. 

Highest speed reached by any of 
the single line conveyors is 32 feet 
per minute, and a spacing of 21 
feet per car provides one finished 
job every 45 seconds. The various 
drive arrangements for the con- 
veyor lines require about 85 motors 
and 18 variable-speed drives. 

An important feature is the | 
doubling-up of drive equipment to! 


| 





shutdowns from 
failures. Each 
conveyor has two 
complete sets of 
drives, including 
the mechanical 
speed reducers as 
well as drive mo- 
tors. Solenoids 
are used to dis- 
engage and en-| 
gage clutches on | 
the drives so that 


insure 


against 





























A. H, Allen 
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HEAVY-DU 
SHOCK ABSORBE 


for Heavy-Duty Passenger Car Service 


Wherever shock absorbers have to take a beating—as 
in taxicabs, salesmen’s fleets, or in regions where the 
going is rough—that is the shock absorber that can 


take it and keep on taking it. 


It’s a precision- built, factory-engineered, 
lasting unit that assures balanced ride control under 


severe operating conditions. 


These heavy-duty shocks are just the thing for your 
customers’ cars that get extra hard use. You can 
replace the shock absorbers of most late-model cars 
and many older models with this new extra-sturdy 
unit, easily and quickly—no drilling, no special 
brackets required. Obtainable now for 14 passenger 


car makes. 


Delco Heavy-Duty Shock 
Absorbers are packaged in 
pairs, for better merchan- 
dising. (Car application 
data on the label.) 


iI 


when the drive is operating. 
Control for the selection of the 


| drive to be used, the power units, 


as well as control pushbuttons, all 
are located on the main oper- 
ator’s control panel or console 
located adjacent to the superin- 
tendent’s office. This console also 
has mounted on it a _ pictorial 
layout of the conveyors, with in- 
dicating lights representing the 
approximate position of all stop 
pushbuttons. 


Likewise, located throughout the | 
on | 


plant are additional panels 
which duplicates of the layout and 
pushbutton signal lights are shown. 

A feature of these stop-start sta- 
tions is that any person stopping 
the conveyor will immediately indi- 
cate such action by lights on the 
indicating panel, as well as the 
station at which the stop has been 
made. This light cannot be extin- 
guished even though the conveyor 
is returned to operation unless re- 
set by means of a special key. 

* * + 


Curved Rear Windows 


TY 
RS 


long- 


DELCO 


ERE are the detailed steps re- | 
quired to remove and install a 
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|the spare unit will be disengaged 





new curved rear window in one of 
the lower-priced passenger cars: 
Protect body and upholstery with 
cloth and masking tape; remove 
j}inside garnish molding; remove 
shelf panel; remove outside belt 
molding; slide belt molding off from 
both sides (and don’t scratch the 
|paint!); remove inside weather- 
strip retainer; remove screws in 
lower edge of outside molding; 
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SHOCK ABSORBERS— 


A UNITED MOTORS LINE 
Available Everywhere Through 


UNITED MOTORS DISTRIBUTORS 
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GLOSSERMAN FEATURES MODERN DEVELOPMENTS—This Chevrolet firm in Lockhart 
Tex., has built a modern building containing 12,000 square feet, and encompassing 33,000 
square feet in its used-car lot and customer parking area. The office, showroom and parts 
department is air-conditioned and has an under-floor heating system. The building has a 
plate glass front, terrazzo floor and weld-tex paneling. Factory f 
75 dealers, and some 4,000 persons attended the formal opening ceremonies, the firm reports 


eld executives, more than 


| Slide chrome corner moldings off; 
remove portion of window chrome 
molding; remove glass by pressure 
from inside. 


Install weatherstrip on replace- 
ment glass; install two top 
chrome molding strips in weath- 
erstrip groove; install window, 
| using strong cord in channel of 
weatherstrip (this takes two 
men); apply liquid soap and re- 
place lower chrome molding strip 
by sliding into groove of weather- 
strip; install chrome corner mold- 
ings and replace screws, taking 
care to cover the screw heads 
with heavy sealing compound to 
seal the threads; insert weather- 
strip retainer in groove of weath- 
erstrip, applying liquid soap to 
groove; install belt molding shelf 
panel and garnish molding; re- 
move all traces of liquid soap. 

Oh, and don’t forget to take the 
cloth and masking tape off the 
body and upholstery. Any more 
questions? 


| * 
| 


E UNDERSTAND Kaiser-Fra- 
zer has narrowed down the 
choices for a new name to be given 
the low-priced Kaiser to a couple 
of hundred, one of the final steps 
| being to eliminate all names of fish, 
fowl, birds and animals. 
| If you had hoped to win with the 
|““Kaiser Wild Goose,” you’re done! 


* * 





Latin Americans 
Favor Fords, Says 
Magazine Check 


| CHICAGO.—A _ report covering 
|automobile, truck and accessory 
| buyers in 20 Latin American coun- 
tries, based upon 5,000 tabulations 
jin a survey conducted among its 
readers by Popular Mechanics mag- 
|azine, shows that Ford cars were 
owned by 28.2 percent of them and 
Chevrolets by 19.9 percent. 


When stating which make of car 
they will buy next, 30 percent spec- 
ified Fords and 23.8 percent Chev- 
rolets. Ford also led among motor 
| truck owners with 51.7 percent, fol- 
|lowed by Chevrolet with 42.6 per- 
cent. 

Leaders in the accessories re- 
|placement group were: Willard, 
| batteries; Raybestos, brake linings; 
| Hastings, piston rings; A. C., fuel 
pumps; Delco-Remy, closely fol- 
|lowed by Auto-Lite, ignition equip- 
ment; A. C., oil filters; Champion, 
| spark plugs; Goodyear, tires; Ford, 
mufflers; Trico, windshield wipers; 
Philco, car radios; Simoniz, polish 
jand General Electric, lights. 

Following Ford and Chevrolet in 
passenger-car ownership, and the 
percentage of each, were Buick, 6 
Dodge, 5.7; Plymouth, 4.5; Stude- 





baker, 4; Willys, 3.4; Oldsmobile, 
3.1; Mercury, 2.9; Pontiac, 2.7 
Chrysler, 2.3; Hudson, 2.2; Nash 


2.1; DeSoto, 1.6; Packard, 1.6; Lin- 
coln, 0.9; Fiat, 0.8, and Cadillac, 0.7 

After Ford and Chevrolet in th 
| truck ownership category, with per 
| centages, came Dodge, 13.4; Inter 
|national Harvester, 12.4; Willys 
| 77.5; GMC, 5.8; Studebaker, 5.6; 
Buick, 5.5; Fargo, 3.5; Plymouth, 
| 2.8; Mercury, 2.7; Mack, 2.5; Chrys 
ler and Oldsmobile, 2.4, and Pon- 
tiac, 2.1. 


Spencer Promoted 
Richard Spencer of Al Deane 
|Chevrolet, Inc., St. Petersburg 
Fla., has been promoted to the post 
of sales manager for the firm, A! 
Deane, president, announced. Th: 
position was vacated by the resig- 
nation of Millard Barnett, Dean 
said. 
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Designers give cars 
new luxury with 


Goodall’s 
Textured Modern Weaves 


Notice HOW A WOMAN examines a car’s up- 
holstery...the way she runs her hand across 
the seat to get the “feel” of the fabric. The 
impression the fabric makes on her may well 
make—or break—a sale! That’s why you'll see 
Goodall’s new textured modern weaves in the 
new models now being shown by leading mak- 
ers of motor cars. Here is the luxurious smart- 
ness which makes Goodall Fabrics preferred 
in the finest of homes...especially developed 
to bring unique advantages to car interiors. 


OUTSTANDING ADVANTAGES 


Slideability ...exceeds other fabrics tested. 
Makes cars easier to get in and out of. 
Easier on clothes. 

Unusual resistance to wear. 

Resistant to dirt, easy to clean. 

Makes slip covers unnecessary. 

Gives greater riding comfort. 


Add more 
sales appeal 
to car interiors 








10 
Renew Charges GM, 
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Ford Are Favored .. . 


Six Auto Firms Offer 
Final Freight Pleas 


WASHINGTON. — With every 
member of the Interstate Com- 
merce Commission in attendance, 
final arguments were presented 
here Thursday by the six auto 
makers seeking relief from alleg- 
edly prejudicial freight rates on 
rail-shipped cars. 

The petitioners’ presentation re- 
vived hopes that a decision would 
be handed down soon by the com- 
mission. The first complaint on the 
freight rates was made over a de- 
cade ago by Chrysler Corp. and 
five independents—Hudson, Pack- 
ard, Nash, Studebaker and Willys- 
Overland. 

The so-called “Chrysler Group” 
renewed its charge Thursday 
that General Motors and Ford 
enjoy lower rail freight rates on 
their shipments on finished cars 
than do the petitioners. 

As a result of previous hearings, 


two ICC examiners found that the 
freight-rate situation was discrim- 
inatory in favor of assembly plants 
of Ford and GM. 

This report also stated that the 
differential in rates was the cause 
of substantial injury to the six 
petitioning companies and their 
dealers. 

The six petitioning companies 
presented evidence designed to 
show that for a number of years 
railroads have demanded higher 
freight rates for transportation of 
new automobiles from Detroit and 
Indiana, Ohio and Wisconsin areas 
than from assembly plants of GM 
and Ford outside of these areas. 

These rates burden these com- 
panies in competition with Ford 
and GM, who ship most of their 
automobiles out of widely scat- 
tered assembly plants in other 


they found the freight-rate situa 
tion discriminatory in favor oi 
Ford and GM, also stated that 
different levels of rates were per- 
missible in some places because of 
the extremely severe competition 
of other forms of transportation 
serving those places. 

Chrysler and the five independ- 
ents took exception to this phase 
of the examiners’ report in a 
major portion of Thursday’s 
hearing. 

The petitioners pointed out that 
“it undoubtedly costs less to carry 
a car of a given weight and size 
100 miles than to haul it 1,000 
miles.” 

“The long-haul shipper expects to 


COLLEGE ON WHEELS WINS ‘SEAL’ OF APPROVAL—Sharkey, famous trained seal, is| pay for the larger mileage,” they 
making his first insp-ction of the truck that will be his new home on cross-country tours. 
There's a swimming pool inside for Sharkey to play in, and the doorstep on the Dodge 
Route-Van is so low that, for the first time, Sharkey climbed into a truck all by himself. 
Introducing him to his new home are his trainer, Mark Huling (center), and Jerry Martin, 


of Martin-Mo:an, Inc. (Dodge-Plymouth), 
Route-Van for Sharkey's traveling comfort. 


areas at much lower rates, it was 
asserted. 

The rate gap has been widened 
in recent years by the various per- 
centage increases which railroads 
have made in all of their rates, the 
Chrysler group stated. 

The petitioning auto companies 


Kingston, 


N_ Y., the firm that equipped the 


denied there were any differences | 
in competitive conditions which 
would justify differences in the 
levels of freight rates from the 
principal production areas as com- 
pared with assembly plants of GM 
and Ford in other areas. 

The two examiners, although 


| 


said. “But it does not cost less to 
haul it one mile on the short haul 
from an assembly plant than it 
costs to haul it one mile on the 
longer trip from a central point. 

“Yet, as a matter of actual prac- 
tice today, the railroads are charg- 
ing “4 as much per mile from some 
assembly plants; % from others, % 
from others, as they charge to haul 
the equivalent automobile from 
points such as Detroit.” 


N. Y. Dealers Back 


Proposal to List 
Liens with Titles 


NEW YORK.—To protect motar 
vehicle buyers in the state frdém 
purchasing cars with liens attached, 
New York State Automobile Deal- 
ers, Inc., has endorsed a bill which 
provides for a recording in fhe 
motor vehicle bureau of a notiee 
of all liens filed against a vehicle. 

The association said the title pro- 
posal should be enacted because: 

1. Persons who suffer thousands 
of dollars of lésses on the pur- 


| chase of motor vehicles in New 


| 
| 


} 


| 
| 
| 


| 


York will be protected. 

2. It will place the car owners 
of New York on a comparable 
basis with 32 other states who now 
have title law protection. 

3. It will facilitate the transfer 
and mortgaging of motor vehicles 
by cutting down delays and re- 
moving uncertainties as to owner- 
ship. 

4. It will prevent duplication of 
mortgages without notice. 

5. It will make the motor vehicle 
more desirable as collateral for 
loans. 

6. It will discourage illegal traf- 
fic in motor vehicles. 

7. It is simple, clear and con- 
cise, and its performance does 
not work a hardship on either 
the owner or mortgagee. 

8. It will facilitate registration 
and transfer of New York motor 
vehicles in states. 

9. It will give the motor vehicle 
bureau a better record of owner- 


ship of licensed automobiles. 


| 
| 


INDUSTRY | 


| 


i 
| 
| 
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10. It will provide statistical in- 
formation with respect to mort- 
gages and conditional sales existing 
on cars registered in New York. 


The present law requires that 
any lien or encumbrance be listed 
in the offices of a town or city, 
but not with the vehicle depart- 
ment. 

Therefore, to determine if there 
are any liens against a vehicle, the 
offices of 932 towns and 62 cities 
must be checked. 


Tucker 


(Continued from Page 2) 
fraud, conspiracy and SEC viola- 
tions by a jury. in the court of 
Federal District Judge Walter J 
LaBuy. 


. * * 
Detroit News Accused 


Of Libel by Tucker 

DETROIT. The Detroit News, 
three of its editors and a Wash- 
ington reporter were sued last week 
for $3,400,000 damages by Preston 
Tucker, his mother and a former 
associate. 

Tucker, seeking $3,000,000 on the 
libel charge, blamed articles in the 
News by Martin S. Hayden for 
criminal proceedings against him 
which ended in his recent acquittal. 

The same defendants were named 
in a $300,000 libel suit by Tucker’s 
mother, Lucille C. Holmes, Ypsi- 
lanti, and in a $100,000 suit by 
Emery Hughett, former bookkeeper 
for Mrs. Holmes’ Ypsilanti Ma- 
chine & Tool Co. 
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Year after year, in the face 
of ever-increasing competi- 
tion, MERURY has made ever- 
increasing sales gains. 1949 
was 386% higher than 1948 
and 1950 looks even better 
than ever!* No wonder MtnUURY 
dealers are feeling so confi- 


dent today! 


3% For example, February, the shortest month of the 
year, was the biggest month in Mercury's entire history. 


Botton than ever 
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AUTOMOTIVE WASHINGTON 


Already Pared to Bone, 
Director Says of Budget 


By William Ullman 


Washington Correspondent 









C| 
C| (PEAKING at a National Press Club luncheon the other 
C| day, Budget Director Frank Pace told about 200 news- 


federal finances, President Truman cannot “fix a time’”’ when 
the budget will be balanced. Moreover, said Pace, the budget 


| . 

ri sent to Congress im January? The international situation, he 
; » | Was trimmed as much as POS-| declared, plays a fundamental part 
“You've been neglecting her! sible without endangering in the size and composition of the 

a i ~|security or neglecting obligations | budget. 
AUTOMOTIVE NEWS production and | siready incurred at the express will| Pace called for a wider under- 

registration figures tell the story of output 

and sales every week. of Congress. 








CREATIVE ENGINEERING 


Products 
ODvision 


standing by the American people! misrepresentations,” he said, are 





ANNOUNCES THE Uw’ 
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lof the federal budget, which, he 


| pointed out, plays a vital role in the 
life of every citizen. 

“It is the most 
widely discussed, 
little read, and 
little understood 
document in the 
world,” he_ told 
his audience. 

The budget 
chief denied that 
a prospective 1951 
deficit was a re- 
sult of “loose fis- 
cal thinking” by 
the administra- 





William Ullman 
——| papermen that in view of the “imponderables” affecting tion. Many of the demands heard 


from the country and the press for 
arbitrarily balancing the budget, 
Pace asserted, come from mis- 
understanding the fiscal situation 
and from ignorance of “how hard” 
the Administration has worked to 
achieve a balance. 

“Half truths and unintentional 





GEARED TO QUANTITY PRODUCTION 





BENDIX HAND CONTROL VALVE 
see Tafimanee (tt te Sowee lot Tan Ever Pefpe| 


Here is the valve that gives truckers the ultimate in hand 

controls for vacuum braking systems—but costs even less 

than ordinary models. The new Bendix Hand Control 

Valve is a simple, rugged unit with a clean, modern 

appearance that adds to the good looks of any cab 

interior. Its absolute dependability and consistent pre- 
prooucts 


BENDIX * Division * SOUTH BEND 


Sr 


AVIATION CORPORATION 


Expert Seles: Bendix International Division, 
72 Fitth Avenve, New York 11, New York 


details write the factory direct. 








GRADUATES ACCURATELY 
The new Bendix Hand Centre! Vaive 
applies the brakes in amount exactly 
corresponding te where the handle is 
sel—ne more and ne less—and the 
driver can depend on it. 






BUILDERS 






OF THE BASICS 
OF BETTER 






ACTS CONSISTENTLY 
Greducted braking is always the same, 
in application end release each time 
the vaive is used. 


MOTOR VEHICLES 





a 


cision set an all time high for performance—and at a 
lower cost than ever before! Available with or without 
an integral, easy-to-read vacuum gauge, the new Bendix 
Hand Control Valve assures maximum flexibility with 
today’s vacuum trailer braking assemblies. For complete 


HOLDS A SETTING 


When the handle is left in a fixed posi- 
tion, there is no tendency for brakes to 
creep on or off—no “leakover” when 
the valve is seated. 


AND HERE'S WHY 


This new hand control valve is a 
product of Bendix, greatest name in 
braking. Engineered and precision 
built, it delivers dependable perform- 
ance under all operating conditions. 


responsible for a great deal of 
the misunderstanding of federal 
fiscal affairs. 

“One of these half truths,” h: 
asserted, “is that this administra 
tion doesn’t know how to subtract 
—only to add.” 

The answer to that, the budget 
chief declared, is that “on the basi: 
of the requests which came to us 
from the departments and the 
agencies we cut $20,000,000,000 be- 
fore the budget was sent to Con 
gress.” 

. * * 


War on Spruce Beetle 


NE of the causes of misunder- 

standing, Pace explained, is that 
people “try to use the historicai 
approach to budget making.” They 
try to point out, he said, that it was 
all “done cheaper 30 or 40 years 
ago” and therefore there ought to 
be a cheaper budget now. 

As an example of the difference 
he cited a request from the Depart- 
ment of Agriculture for $4,000,000 
“to eliminate the spruce beetle.” 

“TI had never heard of a spruce 
| beetle,” said Pace. On its face, he 
indicated, this would be the sort 
of thing you could just lop off the 
budget. 

“A well-justified appropriation,” 
interposed Sen. Millikin, Colorado 
Republican, ranking minority 
member of the Senate Finance 
committee, who was sitting beside 

Pace. 

| Pace said the appropriation was 
justified because elimination of the 
spruce bug will save some 16,000,- 
000 board feet of lumber, add $100,- 
000,000 to the national income and 
expand federal revenues accord- 
| ingly. 

| He said this was the sort of 
|thing you find when you examine 


| every item in the budget. 
* + * 


Who Spends? 


EP. DWIGHT ROGERS, Demo- 

crat of Florida, last week came 
up with a new proposal to make 
Congress more conscious of how it 
spends the taxpayers’ money. He 
wants to make rollcall votes man- 
|datory on all appropriation mea- 
;}sures. His’ resolution, however, 
|would apply only to the House, 
|since each congressional chamber 
| makes its own rules. 
| Should Rogers’ proposal _ be 
|adopted by the House, effort would 
be made to get the Senate also to 
| accept such a rule. The point would 
|be made that it should be adopted 
in a spirit of fairness and logic. 

Showing the need for the rule, 
Rogers prepared statistics which 
show that the 1949 session of 
Congress passed 11 money bills, 
carrying a total of $29 billion, 
without a record vote in either 
house. 

Out of four other bills, author- 
izing another $6.4 billion, the House 
took record votes on three and the 
Senate on only one. Rogers pointed 
out. 





Knapp Buys Tourist Court 


John Knapp, owner of Knapp 
| Chevrolet Co., Weslaco, Tex., has 
| announced purchase of a tourist 
jcourt as a location for a modern- 
| istic auto showroom, 

Knapp said plans for construc- 
tion of the new structure at the 
location have not been completed 


land that the company does not 


j}expect to move operations to the 
|new location for about a year. 





SCHOOL BUS BODY BUILDERS UNITE— 
Eight manufacturers in this field recently met 
in Atlantic City and formed the School Bus 
Body Manufacturers Assn. John H. Shields, 
left, president of Superior Coach Corp., Lima, 
O., was named president, and Herbert S. 
Blake jr. was appointed managing director. 
A. L Luce, general manager of Blue Bird 
Body Co., Fort Valley, Ga., was elected vice- 
| president. Companies comprising the charter 
| membership are: Blue Bird Body Co., Carpen- 
ter Body Works, Inc., Hackney Brothers Body 
Co., Hicks Body Co., Inc., Oneida Products 
Corp., Superior Coach Corp., P. A. Thomas 
Car Works, Inc., Ward Body Works, Inc. 
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‘A Guide to Automobile Selling’ ee 


Appraising 


Eprror’s Note: This is the tenth 
installment of a book by John O. 
Munn, comprising Chapter XIV, 
“Pitfalls in Appraising Used 
Cars”: 


By John O. Munn 


ON’T believe every new-car| 


prospect shops. Assume that 
you are the first on every deal. 
Actual surveys prove that a small 
percentage of new-car buyers shop. 
A large majority of them make} 
up their minds in| 
advance as to 
the car they want 
to buy and the 
dealer from 
whom they prefer 
to purchase. 
What makes 
many dealers feel 
that all prospects 
shop is because 
one prospect who 
wants to bargain 
for the last dollar 





John 0. Munn 
might shop as many as 20 places. 


This makes 20 dealers or 20 
salesmen who think they have 
lost a deal, while in fact it is 


only one deal in the first place 
and it is a deal that no one will 
make money on. The ordinary 
man values his time too greatly 


o shop around to try to save a | 


few dollars. 


Used Cars 


| to salesmen, but repetition will 
| serve to impress the importance | 
of these facts on their minds and | 
encourage them to make effective 

| use of the selling points in con- 

| tacting used-ear prospects. 

If you are not thoroughly sold| 
|yourself on the merchandise you 
are attempting to sell, your state-| 
ments will lack conviction. As a| 
salesman, are you. enthusiastic 
jabout the used car? Does it really | 
occupy the place in your mind that 
|it ought to? 

Let’s reason the thing out. And| 
don’t worry that selling used cars 
will interfere with the sale of new 
cars, because there always have 
been and always will be plenty of 
people who are willing to pay a 
premium for the pride that comes | 
with first possession of anything. 

* + * 


Value Stressed | 


NY CAR is good for 200,000 | 
miles—there are many records 
of 500,000 miles. But no car after 
having been driven more than 20,- 
000 miles Sells for 90/100 of | the| 








| 


Don't ask the prospect how much | 


he expects to get for the old car.) 


What would you expect him to 
answer? He would like to trade 
even, of course. 

Don’t ask the prospect if he has | 
any other offers on his car. If he 
hasn’t—and most of them haven't 

this is a perfect invitation for 
him to get some offers before try- 
ing to do business with you. 

+ * + 


Estimate Warning 


ON’T make an estimate of the 
used-car value in advance, or 
say it’s worth from $400 to $500. 
This will kill the prospect’s con- 
fidence in the 


In Book Form 


John O. Munn’s “A Guide to 
Automobile Selling” has been put 
in book form, due to heavy de- 
mand, Sixty-four idea - packed 
pages in handy size. 

Order it today — at $3.50 per 
copy, postpaid — from... 

Book Department 


AUTOMOTIVE NEWS 
2666 Penobscot Bidg., Detroit 26, Mich. 


ultimate price, was besides ee will | 


never hear anything but the $500. | 
Don’t ever offer an apology that | 


the market is loaded. This might 
imply that he should drive to soi::c 
other town where stock hasn't | 
backed up. 

Don’t ever say that all you can 
allow for the prospect’s car is a 
certain figure. That’s the same 
as saying it isn’t enough, but 
it’s all we can afford to give him. 

Don’t tell the prospect that you | 
haven't handled a car of the type| 
of his, so you really don’t know 
what it will sell for. Any time you 
admit ycu don’t know, the guess- | 
ing contest is on. Any offer sod 
co make will be challenged. 

Don’t ever ask the prospect what | 
will close for right now, and 
much you have to give him 


he 
how 


with you. You will be putting your- 
Self in the 
pawn shop. 

Don’t fail to sell yourself, your 
dealership, your new car, and a 
fair used-car allowance in every 
canvass. 

There is no short cut. The longest 


way around is the shortest way to| 


a profitable sale. 
* 


* * 


CHAPTER 15 


The Utility Value of the Used Car 

SED cars are a fundamental 

part of the automobile business. 
Profit opportunity in this field de- 
pends largely upon the attitude 
that new or used-car salesmen re- 
flect to the public in presenting 
this merchandise. 

Used cars serve every practical 
need that new ones do, and call! 
for as intelligent and _ effective 
salesmanship as the selling of new | 
cars, 

The points brought out in this 
chapter concerning the utility 
value of a used car are obvious 


accuracy of your) 


same category as a} 


| 
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| original price. In other words, the 


j} buyer of such a car gets 90/100 of 


its original service value at 50, 60) 
or 70 percent of the original price. 

The used-car buyer saves the 
high first-year depreciation in 
normal times (usually about 40 | 
percent), and that depreciation is | 
imposed even if the car has been 
driven only a short time and for 
only a few hundred miles. 

But investment isn’t altogether | 
the best thing to talk about; many | 
people consider their best invest- | 
ment is money in the bank, or in} 
government bonds. 

| 


But money so invested brings | 
only 2 or 3 percent, while money | 
|in the car brings in return all the} 
joys of concerted family recreation | 
and social and business advan- 
tages; it brings the country to the 
city and the city to the country; 
and these are things man wants— 
or can be made to want—more 
than a bank balance. Remember, 
the scenery is just as beautiful and 
just as inviting from the seat of 


1980 OLDS'ROCKET'NOW ON DISPLAY | 





Tex., 
display in its showrooms. 
San Antonio. 


| 
when you see it, hear it, or ride| another previously owned 


in it? No. 


guishing an automobile which was 





a used car as from the most ex- 
pensive new car. 
+ + a 


Look Alike 


AT anyone thing - 
anyone else tell 


bought as a used car from one} 
|that was bought as a new one. 
| They look alike, they sound alike, 
| they ride alike. In the _ strictest | 
| sense of the word, any car that} 


Eeny, Meeny, Miney, Mo... 
to which showroom shall | go? 





automobile showroom. 
| 


T’S not just by chance that customers patronize a particular 
People will go out of their way to 
shop in a modern, attractive establishment. A neat sparkling 


store front of Pittsburgh Glass and Pittco Store Front Metal is 


a real customer-winner .. . 


an aggressive sales-booster. 


It pro- 


claims an up-to-date business where the customer can get the 


| 


| 
| 
| 


| 
| 


| 
| 
| 
| 
| 


latest and finest merchandise and services. 


Up and down the country merchants have improved their 
for the old car before he will deal | i r 


Store fronts 
| and Interiors 


by Pittsburgh 





| 
| 


| G 
| 








ieee ee ae 





GLASS - 


PAINTS - 


fe we 


businesses by modernizing with Pittsburgh Products. 


TEXAS DEALER RAISES LEVEL OF ADVERTISING—General Oldsmobile Co., San Antonio, 
took to the skies to tell the public that the 1950 Rocket-powered Oldsmobiles were on 
The advertising trailer was towed by a plane over downtown 


it de- 


|tracts not one whit from its value. 


There isn’t any way of distin-| 


| 


The vast market which exists 
in this branch of automobile re- 
tailing is best revealed by the 
fact that 7,000,000 to 8,000,000 
used cars are sold annually in 
the United States. 

Twice as many families buy used 


can you or/has been driven around the block|cars as compared with those who 
a used car | is a used car, and the fact that | 


(Continued on Page 53, Col. 1) 





“LET’S STOP AT EDWARDS’.” 


It’s easy to see why people might go 
out of their way to shop at this auto- 
mobile showroom in Milwaukee, Wis. 
It is a neat, attractive building with 
a sparkling, colorful front of black 
and ivory Carrara Glass . . . and 
the “open-vision” construction, utiliz- 
ing Pittsburgh Plate Glass and Pittco 
Premier Metal permits unobstructed 
More people 
will stop at your showroom, too, 


vision from the street. 


when you modernize with Pittsburgh 
Products. Engineer: V. K. Boynton, 


Milwaukee, Wis. 


And 


what Pittsburgh Glass and Pittco Store Front Metal have done 


for others... 


they can do for you! 


But remember this: when you remodel don’t skimp. It’s the 
complete modernization job—inside and out—that pays the big- 
gest dividends in better business. If you desire terms, they can 
be arranged through the Pittsburgh Time Payment Plan. And 
you can count on our fullest cooperation in helping you and 
your architect select a well-planned and economical store front 


design. 


In the meantime, why not send for one of our descriptive 
booklets on remodeling, “Modern Ways for Modern Days”? It’s 


yours for the asking. 


ae ye ae 


Just return the coupon below. 


oe oe oe oe om oe © em ee ee ee em ee © ee ee oe _ 
| | 
| Pittsburgh Plate Glass Company | 
| 2046-0 Grant Building, Pittsburgh 19, Pa. | 
| Without obligation on my part, please send me a FREE copy of your book | 
| on modernization, **Modern Ways for Modern Days.” 
| Name | 
| ! 
Address 
| City RNR sion as <dadedenieckscke seu | 
| | 
a ee ee _ 
CHEMICALS - BRUSHES ;: PLASTICS 





COMPANY 
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W-0 Dealers — 
are in the 
Jeep’ Industry. 
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FADERSHIp 


| 
| -AND IT’S A BIG ONE! With the one- 
| and-only Universal ‘Jeep’, Willys-Overland 





Dealers have their own private slice of the 





automotive market —a sales field that takes 
| in every farm and ranch and a whopping list 
| of industries. And W-O Dealers sell a ‘Jeep’ 
| accessory line that runs into important money 
—snow plows at $200-$300... metal cabs at 
$100 up...a ditcher at $2,000...a hydraulic 
lift and a line of implements! Willys-Overland 





| aims at uncrowded, profitable markets — and 
W-O Dealers cash in. If there’s no dealer 


near you, write us about the W-O franchise. 








y 


. |WILLYS-OVERLAND MOTORS 


TOLEDO 1, OHIO 


MAKERS OF AMERICA’S MOST USEFUL VEHICLES : 
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Buffalo Business Revives 


By George Toles 
Staff Correspondent 
New-car business snapped back 


in Buffalo immediately after the 
end of the coal strike, the brown- 


out and return cf industrial work-| 


ers to their jobs. 

The preceding two weeks had 
witnessed a sharp drop in new- 
car sales as customers held off 
on purchases, fearful of the eco- 
nomic effects of the coal crisis. 
Brost Motors, Inc., 1291 Main St., 

immediately felt the end of the coal 
strike, according to Floyd H. Stan- 
ley, sales manager. 

On the morning the strike set- 
tlement was announced, the firm 
had seven couples in its showrooms 
before noon. For a considerable pe- 
riod before the end of the strike, 
only one or two shoppers had been 
in the showroom all day. 

On the following Monday morn- 
ing, Brost Motors wrote four deals, 









and 


ing in 


House Beautifu 


Garden 


Nation-wide survey shows Genuine Leather Upholstery is 5 to 1 choice for open cars. 


“his advertisement in rich 


full color is ap 


three for immediate 
cording to Stanley. Three employes 
|of steel plants, who had banked 
their orders for cars because of the 
|coal crisis, called and said they 
would take their cars, 

“The end of the coal strike has 
had a tremendous effect,” com- 
mented Stanley. “Fear apparent- 
ly has left the minds of automo- 
bile buyers and they now have 
the courage to place orders again. 
With spring just around the cor- 
ner and warm weather arriving, 
sales momentum should continue 
to pick up.” 

Stanley pointed out that the 
brownout along Auto Row during 
|the coal strike had just about 


} 


| killed night traffic on which deal- 
|ers depend for a large percentage 
of their business. 

| “Practically no one was coming 
|= at night,” he said. “Main street 
was like a tomb. No one wants to 





pear- 
Harper's Bazaar. 
1, House & 


, and Vogue. 


American Leather Manufacturing Company, Newark, W. J. * The Ashtabula Hide & Leather Company, Ashtabula, Ohio 
York, N.Y. + Eagle-Ottawa Leather Company, Grand Haven, Michigan + The Lackawanna Leather Company, Hackettstown, N.J. + Radel Leather Manufacturing Company, Newark, N. J. 


delivery, ac-, 


walk down a dark street at night. 
It had a bad psychological effect 
|on the buying public.” 

Stanley pointed out that the “dis- 
| posable income” of most families 
today is very favorable toward 
good car business. Wage earners 
apparently have more money to 
spend, judging by the high percent- 
j}age of cash deals. The majority 
of Brost new-car deals are now in 
cash, he reported. 

Another significant report on 
| the end of the coal strike was 
| made by W. J. Homes, Inc., 1436 
S. Park Ave. 

Joseph Sugg, sales manager for 
|the firm, reported that 75 to 80 per- 
cent of potential car buyers in this 
steel community were waiting un- 
|til the end of the coal strike be- 
|fore making commitments. On the 
Monday morning following the end 





|new-car orders immediately. 


“Toward the end of the coal 


" Sas 


* Blanchard Bro. & Larne, New 





ark, N. J. * Delaware Tanning, Inc., New 


herr 


roMotive News 





/ At 


“My first day, and I sold a car, 


Mr. Hoskins. course, I won't 


of 


always be so lucky. There may be 
a day or two some months when I 


won't sell a thing.” 


strike business was at a standstill,” 
said Sugg. “Men depending on steel 
for their livelihood were hesitant 
to place orders. And the brownout 
kept shoppers away from _ show- 


lof the strike, the firm took three | rooms.” 


Sugg pointed out that new-car 
business had been making a nice 





¥ : | 


showing until the coal strike de 
veloped. Now he expects that spring 
business will run ahead of a yea 


ago. 
* * * 


San Francisco 


The new and used-car market in 
northern California is “breezing’ 
right along, with dealers from this 
territory reporting the beginning of 
the expected spring buying days. 

Motor trips this time of year are 
the main topic of conversation in 
northern California, and many peo- 
ple without transportation but with 
a down payment in their pocket 
book, are shopping around for a 
new car. 


Chrysler Corp. dealers here, as 
in other parts of the country, 
are depending on their service, 
parts and used-car departments 
to get them “over the hump” and 
fill in the gap caused by the lack 
of new cars from the factory. 


Some of the larger, volume deal- 
ers have a few new 1950 models 
to sell in the Chrysler Corp. lines, 
due to large stocks they had on 
hand prior to the strike. Adver- 
tising slants for the Chrysler out- 
lets here are centered on service. 


Popular lines continue to be the 
fastest movers, although some of 
the higher-priced models appear to 
be in demand. Competitive dealers 
featuring ads like “bonuses on your 
used car if you bring it here,” give 
the northern California new-car 
buyer quite a choice on where to 
take his old car to trade it in on 
a 1950. Tradein differences range 
from $200 at one dealership to as 
high as $400 at another.—(Leon 


Pinkson). 
* * * 


Kansas City 


The January total for new-car 
sales in the Kansas City area was 
858—a drop of 1,066 from sales for 
January, 1949. New-truck sales fell 
off 244 units with a total of 132 
against last year’s figure of 376. 

The consensus of the dealers in 
the area was that factory deliveries 
had fallen off and were responsible 


for the drop in totals.—(Joseph D. 
Roberts). 
+ * + 
Birmingham 
Sales of new cars in the Bir- 


mingham, Ala., area showed a loss 
of more than 200 units in February 
compared with January. In Febru- 
ary, 1,273 new cars were sold 
against 1,498 in January. 

Totals for February by makes 


were: Buick, 108; Cadillac, 15; 
Chevrolet, 264; Chrysler, 18; De- 
Soto, 15; Dodge, 51; Ford, 322; 


Hudson, 7; Kaiser, 3; Lincoln, 10; 
Mercury, 160; Nash, 38; Oldsmo- 
bile, 58; Packard, 14; Plymouth, 30; 
Pontiac, 56; Studebaker, 101, and 
Willys, 2. 

The used-car situation in this 
district is slowly but steadily re- 
verting to the prewar picture, It 
is estimated that nearly 50 per- 
cent of the independent used-car 
dealers who were in business a 
year ago have faded out. 

On the other hand, new-car deal- 
ers are expanding facilities for the 
|sale of used cars. Several of the 
| big used-car lots formerly operated 

by independent dealers have been 
| taken over by new-car dealers. 

Prices for used cars held steady 
in February at about the same 
| levels as in January but sales were 
down due to the coal strike which 





hurt business in all lines.—(Stuart 
Riddle). 
+ * + 
Minneapolis 
New-car deliveries continue to 


set records in Minneapolis with the 
latest being the new postwar high 
of 2,924 new cars sold in February. 
Previous postwar high in Hennepin 
county (Minneapolis), according to 
Finance & Commerce, daily finan- 
cial newspaper, was the 2,740 new 
cars delivered in August, 1949. 

Deliveries in the first two 

months of this year have far sur- 

passed the like period of 1949 
when only 3,436 cars were sold. 

In the first two months of this 
year, 5,321 cars were delivered in 
the area. February sales a year 
ago were only 1,642, more than 

1,300 below February, 1950. Jan- 
uary, 1950, deliveries reached 
2,397. 

Dealers are optimistic and see 
only a slight change in the market 
conditions this spring when used- 
car prices should firm. They have 
been off up to $150 since the first 

(Continued on Page 17, Col. 1) 
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f the year, particularly on newer | 
ised cars. Late model ‘47s and ‘48s | 
bring anywhere from $950 to $1,295 | 
op. Older used cars ('39 to '42) 
bring from $300 to $495 top. 

Still many dealers will offer a| 
good price on tradein deals, many 
taking losses of as much as $300- | 
$400 on a tradein to sell a new car. | 
This is true particularly among the 
slower-moving makes and models. 

Ford led in the number of new 
cars sold in February with 663 for 
a 1,115 two-month total compared 
with Chevrolet’s 591 during Febru- 
ary and 1,069 for the two-month 
period. 

Plymouth held onto third spot, 
despite the Chrysler strike, with 
216 new-car sales in February 
and 552 for both months. Dodge, 
with 203 deliveries in February, 
sprung into fourth spot with 376 
for the two months. 

January new-truck deliveries to- 
taled 163, while in February 209 | 
new trucks were sold. 

A breakdown of new-car deliv- | 
eries in the area during January 
and February (with 1949 two-month 
figures in parentheses) follows: | 

Austin, 4 (5); Buick, 337 (288); | 
Cadillac, 49 (100); Chevrolet, 1,069 | 
(529); Chrysler, 151 (90); Crosley, 
1 (0); DeSoto, 114 (59); Dodge, 376 
(222); Ford, 1,115 (735); Anglia- 
Prefect, 1 (3); Frazer, 0 (18); Hud- | 
son, 111 (104); Kaiser, 86 (42); Lin- 
coln, 17 (40); Mercury, 275 (124); 
Nash, 75 (128); Oldsmobile, 329 
(173); Packard, 110 (70); Plymouth, 
552 (390); Pontiac, 321 (155); Stude- 
baker, 217 (154), and Willys, 11 (7). 

(Nat Wood.) 


* * * 


Omaha 
New-car registrations in Doug-| 
las county (Omaha) during Febru- | 
ary totaled 962 units—a gain of 112) 
new cars over January. New trucks 
totaled 211 contrasted with Janu- 
ary’s 144 units. | 
Ford, with 228 new-car_ sales, 
topped Chevrolet by one car. Third | 
was Buick, with 103; Pontiac with 
80 was fourth, and fifth was Plym- 
outh with 75. 
Chevrolet led in new-truck sales 
with 106. Ford was second with 
33; International third with 16, and | 


| 





GMC fourth with 15.—(Arthur R. | 
Oleson.) 
* * * | 

Detroit 

Despite the crippling effects of 


the Chrysler Corp. strike in Wayne 
county during February, new-car 
sales in Detroit during the month | 
climbed to 13,149 units. | 
The figure was far above the | 
9,285 new cars sold in February 
of last year, and also topped the 
January total of 11,946 new-car 
deliveries. | 
New-truck sales were also im- | 
proved. The February total of 1,146 | 
new-truck sales outstripped the 
January figure of 676 and was! 
higher than the February (1949) | 
total of 843. | 
Similar results were reported in| 
the used-vehicle field. Used-car 
sales in Detroit during February | 
were 10,128, against 8,086 in Janu- | 
ary and 5,539 in February, 1949. 
Used-truck sales during the 
month were 607, compared with| 
432 in the preceding month and 409 
in February of last year. 
New-car sales by makes in 


A Cleveland 
veloped a device to help motorists 
park in tight spots. Extra trans- 
verse wheels, lowered into posi- 
tion, allow the car to move side- 
ways. 


inventor has de- 


February were: Buick, 939; Cad- 
illac, 165; Chevrolet, 3,004; Chrys- 
ler, 143; Crosley, 11; DeSoto, 156; 
Dodge, 268; Ford, 4,022; Frazer, 1; 
Hudson, 246; Kaiser, 33; Lincoln, 
93; Mercury, 931; Nash, 182; Olds- 
mobile, 768; Packard, 117; Plym- 
outh, 523; Pontiac, 
baker, 493; Willys, 10, and miscel- 
laneous, 1. 

New-truck sales were: 
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1,043; Stude- | 


Autocar, 
3; Chevrolet, 466; Divco, 12; Dodge, 
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63; Kaiser, 2; Lincoln, 12; Mer-/|4 totaled 411 units. In the preced- 
| International, 35; Mack, 5; Reo, 5;|cury, 237; Nash, 45; Oldsmobile,|ing week, the total was 370, and 
| Studebaker, 15; White, 11; Willys, | 170; Packard, 23; Plymouth, 90;|for the comparable 1949 week, it 
|7, and miscellaneous, 3—(Bob Gor: | eee aa Studebaker, 139, and/| was 297. 

illys, 13. 


| 66; Federal, 5; Ford, 489; GMC, 24: 


don.) Used-car sales in the week end 
sales ed 
e % * New-truck sales were: Autocar,|March 4 amounted to 403 units 
Dallas ae ie sole _ compared with 503 in thé preceding 
Dallas county (Dallas) led all|Ford, 131; GMC, 41; International, |W&e* 4nd 308 in the same week of 
Texas counties in the sale of new|30; Mack, 12; Studebaker, 30; | 1949. 


|cars and trucks in February. To-| White, 8; Willys, 9, and miscellane- | So. a 


tals for the month included 2,519]ous, 1.—(Ruby Fenoglio.) Santa Fe, N. M 


new cars and 433 new trucks and a 
|commercial vehicles. | Used-car activity in New Mexico 
New-car sales by makes during Akron |was brisk in January. Accerding 
‘the month were: Austin, 7; Buick,| Continuing the boom begun in| to the state motor vehicle commis- 
260; Cadillac, 35; Chevrolet, 519;|the second week of January, new-|Sioner, title transfers during the 
car sales in Summit county (Ak- | month totaled 5,114, against 3,304 in 


|Chrysler, 38; Crosley, 10; DeSoto, 
26; Dodge, 156; Ford, 508; Hudson, ron) during the week ended March! January, 1949.—(Ernest W. Fair.) 





Looking Ahead Through 


PLEXIGLAS 


Visilite 


PLEXIGLAS Visilite Sun Visor snaps into place 
in seconds——flush against inside of windshi eld, 


Sun Visor Ends Glare — 


Sells on Sight—Piles up Profits 


Custom built for all cars from 1942 on. Easily installed 
in one minute on curved windshields. Demonstrates and sells 
itself— on sight. Approved by leading new car manufacturers. 


Here’s a money-maker for automotive dealers 
and servicemen. Visilite Sun Visors sell on sight 
to every driver who wants freedom from glare 
and eye-strain. Made of optically-true green 
Pvexic.as by the Visilite Corporation. 


In 60 seconds, you can snap Visilite into place 


inside curved 
glass, Visilite 


glare, reduces sun heat, increases driving safety 
and reduces driver fatigue. It does not interfere 
with clear view or the color of traffic lights. 


PLEXIGLAS is a trade-mark, Reg. U. S. Pat. Off. and in 
principal foreign countries. 


The Visilite actually sells itself. Experience proves 
that 75% of new car customers who see Visilite 
on a show-room car—buy it. It’s one of the 
fastest-selling, easiest-to-install accessories you 
can stock... and it’s profitable. For full details 
get in touch with Visilite Corporation, Saginaw, 
Mich. The Visilite Sun Visor is just one of many 
applications of PLexicLas acrylic plastic in the 
automotive field. Others include rear windows 
for convertible cars, tail and stop light lenses, 
steering wheel medallions, radiator ornaments, 
escutcheons and instrument panel dials. 


windshields. Flush against the 
banishes 88% of sun and road 


CHEMICALS FOR INDUSTRY 


ROHM & HAAS 
COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 
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VENTS! 


KEEP RAIN AND SUN OUT ¢ LET FRESHAI 


Evew Metovnt Wants 
















®@ Open-window ventilation when it rains @ Safety from exhaust fumes 
@ Less fogging of windows and windshield @ Shade from the sun 


@ A cooler car in summer @ An extra touch of smartness for the car 


VENTSHADES SELL WHEN SEEN—DISPLAY THEM 
») ON YOUR SHOW-ROOM CARS AND DEMONSTRATORS ! 


> LIST PRICES: 2-piece set $6.50; 4-piece set $12.50. 





Order Now... From Your Car Manufacturer's Warehouse, From/You 
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HADES 


SH|AIR IN - AND DOG UP THE CAR, TOO! 





A QUALITY PRODUCT 


@ Polished Stainless Steel @ Accurate Fit for Each Model 
@ Quick, Easy Installation © Rust-Proof—Rattle-Proof 


| PO ONL 


Manufactured Under Exclusive License; 
Pritchard Patent 102974 


AUTO VENTSHADE COMPANY 
P.O. BOX 1402 + ATLANTA 1, GA. 





rom/Your Wholesale Distributor, or Direct From Auto Ventshade Company 


WHOLESALERS : Fast-selling Ventshades are available to general-line 


wholesale distributors in many important markets. Write for details. 








Merchandising 


Memos to Dealers 





ERRY A. FREEMAN, sales-pro- | 


motion manager of Ralph Hor- 


gan (Ford), New York, has an in- | 
teresting point on procedures that | 


are well known in selling: 
“All right, so you know it. But 
do you practice what you know?” 
Freeman says a sale is something 


to be enjoyed three times over—in | 


prospect, actuality and retrospect. 

There’s the approach to the cus- 
tomer, the selling, the commission. 

In Freeman's words: 

“You begin by meeting the pro- 
spective customer with a smile 
on your face, not necessarily on 
the customer’s. Then you find out 
whether he is a customer or just 


someone trying to sell a new build- | 


ing to the boss. 


| 





By Bob Finlay 


indeed a possible angel, or rather, 
a prospective buyer, you bow 
stiffly from the hips, salaam (a 
salaam is different from a bow, 
as a two-door is different from 
a four-door), ‘touch your fore- 
head, lips, and heart with your 
right hand, roll out an oriental 
rug, and proceed to show him the 
18 or 20 car models available for 
almost pre-natal delivery. 

“You are not yet concerned with 
his credit rating but simply, and 


|madly, with getting the order and 


deposit, and according to your sug- 
gest-ability, and good fortune, in 
advising him as to the colors his 
wife will approve, and the fool- 
hardiness of omitting windshield 
washer, map light, K rations and 


“After discovering that he is |/toaster from his minimum, indis- 


“RESULTS beyond our 


greatest expectations’ 


Says S. B. Matthews, Secretary-Treasurer of 


Rountree-Olds-Cadillac Company, Chicago 


Read why this large Shreveport, Louisiana dealer 
praises the time- and money-saving advantages of 


the UNDERWOOD SUNDSTRAND SYSTEM 


“When you detailed the results to be expected from the 
Underwood Sundstrand Automobile Dealers Accounting 
Machine System, and definitely assured us that these 
results would be obtained, we were still skeptical that 


this was the answer to our accounting problem. 


“But,” continues S. B. Mathews, Secretary-Treasurer l 
of Rountree-Olds-Cadillac, “these results have been . 
achieved beyond our greatest expectations, and we are 
extremely well pleased with the system and the machine. 

“The Underwood Sundstrand System has effected a 
saving of time and effort. And, although we have not 
reduced our office personnel, our volume of sales has 
increased to the point that without the Sundstrand, we 
would now be unable to keep up with the work . . . even 


with a greatly increased office force.” 


The above letter is typical of many we receive acclaim- 
ing the time-saving and money-saving advantages of the 
Underwood Sundstrand Automobile Dealers Accounting 


Machine System. 


* * * * 


Underwood Corporation 


Accounting Machines 


Carbon Paper . 


One Park Avenue 


Adding Machines 
Ribbons 
New York 16, N. Y. 


Underwood Limited, 135 Victoria St., Toronto 1, Canada 


Sales and Service Everywhere © 1 
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Typewriters 





pensable accessory list of absolute | 
| requirements. This is selling? | 


| “We do not use the term selling 
in the same sense as those serious, 
humorous, sarcastic, flamboyant, 
|ungrammatical, elbowy gentlemen 
who belabor the prospective cus-| 
tomer with oratory, and _ liquor} 
fumes, ad nauseum. 


| “To us selling is something more | 
ithan saying: “Here it is—take it, 
or leave it!” To us, selling is the 
|opportunity to make a friend, not 
lonly for the boss, but especially 
for ourselves. 

“The customer is always right— 
except when it costs the boss too 


much money.” 
+ re + 


|Customer’s Eyes 


An the Wolf organization brings 
|< up a good idea: 
“Put your customer’s eyes to 

work to make more sales.” 
| Wolf says it takes a lot of talk 
to sell a customer on a service 
job, while one glance—at a scored 
drum, for instance—may sell him 
in seconds. 














* + * 


Pointers on Way Up 
_— Updegraff Press, of Scars- | 

dale, N. Y., which recently pub- 
lished a booklet on “Silent Selling,” 


tives. 
The points are: 


With this modern accounting method 


you get: 
Daily Operating or Management Controls in 
MINUTES... not hours. 


. Completed Financial Statements the FIRST of 
the month. ..in hours... not days. 

LOWEST operating cost for today’s competitive 
market. 

. A Tried and Proved method . . . developed by a 
dealer .. . to solve dealers’ problems. 


“SIMPLIFY and SAVE with SUNDSTRAND” 


For new, illustrated folder showing forms and giv- 
ing full details, fill in and mail the coupon today! 


’ © DW 


Underwood Corporation 
One Park Avenue, New York 16, N. Y 
Send me your illustrated folder, Form S-1326, describ- 


ing the Underwood Sundstrand Automobile Dealers 
Accounting Machine System. AN-3-50 
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Name of Company 
Name and Title 


Street 


City.. . Zone 


service center in Long Beach, Calif., was featured 
tives on hand included (left to right): Owen Masters, acting Mayor Parmalee, Indian Chief 
Bill West, Don M. House, Los Angeles Pontiac zone manager; T. A. White, Pacific regional 
manager, and Paul Stone, assistant zone manager. Indian girls assisted in ceremony. 


Don’t let your boss be surprised 





WHEN DEALER MASTERS OPENED—Festive program of new Masters Pontiac sales and 


y civic ribbon-cutting ceremony. Execu- 


|has a new one on “12 Pointers;(if he’s got bad news coming, let 

| That Lead to Promotion.” 
Dealers can turn the points 

around to develop younger execu- 


|him know about it early so he can 
do something about it); admit your 
mistakes; have a recommendation 
ready; have at least one alternate 
|plan; if you don’t know, admit it; 
have the facts and figures ready. 

Make it a rule to date every- 
thing; don’t pass the buck, grab 
it; write one-page memos (boil the 
dope down, don’t run off at the 
typewriter); pass along all good 
suggestions (with credit); don’t be 
afraid to train an understudy (you 
|}want to prepare for your one ad- 
| vancement, too); try on your boss’s 
|problems (with the idea of seeing 
\if you can handle them, but don’t 
advertise this mental exercise).” 

* * * 





|Price Ads 


OME used-car dealers are now 

advertising to their customers 

| to buy now and avoid the high 
|spring used-car prices. 
* * * 


| Reflects Confidence 


IGAe MOTOR SALES (Ford), in 
| Gary, Ind., is advertising an 
ironclad, written, signed, mutual, 
|lifetime guarantee with every used 
lear regardless of age or price. The 
|guarantee is good as long as the 
customer owns the car. It is said 
|that this guarantee has helped to 
|increase the public confidence not 
lonly in the used cars but also in 
lthe new Fords offered by the firm. 


* * * 


Slow Starter 

@TOCKHOLM BROS. GARAGE, 
7 Albany, went after motor serv- 
lice business with an unusual news- 
| paper ad built around the cartoon 
of a turtle. 

Heading the ad was the cap- 
tion: “If your car’s a_ slow 
starter.” Within the circumfer- 
ence of the turtle’s shell, ad copy 
| said: 

“Drive in and see ‘The Old Mas- 
iter’ and get off to a good start. 
Let him overhaul your car, put it 
in A-1 condition. It means driving 
ease that’s easy on your budget. 
Motor analysis, carburetor adjust- 
ment, motor tuneup, brakes re- 
lined.” 


Get to the Point 


DVERTISING headlines can be 

attractive yet useless. Perhaps 
|it's a matter of mixing fancy with 
fact in the proper proportions. 

The fanciful headline may at- 
tract a reader to a story, yet con- 
fuse him as to the merchandise 
being sold, unless it is easily and 
speedily tied in with the product 
;or service. 

A bulletin from the Bankers 
Commercial Corp., a dealer financ- 
ing organization, points this up in 
advising the use of headlines that 
sell. 

“If the headline doesn’t sell the 
idea,” it is said, “most readers 
|never get it.” 


Yamhill (Ore.) Dealers 
Elect Eecles, Conrad 

McMINNVILLE, Ore.—The Yam- 
hill County Automobile Dealers 
Assn. has elected Julian Eccles, of 
| Julian Eccles Motors (Chrysler- 
Plymouth), McMinnville, president 
for this year. 

Cecil E. Conrad, Fredricks Mo- 
tors (Dodge-Plymouth), McMinn- 
ville, was chosen secretary-treas- 
jurer. Eccles succeeds Glen Watts, 
;of Aldrige and Watts, Amity. 
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SITTING PRETTY 


She certainly is sitting pretty .. . 
because that car seat is cushioned 
with Restfoam. 


Every day more and more motorists 
are discovering the outstanding 
comfort advantages of Restfoam- 
cushioned car seats. They really 
like the way this famous all-natural 
latex foam yields to every body 
contour... yet provides firm, natu- 
ral support. 


No wonder more and more car 
manufacturers are using Restfoam 
in the cars they build! 
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Remember... Restfoam is produced 
under the most modern mass- 
production methods. You can 
always depend on Restfoam for 
controlled high quality. 


You can be sure your new cars will 
have greater appeal with Restfoam. 


This cream-colored all-natural latex 
foam puts any car in the luxury- 


comfort class. 


For further information about Restfoam 
call George P. Hooper, Manager Auto- 
motive Restfoam Sales, 1914 Fisher 


Building, Detroit 2. Phone TRinity 3-6970. 


witt .. 


ing! oT b OA 


HEWITT RESTFOAM DIVISION 


HEWITT-ROBINS INCORPORATED 





This is CBS... the Columbia Bro adcasting System 


... where night after night the greatest stars in radio deliver to advertisers 


the largest audiences at the lowest cost of any major advertising medium. 





I 
2 
3 
4 
5. 
6 
7 
8 
9 


10. 
. 
12. 
13. 
14. 
15. 


. The Edgar Bergen —Charlie McCarthy Show 
. Inner Sanctum 

. Beulah (Hattie McDaniel 

. Lux Radio Theatre (William Keighley) 


My Friend Irma (Marie Wilson) 


. The Bing Crosby Show 

. You Bet Your Life (Groucho Marx 

. Mr. Keen, Tracer of Lost Persons (B. Kilpack) 
. Jack Benny (Mary Livingstone, Rochester 


Mystery Theatre (Alfred Shirley 
Burns and Allen Show 

Lowell Thomas 

Edward R. Murrow with the News 
Eric Sevareid and the News 

Meet Corliss Archer (Janet Waldo) 


16. 
17. 
18 
19 
20 
21. 
22. 


23. 


24. 


25. 
26. 
27. 
28. 
29. 


Amos ‘n’ Andy 

Arthur Godfrey’s Talent Scouts 
Carnation Contented Hour (Ted Dale 
Suspense 

The Bob Hawk Show 

Dr. Christian (Jean Hersholt 

Mr. and Mrs. North (Alice Frost, J. Curtin 
The Goldbergs (Gertrude Berg) 

The Jack Smith-Dinah Shore-Margaret 
Whiting Show 

Hallmark Playhouse (James Hilton 
Crime Photographer (Staats Cotsworth 
My Favorite Husband (Lucille Ball 
Skippy Hollywood Theater 

Leave It To Joan (Joan Davis) 


. F.B.1 
. The Horace Heidt Show 


. Our Miss Brooks (Eve Arden 
. Dick Haymes’ Club 15 starring 


Andrews Sisters, Evelyn Knight 
Gangbusters 

The Vaughn Monroe Show 

Family Hour of Stars (Kirk Douglas, 
Jane Wyman, Dana Andrews 
Loretta Young, Irene Dunne 


. The Gene Autry Show 


Mr. Chameleon (Karl Swenson 
in Peace and War (Martin Blaine 


Sing It Again (Dan Seymour 


. Life With Luigi (J. Carrol Naish 


The Red Skelton Show 
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Cruising Sedan 
Is Built to 
Sleep Four 


MIAMI, Fla, — Paul Prigg, a 
Miami boatbuilder, last week un-| ; 
veiled his Cruising Sedan, a house| , 
on wheels built over a chassis as- 
sembled entirely from Ford parts, 


but with the engine in the rear and! 44117 over FORD CHASSIS—The Cruising Sedan, built by Paul Prigg, Miami (Fla.) 
the driver’s seat forward, almost | boat builder, with Ford parts, has sleeping space for four persons. It also has a built-in 
over the front wheels. | sink, table, lavatory and storage space. The motor is in the rear. 


Prigg has begun manufacture 
of the unit at his boatbuilding % 
works, 501 N.W. North River 
Drive, and anticipates it will be 
some six months before the out- 
put will be on a commercial 
basis. And Prigg emphasizes the 
Cruising Sedan is being built in a 
factory that is already in use, | §& - 
that his finances are ample, and ; 
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| Hartnett Motors Will 


To Sell for Less Than $1,000 


By H. Bowden Fletcher 
} Staff Correspondent 
| @YDNEY (UTPS) — The new 
aluminum auto to be produced 
by the Hartnett Motor Co., Ltd., 
will be on sale in November, the 
company has announced. 
It is. claimed that the car will 


Brochure on AAR 


> |Is Mailed to Trade 


CHICAGO.—The Automotive Af- 


).. | filiated Representatives, a trade as- 


|sociation of manufacturers agents 
|affiliated with MEMA, has an- 
nounced the mailing of its first 
brochure to the entire industry. 
For manufacturers and whole- 
salers not conversant with the op- 








there is no stock in the company oo of cook yo See ae 
sale. — |explains in detail its origin an 

ee er ‘ 1 A bp Me reason for existence, together with 

ao = proved Be ood yeor ~ Re a list i eee ~ 18 oor a 

e i. ~ | groups located throughout the U. 

bile. It can be used successfully as| \ and Canada. It also lists over 800 





the family auto for everyday needs! jwregion OF CRUISING SEDAN—At night, the interior of ihe vehicle can be converted 


into a bedroom for four. 
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Sound idea for a 
soundiess transmission 
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manufacturers who are represented | 
by AAR members. 


Australian Auto News 





Offer Aluminum Car 


cru’se at 40-45 miles per hour and 
have a top speed of 70 miles per 
hour. At cruising speed it will de- 
liver 50 miles per gallon, the com- 
pany said, adding that it is ex- 
pected to sell at less than $1,000 
plus tax. 

Actual manufacture is being 
done by subcontractors in Aus- 
tralia and Great Britain and for 
the time being will be assembled 
in each of the states of Australia. 
Later on as labor becomes avail- 
able the full manufacture will be 
carried out in Australia. 

The prototype, which was built 
in France, was shown in Sydney 
early in February. 

* * * 


Buses Replace Trams 


EWCASTLE, the center of the 
+‘ black coal mining industry in 
New South Wales, is having its 
trams replaced by buses, 

There has been a gradual sub- 
stitution of buses for trams for 
several years but the Transport 
office announced this month that 
within the next few months the 
whole of the tram service would 


|be replaced by doubledecker buses. 


Twenty new doubledeckers went 
into operation the first week in 
February. 


* * * 


Crawler Tractors 


INISTER for Development R. G. 
4 Casey has announced that the 
government is closely examining 
|the possibility of manufacture of 
crawler tractors in Australia. 

“Any manufacturer willing to 

consider production will receive 

every possible assistance from 
the government and encourage- 
ment,” Casey said. 

Half of Australian excavation 
and construction machinery is 
|built here but crawler tractors are 
entirely imported. Present require- 
ments are said to be 4,800 for this 
year but imports have only aver- 
aged 1,000 a year for the last 3 
years. 

* * * 
Bar Lefthand Drive 


NSTRUCTIONS have been issued 

that no more lefthand drive 
motor vehicles are to be registered 
in Australia but those which were 
registered in previous years will 
have their registration renewed. 

Lefthand drive vehicles were reg- 
istered previously because of the 
difficulty of securing vehicles and 
because a large number of surplus 
war stocks, with lefthand drive, 
were available for sale. 

In Australia righthand drive is 
universal, 


‘Canada Output 
‘Tops ’49 Average 
By 18 Percent 





OWEVER you intend to con- 

vert power in your new trans- 
mission design, here’s a thought to 
keep in mind: Timken” bearings on 
the shafts insure quiet, trouble-free 
operation. 

Timken tapered roller bearings 
keep shafts in positive alignment, 
eliminate deflection and end-move- 
ment, prevent wear on surrounding 
parts. Where gears are used, Timken 
bearings keep gear teeth meshing 
accurately and silently. Timken- 
equipped transmissions assure 
luxurious smoothness and quiet— 
two things new car buyers demand. 

The use of Timken bearings make 
design simplification easy. Their 
high load capacity permits the use 
of smaller bearings with a subse- 
quent saving of space. No special 
thrust bearings or washers are 
necessary. Precise and permanent 
adjustments can be made at install- 
ation, allowing wider tolerances of 
surrounding parts. 





All but two cars use Timken bearings on 
the pinion. Here’s a typical application. 


Timken bearings offer your new 
transmission all the advantages you 
get with Timken bearings in pinion 
applications. You know the pinion 
bearing has the toughest job in the 
automobile—and now all but two 


TIMKEN 


TRADE MARK REG. U.S. PAT OFF, 


TAPERED ROLLER BEARINGS 





makes of passenger cars use Timken 
tapered roller bearings on the pinion! 

The Timken Company has had 
fifty years of experience and devel- 
opment in the automotive field. Our 
engineering facilities, backed by 
that experience and research, are 
available to you. Feel free to call 
upon us to help solve your bearing 
problems. In Detroit phone TRinity 
5-1380. Or write to The Timken 
Roller Bearing Company, Canton 6, 
O. Cable address: ““TIMROSCO”. 


NOTE TO P.A.'S Because every step of the manufac- 
ture of Timken bearings is controlled within our 
company... because our vast manufacturing facili- 
ties are widely dispersed... you will find The 
Timken Roller Bearing Company a supply source of 
outstanding reliability. 





< 
NOT JUST A BALL CD NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER C—> BEARING TAKES RADIAL @ AND THRUST -€])— LOADS OR ANY COMBINATION “ue 


OTTAWA.—Factory shipments of 
Canadian-made motor vehicles dur- 
ing January, usually a month of 
|relatively low deliveries, were at a 
higher level than for any month of 
1949 except June and September, 
exceeding last year’s monthly aver- 
age by 18 percent. They were more 
than double last year’s January 
shipments, reports the Canadian 
government. 

Factory shipments of vehicles 
imported from the U. S. during 
January reached 1,067 units, com- 
prising 594 passenger cars and 473 
trucks. 

During the month, 28,527 motor 
vehicles were shipped, compared 
with 13,863 in January last year 
and the monthly average of 24,220 
|\for 1949. Top monthly figures last 
year were 30,£94 units for Septem- 
ber and 30,096 for June. 

Passenger-car shipments totaled 
20,927 units as against 18,531 in De- 
cember and 7,174 a year ago, and 
commercial vehicles 7,600 units 
compared with 7,390 and 6,689 re- 
spectively. 

Shipments for sale in Canada ac- 
counted for 26,440 of the month’s 
total as against 23,455 in December 
and 11,586 in January, 1949, Of 
these, 19,626 were passenger cars 
and 6,814 commercial vehicles. 


| AUTOMOTIVE NEWS production and 
registration figures tell the story of output 
| and sales every week, 
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“ CHRYSLER--DE SOTO--DODGE 


- - A Message to: Chrysler-Plymouth, DeSoto-Plymouth, Dodge - Plymouth 


Dealers, and Associate Dealers Everywhere 


Since January 25, the Chrysler Corpora- 
tion and the United Auto Workers have 
been locked in a bitter dispute over pension 
terms. The Union has backed up their de- 
mands by the force of a strike which has 
paralyzed the operation of our dealerships. 


Estimates have been placed on the cost 
of the strike to the Corporation and to the 
members of the Union who are idle. The for- 
gotten phase of the entire wrangle for 
power by both sides is the investment of 
some 12,000 members of the Chrysler Cor- 

oration dealer organization and the count- 
ls number of employees who are involved 
in the sales and service departments of our 
dealerships. 


It appears that it is high time for the 
dealers to organize and to demand that our 
investments and the interests of our em- 
ployees be recognized. This can only be 
done by organizing ourselves together for 
such a purpose. 


The press of the country is full of pro- 
posals by other unions to finance a pro- 
longed strike so that the United Auto Work- 
er's demands will be met. On the other hand 
Chrysler Corporation itself a few days ago, 
released its statement which reveals a most 
satisfactory year's operation profitwise for 

949. 


Both parties to this dispute are in a finan- 
cial position to "sweat" each other indefin- 
itely. This would mean that neither of them 
would lose, but the dealer organization 
would collapse and result in financial chaos. 


It is necessary for some one individual to 
start the ball rolling in any endeavor as this. 
That | am willing to do, which is evidenced 
by the publishing of this message for which 
| am gladly paying. The undertaking of such 
an organization naturally requires financing. 
It has been suggested that each dealer's 
participation in this organization be based 
in ratio to the number of employees on his 
payroll. If each dealer would send $1.00 per 
employee, enough money could be raised 
to set up the necessary machinery of the 
organization. (Each region would have its 
own selected representatives—a Chrysler 
dealer, a DeSoto dealer, and a Dodge deal- 
er—on the board of directors who would 
assist in the proper functioning of the or- 
ganization.) 


We need three things: 

1. A full membership of the Chrysler Corporation 
Dealers. 

2. A financial "War Chest" suitable to defray neces- 
sary expenses which would be incurred. 

3. Facts about our membership—such as dealer's invest- 
ment; number of employees, and most of all an ex- 
pression from each dealer member of vital information 
and data to make our case impressive to the public, 
to Congress, to the Chrysler Corporation and to the 
United Auto Workers. 


It is possible that before publication of 
this message or the organization of an Asso- 
ciation of Chrysler Corporation Dealers, 
that the present strike will end. Let us go 
ahead NOW with our plans to be ready for 
another strike which will inevitably occur at 
some later date. 


(Signed) DICK PRICE, Pres., 
Dick Price Motor Co. 
Authorized DeSoto-Plymouth Dealer 
Dallas, Texas. 


_2 


473 TEAR OFF AND MAIL IMMEDIATELY TO DICK PRICE, P. O. BOX !25, DALLAS, TEXAS 
tor MAKE CHECKS PAYABLE TO C.D.A. FUND—SEND US INFORMATION REGARDLESS OF CHECK 


Name of Dealership: 

Mailing Address—Street and No. 

a ‘ 

Kind of Dealership: Chrysler-Plymouth [_] DeSoto-Plymouth ["] 


This is not a promotion scheme—it is an effort to 
organize our dealers into an effective association and 
protect our investments and the interests of our em- 


‘its ployees. 

. No salaries or expenses of any kind will be charged Dodge-Plymouth [ ] 

h's to this fund until an organization is perfected and then SR AER a a ee ee ee RN 
yn an itemized statement and accounting of all funds will 


ars be mailed to the membership at regular intervals. Investment in Business $_________Number of Employees:__ 








How Long Have You Been a Chrysler Corp. Dealer? 














R. L. Thomas has been appointed 
Atlanta district manager for Grey- 
Rock division of Raybestos-Man- 


hattan, Inc., Manheim, Pa., ac- 
cording to James A. Wheatley jr., 
sales manager, 

Thomas has covered Grey-Rock’s 
Tulsa territory for several years. 
In his new position, Thomas will 
supervise Grey-Rock distribution in 
Virginia, North and South Caro- 
lina, Georgia, Tennessee, Florida, 
Mississippi and Alabama, 

* * + 


General Tire Shuffles 


Credit Personnel 

Appointment of E. W. Lutz as 
credit manager of General Tire & 
Rubber Co. is announced by T. S. 
Clark, treasurer. Lutz is suc- 
ceeded as eastern division credit 
manager by C. W. Cayten, J. J. 
Goldie, director of administration, 
announces, 

Appointments of C. E. Smith, H. 
L. Larson and F. L, Stanton to 
branch administrative positions 
also are announced by Goldie. 


Smith succeeds Cayten as office 









Auto Personnel 








and credit manager of the Dallas 
branch. Larson now is office and 
credit manager of the Kansas City 
(Mo.) branch and Stanton takes 
over the position of office manager 
at the St. Louis branch. 


* * * 


New York L-M Promotions 


Go to Farrell, Derderian 
Appointment of Curtis R, Far- 
rell as sales representative for | 
Lincoln-Mercury in the metro- 
politan New York area is an- 
nounced by James D. Piatt, New 


| York district sales manager for 


the division. 

Farrell was previously sales 
office manager for the district. 
He is succeeded in that position 
by Peter Derderian, formerly car 
distribution manager for the dis- 
trict area. 

* * * 


Sullivan Goes West 


After an absence of four years 
Jack Sullivan has returned to 
Portland, Ore. to take up his| 
duties again as district manager | 
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of International Harvester’s motor 
truck division. In 1946 he was 
transferred to Chicago headquart- 
ers of his company as regional 
manager for the Southwest, and 
later to the eastern region in the 
same capacity. 
* * * 


Haworth—Carbide Alloys 


Appointment of Rey D. Haworth 
jr. as manager of product develop- 
ment for Carbide Alloys division 
(Detroit) of Allegheny Ludlum 
Steel Corp. is announced by R. T. 
Eakin, division manager. 

* + + 


Murray Names Scheinfeld 

Murray Co., Towson, Md., has 
announced appointment of Morris 
Scheinfeld as its sales representa- 
tive in eastern Pennsylvania, south- 
ern New Jersey and Delaware. 





honor medal from K. D. 


CITES GOODYEAR — Shown accepting an 
Wells, executive 


* * * 


Dibble Joins Reo Staff 
As Chicago Branch Head 


vice-president, Freedoms Foundation, Inc., is 
| © J. Thomas, president of Goodyear Tire 
and Rubber, left. Wells presented the medal 
and a cash award to Goodyear for ‘‘out- 
standing achievement in bringing about a 
better understanding of the American Way 
of Life'’ in its patriotic motion picture, "A 


Appointment of John W. Dib- 
ble as manager of the Chicago 
branch of Reo Motors, Inc., has 
been announced by A. L, Struble, 
manager of Reo branches. 

The appointment is in line 
with Reo’s expanded program of 


Letter from America.’ 


branch and general sales activi- 
ties, Struble said. Dibble former- 
ly was branch manager in Des 
Moines for Trailmobile Co. For 


the last two years he was man- 


EAT COVERS 


WATCH FOR OUR 
ADS IN THE 


SATURDAY EVENING 


Post 





Beginning with the February 
18 issue, out February 15. 


WATCH FOR 
bolt) ta | 


HOLIDAY 


issue, out 


Want to know more about the wonderful Howard Zink 
1950 line? Want details of the Howard Zink 1950 program 
for dealers? Just write us! 


Beginning with the March 


aH} 





February 15. 


How do you like that? Now you have the most wanted 
seat covers in America being made even more popular by 
the terrific power of full color half-page advertisements in 
THE SATURDAY EVENING POST and HOLIDAY. 
you'll sell more Howard Zink seat covers than you ever 
did—and already you and thousands of other dealers are 
selling more Howard Zink seat covers than any other 
make in the land. 


It means 



















ager of the St. Paul branch of 
Highway Trailer Co. 


Dearborn Motors Advances 
Michaels, Froehlich 


Promotion of two executives of 
Dearborn Motors, Detroit, has beer 
announced by Frank R. Pierce 
president. 

Ray D. Michaels has been ad- 
vanced to assistant comptroller 
and H. F. Froehlich is now assist- 
ant purchasing manager. 

Michaels has been with the firm 
three years as chief accountant, 
and Froehlich joined the company 
two years ago as a buyer. 

* * oe 


Goodrich Promotes Three 


In Sales Section 


Three new appointments in the 
sales organization of B. F. Good- 
rich Chemical Co. are announced 
by J. R. Hoover, sales vice-presi- 
dent. George B. Koch, advertising 
and sales promotion manager, has 
been appointed staff representative 
for chemical sales to direct the 
promotion of agricultural chemi- 
cals. 

F. L. McNabb has been appointed 
staff representative for Hycar and 
rubber chemicals. Named successor 
to Koch as advertising and sales 
|promotion manager is M. W. Os- 
| borne, jr. 

* * * 
| Goff, Cage Appointed 
| By Allen Electric 

P. M. Goff is assistant regional 
manager and Walter M. Cage is 
sales engineer for Allen Electric 








Walter M. Cage 


| 5 
P. M. Goff 
| 


Kalamazoo, 
recent an- 


jand Equipment Co., 
| Mich., according to 
| nouncements. 

Goff will work in region 15, 
which includes eight midwestern 
states and three Canadian pro- 
vinces. Cage’s area includes the 
Cleveland territory as far south 
as New Philadelphia and west to 
include Sandusky. 

* * * 
| Two Get Promotions 


|In Goodrich Shuffle 


| Carl G. Horst has been appointed 
|manager of retail merchandising 
of the Replacement Tire Sales di- 
vision of B. F. Goodrich Co., and 
has been succeeded as manager of 
retail credit sales by William B. 
|Flora. Horst succeeds Robert L. 
| Reeves, resigned. 

| Horst has been with his company 
|nearly 22 years and had held his 
|previous post for the last three. 
| Flora has been with Goodrich since 
|1936, in its Associated Lines Sales 
|division, and for the last several 
| years has been field manager of the 
| division’s budget sales. 

| * + + 

| Hill Appointed Manager 

Of Service Products Sales 


Appointment of Norman Hill as 
| manager of Service Products 
| Sales, Bristol, Conn., is announced 
| by Frank J. Miller, general sales 
| manager of New Departure divi- 
| sion, General Motors Corp. 
| In his new capacity, Hill will 
coordinate the activities of New 
Departure with its service. or- 
ganization, United Motors Serv- 
ice, for the distribution of New 
| Departure ball bearings. 
+ * * 


American Ups Witte 

| Appointment of James G. Witte 
|to general manager of American 
| Box Co. and American Wood Prod- 
ucts Co., Cleveland, is announced 
by the firm. 
* * ” 

| Two Sales Veterans Retire 


From New Departure Posts 

Retirement of Leroy A. Hillman 
and Harold G. Wilson of the New 
Departure division of General Mo- 
tors sales staff has been announced. 
Both men were with New Depar- 
ture’s Chicago office. 

Hillman, a ball bearing service 
engineer, joined New Departure in 

(Continued on Page 27, Col, 1) 
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(Continued from Page 26) 


December, 1927. Prior to that, he| 
was with Strom Steel Ball Co. Wil- | 
son, a ball bearing sales engineer, 
became associated with New De- 
parture in 1934 after service with | 
Hyatt Bearing Co. and Timken| 
Roller Bearing Co. 

* * 


+ 


White Motor Ups Lundy 


To Philadelphia Chief 


Lee H. Lundy, with the sales | 
organization of White Motor Co. 
since 1940, has been named branch 
manager for White in Philadel- 
phia, announces | 
E. F. MHobbins, 
vice - president of | 
the eastern re- 
gion. He succeeds 
E, R. Kinnebrew, 
who is taking 
over the com- 
pany’s distributor- 
ship in Memphis. 

Lundy was as- 
: sistant to the 

ra vice-president and 
L. H. Lundy sales manager at 
the Cleveland factory before be- 
coming distributor at the com- 





been named to the newly created 
post of director of engineering, 
with Roy Paton as his assistant. 

Vogel, who has been with Cham- 
pion 18 years, has been chief en- 


gineer since 1946. Paton has been| © 


jin charge of engineering produc- 


vester motor truck district sales 
office at that point. 
- 7 * 


Hockman Made Chief 
Of Cadillac Foundry 


E. N. Cole, works manager of 
Cadillac, has announced the ap- 
pointment of C. W. Hockman as 
superintendent in charge of Cad- 
illac foundry operations. 

He succeeds J. E. Bunch who 
has been placed on special as- 
signments in the manufacturing 
division. 

+ * * 


Kreuser Reelected | 


T. A. Kreuser, service sales man- | 
ager of Bendix Products division, | 
Bendix Aviation Corp., South Bend, | 


Automotive Electric Assn. 
* + * 
Champion Gives New Berths | 
To Engineering Heads 
Howard Vogel, chief engineer of | 





pany’s Corpus Christi (Tex.) truck | 
headquarters in 1945, which post 
he leaves to assume the branch 
managership at Philadelphia. 


* * * 


Edison Names Sheen to Head 


Eastern Automotive Sales 


Appointment of John Sheen as 
eastern regional sales manager is | 
announced by A. A. Manchester, 
sales manager, Thomas A. Edison, 
Inc., Automotive division. 


Sheen, with the company since | 
1932, was formerly district man- | 
ager in Edison’s southeastern ter- | 
ritory. He will make his headquart- | 
ers at West Orange, N. J. In his | 
new position, he will have complete 
supervision of the sales activities | 
of Edison automotive products in| 


the eastern states. 
+ + * 


Foley Now Acting Registrar 


Of Motor Vehicles in Del. 


Robert E. Foley has been named | 
acting registrar of motor vehicles | 
in Delaware to succeed Frank M.| 
Quinn. | 

Quinn resigned to run for the} 
Democratic nomination for state | 
treasurer. If he is not elected, it 
is expected that he will resume his | 


duties as motor registrar. 
* * * 


Superior Coach Advances 


Larsen, Krogh, Stewart 
Superior Coach Corp., Lima, O., | 
has elected Laurence H. Larsen | 
vice-president and treasurer; P. O. | 
Krogh, production vice - president, 
and W. D. Stewart, comptroller, an- 
nounces John H. Shields, president. 
+ * oa 
I-H Promotes Congrove 


In Omaha District 


A. B. Congrove, former Omaha 
motor truck branch manager, has | 
been installed as assistant district 
manager of the International Har- | 





PUBLISHER WINS TOLERANCE AWARD— 
E. B. McNaughton (right), publisher of the 
Portland Oregonian, displays his certificate of 
award from the National Conference of Chris- 
tians and Jews to Benson Ford, general man- 
ager of Lincoln-Mercury, at a banquet in 
celebration of Brotherhood Week in Portland, 
Ore. Ford, a member of the speaker's bureau 
of the National Conference, made the princi- 
pal address at the dinner. He spoke on 
“Cooperation for Progress." 





The universal bumper hitch fits any 
bumper. Requires no tools. Solid 
hitch in less than a minute! 





The simple front wheel locking de- 
vice is spring-loaded for safety. Unit 


tows without whip or sway 


normal speed. 








tion. 
* * * 


Hackett Appointed Head 


Of L-M Sales Council 
George O. Hackett has 


cury’s new sales 
council, it was 


general 
manager. 
Hackett joined 
L-M in January 
to establish the 
program. He was 
previously editor 
of a Nash Motors 
monthly publica- 
tion. From 1936 


G. 0. Hackett 
has been reelected president of the | until 1942, he was director of the 


Plymouth salesmen’s league. 
* + * 


Ford Promotes Glass 


In Business Management 
Joe B. Glass of Kansas City has 


|Champion Spark Plug Co., has| been appointed assistant business- | 


] Cd 


dealer and 


at any 


miles per gallon of gas. 


to go. 


Big utility carriers have hinged cov- 


ers. Ample for emergency 
tools. 


service 


been | 
named manager of Lincoln-Mer- | 


announced by Jo- | 
seph E. Bayne, | 
sales | 


OOK at that price tag! About a 
fourth as much as you thought a 
modern pick-up vehicle would cost! 
Now you can offer pick-up and delivery 
service—and make it really profitable. 


Whizzer Service Pick-up is the com- 
plete and practical vehicle for this 
service. Low first cost is matched by 
high operating economy—up to 100 


unit that needs little servicing, and it 
parks in any 2x6 space. It is fast—up to 
40 miles per hour—and strong enough 
to carry your pick-up man and emer- 
gency equipment wherever he wants 


The unit hooks onto any bumper in 
less than a minute, unhooks just as 








i 








Pe EN Pa : es a 


OHIO CITES CHEVROLET FOR DERBY CONTEST—An award from the governor of Ohio 
| "for the advancement of the prestige of the state of Ohio'' was made to Chevrolet for its 
work in promoting and maintaining the All-American Soap Box Derby, held annually in 
Akron. Shown is W. G. Power (right), Chevrolet advertising manager, receiving the plaque 
from Gov. Frank J. Lausche at annual banquet of the Ohio Newspaper Assn. in Columbus. 


| management manager of the Ford|nan as sales promotion manager 
sales department at Dearborn, it |for the midwest regional sales of- 
is announced by C. E. Bowie, man- | fice of Lincoln-Mercury has been 
ager of the department. announced by Joseph E, Bayne, 

Glass joined Ford at Houston in|general sales manager. Norman 
March, 1935, serving in various dis- Mitchell has been named assistant 
| trict sales capacities. | Sales manager, Chicago district 
“i ie e 


idwest Sales Promotion eee Decktne Gates ie 
Midwes \Ford in 1917. Mitchell has been 


| Given Clennan by L-M with Ford since 1932, except for 
Appointment of Joseph C. Clen-'a brief period during the war. 














@ low-cost, profitable, 


one-man pick-up service for EVERY 


Service Station! 


quickly. A safe, strong locking device 
locks the front wheel in towing posi- 
tion and the Service Pick-up tows with- 
out whip or sway at any normal speed. 


The revolutionary Whizzer Service 
Pick-up is ready for immediate deliv- 


ery, ready to help build business and 
profits for you NOW! 


It’s a rugged 
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PAs SPA, eae —when prospects see them. Our 
Wii te oy thousands of dealers have proved 
Te OA piede e that 75% of new car customers 
who see Visilite Visors on a show 
room car—buy them. 
Join the smart dealers who for 3 
years have been making $5.00 
per car additional by selling prac- 
tical and essential Visilite Visors 


on every new car delivery. 


> 
Y 
- 
he 
¥ 


THE ONLY PRACTICAL VISOR FOR THE 
NEW 1950 ONE-PIECE WINDSHIELD. NOW 
AVAILABLE FOR 1950 BUICK, CADILLAC 
AND OLDS 98. 


TIME TESTED AND APPROVED BY LEADING NEW CAR MANUFACTURERS. 
THE ONLY OPTICALLY TRUE WINDSHIELD GLARE FILTER. 

EASILY INSTALLED ON CURVED WINDSHIELDS IN 30 TO 60 SECONDS. 
BANISHES 88% OF SUN GLARE. 

INCREASES DRIVING SAFETY — REDUCES DRIVER FATIGUE. 

DOES NOT ALTER COLOR OF TRAFFIC LIGHTS OR DISTORT VIEW. 

FULLY GUARANTEED—STAYS IN PLACE—KEEPS ITS COLOR. 

IMMEDIATE DELIVERY FOR ANY MAKE OF CAR FROM 1942 - 1950. 
PACKED IN SMART LOOKING ENVELOPE FOR COUNTER DISPLAY. 


CHEVROLET, NASH, PACKARD DEALERS: ORDER FROM YOUR FACTORY PARTS WAREHOUSE 
om FILL OUT AND MAIL THIS ORDER FORM TODAY 
AN-3-20 


Send sets of Visilite for. 
Quantity Make Model Body Style 


ear 
(Please specify 2-door, 4-door or convertible) 
1950 Ford, Plymouth, Pontiac and Olds 76 and 88 — $10.95 List 


Visilite Sun Visors [ie ' 
ie hagas pest eh All other 1950 makes — $12.50 List 


fade-proof, patent- Dealer discount 40%. F.O.B. Saginaw, Michigan. Terms open account net 10th 
ed material that : prox. on rated firms. Enclose check to save C.O.D. and shipping charges. 

will not buckle. 

Visilite will retain :. 

its original true Dealer’s Name 


color and shape for 


the life of the car. Make of tor ie died s Annual new car sales__._____ 
Address City and State 


oy ola ae co) Me 


Signature 





Install a set on the show room cars 

and on each salesman’s demon- 

strator. Put a set on your own car 

—and you will be its best booster. 

The order coupon below is for your 

convenience. With your order we & OLDS Te alee 
will send you our proven, guaran- 

teed profit sales plan, too lengthy 

to put in this ad. 


4A ki ea kh & 6.4 8B om ke 


TRAFFIC LIGHTS 
EASILY .... 
NO CHANGES IN COLOR 


Visilite is an eye resting, Sun-Optic, patented material. All 
Tn colors are easily distinguished through Visilite — traffic 
signal lights still appear red, amber and green. Visilite Sun 

Visors are optically true with no image distortion. 








EASY 7O INSTALL nm 60 SECONDS VISILITE SPECIAL snap-in installation for 1950 curved 


» Y windshields. . 
UV VISILITE STANDARD sun visors available for all cars from 
fh 1942 thru 1950. 


ARIS ee 


<F we, on FT oe eh, < 








Dealer 


R. Lellan Shoemaker, Newcom- 
erstown (O.) Ford dealer for the 
past 29 years, has retired. Bibler 
Ford Sales, Inc., purchased his 
business. 

Shoemaker’s present plans call 
for some extensive vacation travel- 
ing. No personnel change in the 
dealership is planned. 


Rents Chevrolets 
Dueck Charges $53 Month 


Plus Mileage, Insurance 

A plan to rent standard Chevro- 
lets for $53 a month has been de- 
veloped by Dueck Chevrolet-Olds- 
mobile, Ltd., Vancouver, B. C. 

The car is equipped with heater 
and defroster for that price. Plus 
the monthly charge, a one-cent-a- 
mile fee and insurance at fleet rate 
is levied. The rental fee includes 
maintenance, mechanical repairs, 
upkeep, license, taxes and other 
government charges. 

In a letter to business firms, K. 
T. Armstrong, fleet division man- 
ager, said that about eight cents 
per mile is the average for cars 
operated by a business. If the car 
travels 15,000 to 20,000 miles a year, 
he said Dueck’s rates would give 
large savings. 

* 





Insurance Covers Damage 


In $60,000 Lubbock Fire 
The Pup Thomas Hudson deal- | 
ership, Lubbock, Tex., suffered | 
an estimated $60,000 in damage | 
recently from a fire that gutted | 
the interior of the service de- 
partment and damaged seven 
late-model cars. L. D. (Pup) | 
Thomas, owner. £1id the dam- 
age was fully covered by insur- 
ance. 
The fire started when a me- | 
chanic removed an electric gauge | 
from a gasoline tank and a spark | 
apparently ignited fumes. The 
fire quickly spread through the 


service department. 
+ + * 


Hudson Organizes Clubs 


For Northwest Accountants 


Hudson is organizing three Hud- 
son dealer accountant clubs in its 
Portland zone. Membership is lim- 
ited to the chief accountant or 
bookkeeper from each dealership. | 

Club number one, the only unit 
formed to date, is for Hudson deal- 
ers in Oregon and southern Wash- | 
ington. Clubs two and three will be | 
for dealers in the rest of the zone 
—Alaska, Idaho and the major por- | 
tion of Washington. 

Club number one named these | 
officers: President, Donald Day, | 
Portland Motors; vice-president, R.| 
H. King, Bailey & Gilbertson, Eu- | 
gene, Ore.; secretary-treasurer, Ed- 
ward Evans, Ed Deering Motors, | 
Portland. 


+ + + 

New Jersey Dodge Group 
Elects Kessler President 

Leon S. Kessler, Newark, was 
elected president of the Dodge 
Dealers Group, Inc. (New Jersey). | 
The _ association 
comprises dealers | 
located in Essex, 
Hudson, Union 
and Morris coun- | 
ties. | 

Other officers 
elected were: 
James R. Boyle, | 
Bloomfield, vice- 
president; Henry 
M. Gassner, Mont- 
clair, treasurer; 
and Winfield L. 
Boss, Belleville, secretary. Those | 
elected trustees were Albert H. 
Green, Newark, and James M. Fir- | 


man, Hoboken. 
+ * 7 


Four Buick Dealerships 


Announced in Brooklyn 


Four new Buick dealerships in 
Brooklyn have been announced by 
John G. Davies, manager of the 
New York zone. The new dealers 
are: Atlas Buick, Inc., 8625 18th 
Ave.; Herbert J. Caplan, Inc., 484} 
Broadway; McCarthy - Bernhardt | 
Buick, Inc., Coney Island Ave., and 
Schmidt-McKeever Buick, Inc., 6502 
Fifth Ave. 

Principals in the new outlets are: 
Paul Burke, president of Atlas 
Buick, Inc.; Herbert J. Caplan, head 
of the Caplan company; Ronald | 





L. 8. Kessler 
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Doings 


McCarthy and Maurice Bernhardt, 
partners in the firm of the same 
name, and Thomas McKeever and 
Charles Schmidt, partners in 
Schmidt-McKeever Buick, Inc. 


* * * 


Schmid Sells Out 


The Orfordville (Wis.) Nash 
dealership has been sold by Ivan 
Schmid to Chris and Vic Anderson. 


* * * 


Dosher Heads Triangle Shop 

Ralph Dosher has been appointed 
service manager of Triangle Mo- 
tors, Cedar Springs and Maple Sts., 
Dallas. Dosher has been 





CHICAGO K-F DEALERS SPONSOR DANCE—The first annual dinner dance sponsored by 
Kaiser-Frazer Chicagoland dealers was held recently to coincide with the release of the 
1951 line. The committee was composed of Marvin Shuman, chairman; George Gorman, 
in the/| John Soon, Sa ~ F.ink, and rn Uiterie in gheree of the entertainment and master of cere- 

: monies. gar Kaiser, president of Kaiser-Frazer, was a guest. Left to right: Litterio, presi- 
automobile business in Dallas for dent of Packingtown Motor Sales, Inc.; Lee Schwartz, K-F division manager, and Kaiser. 














the past 28 years. He formerly ioe 


gm a Dallas automobile deal-| son Hause Motor Sales, Inc., 1800 | Melito Takes Hudson 
eee E. Main St., in a $255,000 sale in-| Angelo Melito, of Melito Sales & 
Hughes Sells Deal, Land volving transfer of considerable | geryice, 1232 St. Charles Ave., New 
’ real estate. Orleans, has signed a Hudson deal- 
To Hause for $255,000 The transaction gives Hause the | ership franchise. Melito announced 
Thomas Hughes Sales Co., 360| Packard dealership in addition to|that he will make a number of 
East Ave., Buffalo, exclusive holder | his present franchise for distribut- | improvements on his establishment, 
of the Packard franchise in Mon-|ing Willys Jeeps in an eight-county | enlarging his showrooms and serv- 
roe county, has been sold to Nel-| area. ice facilities. 


* * * 








GAINING - 


Humanitarian 
Hughes Receives Award 


From Hospital 


Joseph Hughes, president of 
Hughes Motor Mart, Inc. (DeSoto- 
Plymouth), Cambridge, Mass., has 
been singled out by Boston’s Child- 
ren’s hospital as the recipient of a 
personal distinguished public serv- 
ice award for outstanding humani- 
tarian public service and leadership. 

The award, in the form of a 
hand-lettered scroll, was presented 
to Hughes by Frederick Ayer jr., of 
Wenham, general chairman of the 
Children’s Medical Center building 
fund campaign committee. It reads: 

“It was voted by the hospital 
trustees, corporate members and 
medical staff; not only for support 
of the Children’s Hospital Medical 
Center campaign, but for distin- 
guished humanitarian service in 
the furtherance of new develop- 
ments in medicine, research and 
education in the treatment and 
care of children’s diseases.” 

In addition to this special award, 
Hughes was also honored by his 
election as a member of the cor- 
poration and to the board of trus- 
tees for a two-year period at the 

(Continued on Page 31, Col. 1) 





The New FLEET OWNER is ringing bells with the men 
responsible for America’s giant truck industry 


Executives in the fleet field, and the men truck publication. 
who supply and maintain it, are saying 
some pretty nice things about the new 
FLEET OWNER. 

Consensus is, that FLEET OWNER, 
staffed by editors who know their busi- 
ness, is now filling the need long ex- 


pressed by industry leaders for a real 
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This is only the beginning. The FLEET 
OWNER editorial staff is just warming 
up. Issue by issue FLEET OWNER will 
show marked improvement .. . making it 
a better and better buy for the reader, and 
for the advertiser who has a product to 
sell to the fast moving truck industry. 
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Dealer Doings 


(Continued from Page 30) 





3lst annual meeting of the trustees|support and leadership in the 

ind corporate members of the|group’s civic projects, which in- 

Yhildren’s hospital. cluded charitable enterprises and 
oe. the annual citywide Rose festival. 


Kennedy Appointed os ei ae 
E. B. Kennedy, president of Holladay Buys Outlet 
Missouri White Motors, Inc., Jack Holladay, former district 
Springfield, Mo., has been ap- j manager for Plymouth, with head- 
pointed a member of the com- |quarters in St. Louis, has pur- 
pany’s newly formed White Na- chased the Chrysler-Plymouth deal- 


tional Distributor Council. ership at Edwardsville, Ill. and 
has opened it under the name of 


he ieee Jack Holladay, Inc., at 500 N. Main 
ac aday, i : 
' e ' 
Outstanding is ee 
Little Rock K-F Dealer Reinhold Names Ball 
Wins Civic Honor 
Ken G. Lancaster, president of 
Associated Automobile Co. (Kaiser- 
Frazer), Little Rock, Ark., was 
named the “most outstanding mem- 
ber of the Young Business Men’s 
Assn. during 1949” at the annual 
award dinner of the civic organiza- 
tion. 
W. E. Saeler, association presi- 


dent, presented Lancaster with a 
bronze plaque for his aggressive 


Frame & Body, Inc., Cincinnati, 
has announced the appointment of 
Eddie Ball as general manager. 
Ball, formerly with Queen City 
Chevrolet for 14 years, has spent 


tive field. 


* * * 


Motor Service—Asheboro 
Motor Service Co., Inc., Asheboro, 





“There is os 
sal in 
wn xtrem 





Rudy Reinhold, president of Auto | 


a total of 22 years in the automo-| 


tal stock of $100,000. Principals are 


W. E. Ridge, Mary Ridge and 
Archie Smith, all of Asheboro. 
+ . * 
Bartenslager-Wallace 


Allen Bartenslager, who had been 
a partner of Guy A. Wallace in the 
operation of the M. & W. Chevrolet 
Co., Stewartstown, Pa., since 1938, 
is now operating the business as 
Bartenslager Chevrolet Co. Wallace 
withdrew from the business because 
of ill health. 

+ * * 
Willys-Pittsfield Quits 

Willys-Pittsfield, Inc., Pittsfield, 
Mass., has discontinued its dealer- 
ship. Simon and William Lipschitz 
owned the firm. Appointment of a 
Willys replacement has not yet been 
made. 


+ + * 
Heads Park Sales 
John Quaglaroli, owner of Park 
Chevrolet Co., Windsor Locks, 
Conn., has announced the appoint- 
ment of George Griska as sales 


manager. 
* + 


Hindman Dealer Builds 
Plaster Green (Dodge), Hindman, 


|Ky., has completed his new Main 


Fleet 


i) 


330 West 


St. garage and moved into it. 


McGRAW-HILL 
42nd Street, 





las a repair shop. The new building 





MOLTZ CHEVROLET GIVES SECOND SCHOOL CAR—Dealers and school officials attending 
the presentation of a new dual-control Chevrolet to Williamsport (Pa.) school district, the 
second car made available by Moltz Chevrolet Co., are, left to right: George T. Williams, 
instructor; Harold Moltz, president of the Chevrolet firm; Frank A. Moltz, secretary-treasurer; 
Dr. Paul E. Witmeyer, supervisor of schools; R. C. Peterman, Moltz’ secretary and business 
manager; Dr. G. H. Parkes, director of Williamsport technical institute, and Cloyd Derickson, 
instructor. 





in Henryetta. Jimmie Ruth is the 
will be used principally for display | owner. 
of cars and trucks and for service. 


* * * 


Ruth Opens in Henryetta 


Jimmie Ruth Motor Co. held a 
|grand opening in its newly re- 
modeled building in MHenryetta, 
Okla. In connection with the open- 


* * * 


Hughsons, Smiths Honored 

Mr. and Mrs. William L. Hugh- 
son of San Francisco and Mr. and 
Mrs. A. B. Smith of Portland, Ore., 
were guests at a reception and 
luncheon given in their honor Feb. 
2 by the officers of Automobile Old 





()wner 


PUBLICATION 
New York 18, 


ing, the firm announced its ap- Timers in New York 


N. C., has been organized with capi- 'Green’s old location will be used | pointment as dealer for Studebaker . *  & 


Goodwin Opens Deal 
Cc. C. Goodwin, formerly secre- 
tary-treasurer of Steel City Olds- 
mobile Co., Birmingham, Ala., has 
opened Goodwin Buick Co. in Sum- 
ter, S. C. 


* * * 


New Packard Deal Opened 


By Wilson in Detroit 
William T. Wilson, a 35-year 
automan, has opened his new deal- 


ership, Jefferson Packard, Inc., 
2257 E. Jefferson, Detroit. 
A modern L-shaped concrete 


structure, the building features 
20,500 square feet of space with 
another 5,000 square feet of out- 
side parking. The parts and service 
department occupies 15,500 square 
feet, and 30 cars can be accom- 
modated at one time, Wilson said. 
+ + 7 


Century Files Name 
A business name has been filed 
for Century Motors, 1293 Niagara 
St., Buffalo, by Henry T. Jakubow- 
| ski, 


* * * 


Miles Hall to Build 

| Plans have been completed by 
Miles Hall Buick Co., 1010 W. Ten- 
nessee, Midland, Tex., for a one- 
| story sales and service building, 
| according to Miles F. Hall, owner. 
| * * * 





Butcher Succeeds Cox 

| George W. Butcher, formerly of 
| Pittsburgh, has taken over the Cox 
|Motors DeSoto-Plymouth dealer- 
| ship in Clearwater, Fla., Butcher 
| bought the company from Jesse 
| Cox, 
} 7” * * 


Lloyd Nash Reopens 
Lloyd Nash Motors, operated by 
|N. H. Stern, who has acquired the 
| Nash sales and service franchise in 
{the territory, has opened at 814 
| So. Fourth St., Fort Pierce, Fla. 


* * * 


Robert Yeager Moves 


Robert Yeager Motor Co. (Lin- 
|coln-Mercury), Laredo, Tex., has 
moved into its new home at 502 
San Bernardo St. 
| * * * 


Chrysler Honors Dean 

Bart Dean, vice-president and 
| general manager of Pardue Motor 
|Co. (Chrysler - Plymouth), 5813-39 
Easton Ave., St. Louis, has received 
the Chrysler medal of meritorious 
service award. 
| * * * 


Schneider—Buffalo 


Schneider Motors, Inc., has been 
|incorporated in Buffalo with capi- 
|tal of $18,000. Incorporators are 
| Victor F. Schneider, Robert P. 
| Harrington and Alvin F. Snyder. 


+ * * 


Vancouver Promotion 


J. Stewart Begg, vice-president 
| of Begg Motor Co., Ltd., at Van- 
couver, B. C., has been appointed 
|director of merchandising for the 
|firm. With the exception of six 
years spent in the armed forces, 
| Begg has been associated with this 
| company, founded by his father, for 
| 20 years. 


Fe 
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You're FIRST with Chevrolet... America’s FINEST Franchise! 
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themselves=that’s the vote that counts! 


Popular vote acclaims Chevrolet the best- 
looking low-priced car on the road. 


The people who dxzy cars are the people who 
count ... and they say Chevrolet is the best- 
looking low-priced car. In a recent comprehen- 
sive and authoritative independent survey, 
Chevrolet received nearly twice as many votes 


as any other low-priced car! 


Chevrolet has the highest owner loyalty of 
any car. 


The same survey shows that Chevrolet has the 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 


highest owner loyalty of any car —regardless of 
price! And Chevrolet is far ahead of other low- 
priced cars in the number of owners who plan 


to buy again. 


Chevrolet is considered the best value of all 


low-priced cars. 


In another important survey finding, Chevrolet 
was named the best value among low-priced cars 
by an overwhelming majority. Chevrolet re- 
ceived more than four times as many mentions 


as any other car in its field! 


More people want Chevrolets than any other 
car. 

In survey after survey, Chevrolet shows up as 
America’s first choice. In all, 16 national inde- 
pendent surveys prove that more people plan to 


buy Chevrolets than plan to buy any other car, 


More people drive Chevrolets than any other 
car. 

The surveys confirm what the registration figures 
reveal —more people drive Chevrolets than drive 
any other car. You're first with Chevrolet because 
no other car comes even close to matching 
Chevrolet in over-all public preference! 


2, MICHIGAN 
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34 
On the Financial Front... 


Kaiser-Frazer, Willys 
Show Best Gains 


By George Deery |Run firm finished the month with | 

Associate Editor |a gain of 21.33 percent in value to) 

HE common stocks of some of |6%, against a close of 5% for Jan- 
the auto manufacturers last | uary. 

month offered an interesting con- This company chalked up a 

trast to the lack-luster aspect of| good performance in January 

issues on the whole, as measured| over December with an apprecia- 








by the narrow confines of the vari-| tion of 20.41 percent, second to 
ous averages on Feb. 28 compared! Crosley’s increase in value by 
with Jan. 31. 

Likewise, the Automotive News 
Auto Stocks index varied little 
during the same period—up five 





Auto Stocks 
Mar. 13 Mar. 6 








cents to 21.70 at the end of the Chrysler oo... 64% 66% 
month. The Dow-Jones yardstick Crosley ooicccccccccccn. 2% 25% 
for 30 industrial stocks ended the General Motors .... 74% 16% 
month at 203.44, compared with Hudson ..... _ 18% 13% 
201.79 when January had termi- Kaiser-Frazer ....... 5% 6% 
nated. Nash-Kelvinator .. 16% 17% 
Kaiser-Frazer and Willys-Over-| packard  .............:.- 3% 8% 
land were the best movers on the| Studebaker ............ 27% 28% 
upside in February and were quite} Tucker ......0:c0¢.0... 025 30 
heavily traded. Willys-Overland ... 6 6% 
Raa Average for — 
SSIBLY spurred by the new 10 Stocks ............21.58 22.19 





model possibilities, the Willow 





ELIMINATES BLINDING GLARE. REDUCES EYE 
STRAIN AND DRIVING FATIGUE. SHUTS OUT 
SUN RAYS. KEEPS CAR COOLER. 


Styled, engineered and manufactured to auto- 
motive manufacturing standards. 


Polished stainless steel end brackets and lead- 
ing edge. No rusting, chipping, peeling or 


pitting. 

Painted surfaces bonderized to automotive 
specifications. 

Every part die-formed. Every part inter- 
changeable. 


No drilling. Clamps securely to drip mold. 


A KARVISOR MEANS MORE BEAUTY, ADDED 
DRIVING COMFORT AND GREATER SAFETY! 


Trade Mark Pat. Pending 
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29.65 percent among the listed 


| stocks. 


Willys-Overland, up 2.36 percent 
in January over December, made a 
much sharper ascent in the latest 
compilation. Closing at 6% on Feb. 
28, compared with 5% at the end 
of the previous month, it had 
gained 13.33 percent. 

* * * 

HE value of General Motors 

common gained 2.9 percent dur- 
ing the month ended Feb. 28. It 
had swung up to 75% on that date 
from 71% Dec. 31. From Dec. 31 
to Jan. 31, GM stock value had 
been enhanced 1.92 percent. 

Crosley and Studebaker showed 
no change from the end of Jan- 
uary to the end of February. On 
Jan. 31, the latter had lost .91 
percent from the final quotation 
Dec. 31. 

Sharpest drop among the listed 
issues during the month was the 
13.89 percent decline in Packard 
to 3% from 4%. Packard’s relapse 
came on the heels of an announce- 
ment that no action had been taken 
on a dividend for the first quarter. 

* + * 


(—-. following was the 11.57 
A percent decline in the value of 
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-Truss-like center bracket ¢ 


vibration at any — 











DEALER KANE BUILDS ADDITION—Included in the $70,000 expansion of Kane Chevrolet 
Co., Dorchester, Mass., are a new showroom, salesrooms and offices. A new used-car lot 
with equipment for reconditioning cost $15,000. Kane was with General Motors and Chev- 
rolet wholesale for 20 years until he opened the dealership in 1946. 


declined 2.8 percent, while Chrysler 
slipped .77 percent. 

Tucker, in the unlisted Chicago 
market in Chicago, fell 33% percent 
to 30 cents a share from 45 cents 
the last day of January. In the 
period from Dec. 31 to Jan. 31 this 
only unlisted issue carried in the 
Auto Stocks table climbed to 45 
cents from five cents. 

February trading on the New 
York Stock Exchange was the 


|Hudson to 13% from 15%. Nash| highest for that month since 1946 





A DIETERICH PRODUCT 


Ss 


Roof Mounting Center 
Bracket fits all cars having 
one-piece windshields. 





Dept. AN 


PRODUCTS CORPORATION 


1033 SOUTH BOULEVARD * OAK PARK 





ILLINOIS 


but also the lowest since Novem- 
ber last year. 

Volume for the second month 
was 33,406,252 shares, which with 
the 42,576,115 shares traded in Feb- 
ruary, places turnover for the year 
to date at 75,982,367 shares against 
36,004,789 for the January-February 
period last year, according to a 
New York Times compilation. 

* * 


1949 Sales Up 
At Auto-Lite 


Electric Auto-Lite reported net 
earnings for 1949 of $11,328,420 on 
|sales and other income totaling 
| $218,439,748. This is equal to $7.58 
|per share of common stock. Earn- 
ings for the preceding year were 
| $12,196,493, or $8.16 per share, on 
_— of $210,850,316. 

Sales, which again were the high- 
est in the company’s history, in- 
}creased in original equipment for 
|motor-car manufacturers, Royce G. 
| Martin, president and board chair- 
}man, said. Keeping pace with car 
| production, these sales amounted to 
|73 percent of the total, or $158,239,- 
|698. The balance of sales was di- 
|vided into 19 percent for replace- 
ment and service sales and 8 per- 
| cent for Canadian, export and other 
sales. 

Replacement sales, the statement 
added, were affected by the general 
business trend in the first six 
|months of 1949 which caused job- 
bers and dealers throughout the 
country to reduce inventories to a 
minimum, particularly in batteries. 

“However, the last six months of 
the year showed considerable im- 
provement, as prices became more 
stable and confidence for continued 
good business was generally re- 
stored,” he said. 

* 


Alltime High 
Sales, Profit Records 


Fall at L-O-F 


Libbey-Owens-Ford Glass Co. re- 
ported a new alltime record of net 
earnings in 1949 totaling $20,985,001, 
equal to $8.20 a share, after charges 
for maintenance, taxes and _ in- 
creased allowances for depreciation 
and obsolescence. The earnings 
compare with $14,207,338 or $5.56 
a share in 1948. 

Net sales last year were $134,- 
| 234,001, a gain of 18.2 percent over 
| the preceding year, it was revealed 
by John D. Biggers, president. 

* * * 


Budd Earnings, Sales Soar 


To High for 37 Years 


Budd Co. had the highest sales 
and profit totals last year in its 
37-year history, according to Ed- 
ward G. Budd jr., president. Total 
sales during 1949 were $266,633,612 
and net profits were $15,038,115. In 
1948 Budd earned $9,329,864 on 
| Sales amounting to $219,583,651. The 
profit per common share in 1949 
was $4.12 as compared to $2.48 in 
1948. 

Commenting on the record-break- 
ing year’s operation, Budd stated 
in his letter to shareholders: 

“Production of automobile body 
components continued at capacity 
throughout the year except for a 
brief period in the fourth quarter 
|}when our supply of material was 
temporarily curtailed by the strike 
in the steel industry. Wheel pro- 
duction was also at a high rate for 
most of the year. Automotive prod- 
ucts represented approximately 82 
percent of our business.” 

* * * 


Earnings 
Motor Wheel Corp.—For 1949: 
Net profit, $3,461,186, or $4.09 a 
share, against $3,447,236, or $4.08, 
the year before; net sales, $52,155,- 
| 631, against $58,339,674. 
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FOR THAT EXTRA SELLING POWER AT THE 
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Chicago Inbun @ 


With full pages in Tribune newsprint color 
you give your Chicago promotion extra 
selling power at the local level. Newsprint 
color enables you to present effectively the 
beauty and engineering details of your 
models. Full pages permit you to concen- 
trate on one model or sell your entire line. 

For attention getting and salesmak- 
ing power there is nothing at the retail 
level in the Chicago market like Tribune 
newsprint color pages. They get maximum 


response from the audience which accounts 


for the bulk of the new car sales in Chicago show you how Tribune newsprint color 


and suburbs. pages can help you increase your sales and 


In addition, with newsprint color pages, consumer franchise in the Chicago market. 


the Tribune can win for you the distinction 
Percentage of expenditures placed 
in each Chicago newspaper by 
automotive advertisers. 


and selling impact you want in the hun- 


dreds of midwest cities and towns in which 








the Tribune is a known factor in building Year 1949 
consumer preference and dealer enthu- 
siasm. 
Why not get the facts of what Tribune 
newsprint color pages have done for 41.6% 25.3% 18.4% 14.7% 
‘ oye: ° CHICAGO PAPER PAPER PAPER 
others? Ask a Tribune representative to TRIBUNE 8 C D 


W. E. Bates, Penobscot Bldg., Detroit 26; A. W. Dreier, 810 
Tribune Tower, Chicago 11; E. P. Struhsacker, 220 E. 42nd 
St., New York City 17; Fitzpatrick & Chamberlin, 155 Mont- 
gomery St., San Francisco 4; also, 448 S. Hill St., Los Angeles 
13. MEMBER FIRST 3 MARKETS GROUP AND METRO- 
POLITAN SUNDAY NEWSPAPERS, INC. 


Chicago Tribune representatives: 
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Truck Freight Tops 
Year Ago by 12% 


WASHINGTON. — The American 
Trucking Assns. reported last week 
that volume of freight transported 
by motor carriers in January in- 
creased 1.9 percent over December 
and 12.3 percent over January, 1949. 
« Comparable reports received 

by ATA from 312 carriers in 44 


states showed these carriers 
transported an aggregate of 
3,147,259 tons in January, as 


against 3,088,151 tons in Decem- 
ber and 2,802,980 tons in Janu- 
ary, 1949. 

Approximately 74 percent of all 
tonnage transported in the month 
was hauled by carriers of general 









freight. The volume in this cate- 
gory increased 4 percent over De- 
cember and 15.2 percent over Janu- 
ary, 1949. 

Transportation of petroleum 
products, accounting for about 17 
percent of the total tonnage, showed 
a decrease of 8.8 percent below De- 
cember but an increase of 0.6 per- 
cent over January, 1949. 


Carriers of iron and steel hauled 
about 4 percent of the total ton- 
nage. Their traffic volume _ in- 
creased 2.9 percent over December 
and 18.1 percent over January, 1949. 

About 5 percent of the total 
tonnage reported consisted of 









New Passenger Car Regis 
| | 


miscellaneous commodities, in- 
cluding household goods, textiles, 
groceries, meats, agricultural, 
heavy machinery, tobacco, motor 
vehicles, motor vehicle parts, pa- 
per, milk and chemicals. Tonnage 
in this class increased 14 per- 
cent over December and 12.3 per- 
cent over January, 1949. 


The January tonnage of carri- 
ers reporting from the eastern 
district represented increases of 1.8 
percent over December and 10.8 
percent over January, 1949. 


Carriers in the southern region 
reported increases of 2.5 percent 
over December and 25.9 percent 
over January, 1949. 


Tonnage from the western dist- 
rict revealed increases of 1.9 per- 
cent over December and 11 percent 
over January, 1949. 


AUTOMOTIVE NEWS, the Newspaper of 
the Industry, read by everyone who counts 
in America’s No. 1 Industry .. . an esti- 
mated more than 100,000 readers weekly! 


Excises Rapped 
By deMartini 
As Sales Brake 


WILLOW RUN.—Federal excise 
taxes, which take a 7 percent slice 
of the customer’s money when he 
buys a new car, 
may become “a 
serious deterrent 
to sales,” accord- 
ing to Walter de- 
Martini, Kaiser- 
Frazer sales vice- 
president. 

In a letter to 
dealers, deMartini 
said the taxes 
“put a severe bur- 
den on families 
who depend upon 
motor vehicles for making a living 
and for essential transportation.” 

Warning that the tax burden may 





W. deMartini 


threaten stability of employment 


trations, 44 States for January, 1950-1949 | 


land commerce, he asserted that 
dealers and the auto  industr) 
should be granted a relief from 
lexcise taxes “which are extrem¢ 
|examples of multiple taxation.” 


Knoble Directs 
Bondwell Sales 


| CHICAGO.—Cliff Knoble has bee: 

appointed head of Bondwell Prod 
ucts, a Chicago-based merchandis 
ing organization for MHot-Sho 
brake reliner and related equip 
ment. The bonded - brake - lining 
equipment is produced by Spanich 
Bonding and Welding Co., Plym 
outh, Mich. 

“Distribution will be througi 
leading parts and equipment whole 
salers, supported by vigorous ad- 
vertising in the trade press and 
personal sales help in the field,” 
Knoble said. 

Headquarters of Bondwell Prod 
ucts will be at 600 S. Michigan Ave 
Chicago. 
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a op ae tle ed et tee Custom, optional on other series at $185.) 
Soatan ‘Sher temas Ze ~ ° PLYMOUTH — Deluxe P19 — 2-dr. sed., 
i‘teeaentne || Current Prices on New Automobiles [222 "tih.F S05 5,3: 
They do NOT include ape a | 385.75. Deluxe P20 — 4-dr. sed.. $1,566; 
oe taxes or optional club cpe., $1,534.25. Special Deluxe P20 — 
equipment. cpe., $1,482. (Powerglide optional on De- | $1,511; club cpe., $1,511; stat, wag., $2,-|club cpe., $1,979.50; Model 72a club cpe,, | *72%. S84... _$1.644; club cpe.. $1.617.50; 
AUSTIN--Four—4-dr, sed, (Devon), §1,- |!Uxe models at $158.50.) 027.50. Custom Deluxe Eight—4-dr. sed., | $1,875; conv., $2,411.50; stat. wag., §2,- | CORY. $1,997; stat. wag., $2,387. 
345; 2-dr. sed. (Dorset), $1,295; stat. ‘ P22 ee : $1,637; 2-dr. sed., $1,589.50; club cpe., | 560.50. PONTIAC—Chieftain Six—4-dr. sed., $1,- 
wes. fooentryman), $1,445; conv, (Atlan- 155.75; 8-pase i ae. $2'875: Pn ee ee ee See ee ee $1633. Sts scam 'te i oe a: i. So. $1,780): club: Sie at cee 
c), . ; sports sed, (hardtop), $2,750. | g2 133.75: f CRT r - : . Statesman Super—4-dr. sed., $1,- eluxe, ; ); club cpe., $1,694 (deluxe, 
Six—4-dr. sed. (Sheerline), $4,150. (Deliv. | *-y-a5 Beet OF agg ant tenets 4a nd, tect (Prefect, |738; 2-dr. sed., $1,713; club cpe., $1,735. | $1,789); conv. deluxe. $2,122: Catalina de- 
ered in New York.) $3,069.75; club cpe $2,327.50; conv., $2.-| $1,077; 2-dr. sed. (Anglia), $947, (Deliv. | Statesman Custom—4-dr. sed.. $1,897; 2-dr. | luxe, $2,000 (super deluxe, $2,058); stat. 
BUICK—Special Series 40—4-dr. tour-|761; lim., $3,196. Saratoga—4-dr. 'sed., | ered in New York.) Soe, GE-OeS: Cae One. 55 Aah. Aeneas | SNE. eee, Seen!’ BAR, eee. 
back sed., $1,941 (deluxe, $1,983); 4-dr. | $2,667.25; club cpe., $2,641. New Yorker | Sapee— -dr. se “se $2.064; 2-dr. sed., $2,- , ° eftain Fight—4-dr sed., $1,813 
jetback sed.. $1,909 (deluxe, $1,952); sed. |—4-dr. sed., $2,773: club cpe., $2,756.75; FRAZER—4-dr, sed., $2,395. Manhattan | 939; club cpe.. $2.060. Ambassador Cus- | (deluxe, $1,908), 2-dr. sed., $1,763 (de- 
cpe. $1,856 (deluxe. $1,809): to — conv., $3,263, Town & Country—Newport. | —*-4r. sed.. $2,595; conv., $3,295. —_ 4-dr. ee 2-dr. sed., $2,198; oreo ener a cpe., $1,763 (deluxe, 
$1,803. ‘Super Series 56—4-dr. tourback | $4,027.75. Crown Imperial—4-dr. sed., $5,- HILLMAN MINX — 4-dr. sed., 81.495; ~-. . ogee Brg oy optional sa aa = eluxe, $8,180; Catalina de- 
sed., $2,139; 4-dr. Riviera sed., $2,212; | 253.75; lim., $5,358.75. (Prestomatic op- | con $1745: es ies a1 -- Farce | mbassac or models at $158.50.) — 4 i (super deluxe, $2,127); stat. 
sed. cpe., $2,041; conv., $2,476: Riviera, |tional on Royal at $120.90, standard on | crea in New York.) * Se _OLDSMOBILE—Series 76—4-dr. sed., $1.- | 31 . $2.332 ee $2,411); bus, cpe.. 
$2,139; stat. wag., $2,844. Roadmaster | other series.) 7‘ > : 819 (deluxe, $1,887); 2-dr. sed., $1,761 | Casiux, ee ia—t-ae. sod.. 61.798 
Series 70—4-dr. tourback sed., $2,633; 4-dr. | CROSLEY—2-dr. sed., $866; conv., $866; | 51 983; Sr, sed FOIE! club ope, SL: | $LaLa; shud ene, $1.40 deluxe, $LTST); | $1768), Streamilner Bight ~~ 4-dr- sed 
iviera sed., $2,738; sed. cpe., $2,528; : 31: : * | 925000; SGP. =» GL, ULS; ne Geer | PS Dae? C.. G2. 529 SGSIURS, 92, ; ‘799 ‘(del RT): ~ a 4 
conv.. $2,981; Riviera, he. sae ee ee Oe: -_ Wet set an: | 933; conv., $2,428; bus. cpe., $1,806.50. | conv., $2,135; Holiday, $2,003 (deluxe, $2,- = or $1,887); sed. cpe., $1,742 
$2,528. (Dynafiow standard on Roadmaster. | cup a a 995.75; Carry-All sed.. $2,. Super Six—4-dr. sed... $2,105; 2-dr. sed., | 108); stat. wag., $2,362 (deluxe, $2,504). oy ae $3.1 a optional on 
optional on Special and Super models at| 210.50. Gustom — 4-dr. sed., $2,193.75; eee _ cpe., $2,101.75; conv., $2, - Series 88—4-dr. sed., $1,978 (deluxe, $2,-| ll models at $158.50.) 
$169.20.) Sates Gabe aed. 2882.75: club ; 8.50. Super Eight—4-dr. sed., $2,189; | 056); 2-dr. sed., $1,920 (deluxe, $1,998); RENAULT — 4-dr. sed., $1,035, Deliv- 
pass. », $2, > clubD cpe., /2-dr. sed., $2,152; club cpe., $2,185.75. | sed. cpe., $1,904 (deluxe, $1,982); club 
OADILLAO—Series 61—4-dr. sed., $2,- | $2,175.75; conv., $2,598; stat. wag., $3,-| Custom Commander Six—4-dr. sed., $2,-|cpe., $1,878 (deluxe, $1,956); ‘conv., $2,- | 1 1n New York.) 
866; club cpe., $2,761. Series 62—4-dr. sed., | 112.75; Suburban sed., $3,198.75. (Tip-Toe | 9391.50: club cpe., $2,257.25; conv.. $2.-| 294; Holiday, $2,162 (deluxe, $2,267); stat STUDEBAKER — Champion Deluxe — 
$3,234; club cpe.. $3,150; conv.. $3,654; |Hydraulle Shift standard on Custom, op- | 099.25’ Custom Commodore Fight — 4-dr. | wag., $2,520 (deluxe, $2,662). Series 98— | 4-4r. sed., $1,597.25; 2-dr. sed., $1,565.50; 
Coupe DeVille, $3,523. Series 60 Special— | tional on Deluxe at $120.90.) sed., $2,365.50; club cpe., $2,341.25; conv.,|4-dr. sed., $2,299 (deluxe, $2,393); 4-dr,|ClUD cpe., | $1,591.75; bus. cpe., $1,497. 
4-dr. sed., $3,797. Series 75—4-dr. 7-pass.| nongEe wayfarer—2-dr. sed., $1,755; | $2-893.25. _(Super-matie’ optional on ali|town sed., $2,267 (deluxe, $2,361); sed. | Champion Regal Deluxe —4-dr. sed.. $1,676: 
sed., $4,770; 4-dr. 7-pass. Imperial sed., d 1.7 i . ¢ . "| models at $199.31.) cpe $2,225 (deluxe, $2,319); conv $2, - 2-dr. sed., $1,644.50; club cpe., $1,670.75; 
959. (Hydra-Matic standard on Series |TOadster, $1,744.50; bus. cpe. $1,628.75. oe 772: Holid 3383" (del 5641}. |conv., $1.981.25; bus, cpe., $1,576, Com- 
62 and 60 Special, optional on Series 61 | Meadowbrook—4-dr. sed., $1,865.75. Coro-| KAISER — Special — 4-dr. sed., $1,995; ; Holiday, §$2,3! (deluxe, $2,641). | ander Deluxe—4-dr. sed., $1,902.50: 2-d 
; net—4-dr. sed., $1,944.75; |8-pass. 4-dr. | Traveler, $2,088, Deluxe—4-dr. sed., $2,- | (Hydra-Matic optional on all models at ; 5 ee eae | aoe 
ane SH at 06.08.) sed., $2,634.25; club cpe., $1,931; conv., | 195; Vagabond, $2,288; conv., $2,195; Vir- | $158.50.) S08... SEEk: ee ene, S1.EN-a Come 
a no te. ok hae oe $2,946; stat. wag., $2,882.50. (Gyro-Matic | ginian, $2,995... = sss—=i«<“C«*dY SW PACKARRD — EEighht — 44-cr. sed, $2,249 | Pomnder Regal Delue — 4dr. sed, $3,- 
, $1,450; 2-dr. ., $1,403; club cpe., re ( on ; 2-dr. . 3-80; SCF. ee | 92.008; + ” 
vce | OPtional on Coronet models at $94.60.) LINCOLN — 4-dr. sed, $2,575.50; club | <2@uxe, $2,383); 2-dr. sed. $2,224 (deluxe. | 918.25: conv.. $2,328.50. Land Crulser— 


$1,408; bus. cpe., $1,329. Styleline Deluxe 
—4-dr. sed., $1,529; 2-dr. sed., $1,482; 
club cpe., $1,498; conv., $1.847; Be! Air, 
$1,741; stat. wag., $1.994. Fieetline Spe- 
cial—4-dr. sed., $1,450; sed. cpe., $1,403. 
Fleetiine Deluxe—4-dr. sed.. $1.529: sed 


FORD—Deluxe Six—4-dr. sed., $1,471.50; 
2-dr. sed., $1,424; bus. cpe., $1,332.50. 
Deluxe Eight — 4-dr. sed., $1,545; 2-dr. 
sed., $1,497.50; bus. cpe., $1,419. Custom 
Deluxe Six—4-dr. sed., $1.558: 2-dr. sed, 


cpe.. $2.528.50. Cosmopolitan — 4-dr. sed., 
$3,239.50; club cpe.. $3,187; conv., §$3,- 
949.50. (Hydra-Matic optional on all mod- 
els at $174.25.) 


MERCURY—4-dr. sed., $2,032: Model 72 


$2.358): stat. wag., $3,449. Super—4-dr. 
sed., $2.633 (deluxe, $2,919); 7-pass. 4-dr. 
sed. deluxe, $3,950; 2-dr. sed., $2,608 (de- 
luxe, $2,894); conv. deluxe, $3,350; lim. 
deluxe, $4,190. Oustom—4-dr. sed., $3.935: 
conv., $4,480 (Titramatic standard on 


4-dr. sed., $2,186.75. 


WILLYS-OVERLAND—Four — Jeepster. 
$1,603.01: stat. wag., $1.709.08; stat. wag. 
(four-wheel-drive). $2.008 27. Six — Jeep- 
ster, $1,629.85: atat. wag., $1,814.33. 
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Highways & Safety .. . 


January Auto Deaths 
Rise 4% Over ’49 


Moro vehicles, which grew 
from horseless carriages to 
sleek automobiles in the first half 
of the 20th century, opened the 
second half with a death toll of 
2,430. 


That was the number of Ameri- 
cans killed in traffic accidents in 
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than 1,000,000 population made the 
best showing—a 28 percent drop. 

Ninety-eight of the _ reporting} 
cities had decreases, 259 showed no 
change and 113 showed increases. 
Most of the cities reporting no 
change had no traffic deaths at all 
in the first month of 1949 or 1950. | 








* * * 


January, reports 
the National Safe- HREE hundred cities had per- 
ty council. The fect records in January. The) 
figure was 4 per-|largest no-death city was Provi- 
cent higher than|dence; second largest was Salt Lake 
for January last| City, and Wichita, Kans., was third. | 
year, when 2,340| Twenty states reduced deaths in 
persons died on|January as compared with the 
streets and high-}same month of 1949. They were: | 
ways. North Dakota, 75 percent; Ver- | 

Despite this upward swing, the | mont, 62 percent; Oklahoma, 41 
south central states reduced | percent; Rhode Island, 40 per- | 
deaths 5 percent and the Pacific | cent; Idaho, 33 percent; Califor- 
states had an average reduction nia, 32 percent; West Virginia, 
of 27 percent, as compared with | 30 percent; New Hampshire, 30 | 
the same month of 1949. percent; Maryland, 26 percent; | 
All other regions had increases,| Arkansas, 21 percent. 
ranging from 6 percent in the _New Jersey, 16 percent; Missis- | 
north Atlantic states to 29 percent |SiPPi, 13 percent; Tennessee, 11 


in the north central and 30 percent | Percent; South Carolina, 11 per- 
in the mountain states. cent; Colorado, 9 percent; Minne- 


s é¢ # sota, 7 percent; Michigan, 6 per- 
‘ : cent; Alabama, 6 percent; Georgia, 
HE council pointed out that S es 
traffic was immobilized by se- lh hrnceai ———o nearer 


vere blizzard conditions in the ITIES of 200,000 or more popu-| 

mountain states and many prairie|\, lation which reported reductions | 

states in January, 1949, Therefore, from January, 1949, were: 

the unfavorable record this year Providence 100 percent; Roches- 

may reflect only more open road|ter gq percent; St. Paul, 80 per- 

conditions. cent; San Diego, Calif., 75 percent; 
That traffic accidents are chief- | Dayton, O., 75 percent; Pittsburgh, 

ly a rural and small town prob- |71 percent; Fort Worth, Tex., 70) 

lem again was spotlighted by the | percent. 

fact that the 470 cities of 10,000 Long Beach, Calif., 67 percent; 

or more population reporting for | Louisville, 57 percent; Toledo, 57 

January had an average decrease percent; San Antonio, 50 percent; 
of 8 percent, despite the national | Denver, 50 percent; Los Angeles, 

increase, 46 percent. 

Only three of the eight city pop-| Chicago, 38 percent; Minneapolis, 
ulation groups failed to reduce|33 percent; Jacksonville, Fla., 33) 
deaths. The largest cities of more| percent; Cleveland, 27 percent; De- | 
: troit, 22 percent; St. Louis, 22 per-| 
cent; Baltimore, 18 percent; Bos- 
ton, 13 percent. 

* 








Maine Turnpike 
Nets $113,000 


The Maine turnpike, 45-mile toll 
superhighway between Portland 
and Kittery, ended 1949 with net 
revenues of $113,000 after interest 
payments on a $20,600,000 bonded 
debt, according to William B. 
Getchell, executive director of the! 
Maine Turnpike Authority. 

Turnpike traffic for the year to-| 
taled 1,683,703 vehicles, compared | 
with 1,515,171 for 1948. Since the| 
turnpike opened Dec. 13, 1947, the 
total number of vehicles using it to| 
Ve end of 1949 was 3,243,432. 


| ForTollRoads | 
| Californian Urges More 


For State Program 

Construction of toll roads to aug- 
ment an expanded highway con-| 
struction program in California has 
been suggested by Neil Petree, 
chairman of committees of the 
state and Los Angeles chambers | 
of commerce, in addressing the sec- 
ond annual California institute of 
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transportation and traffic engineer- 





- e ing at the University of California | 


at Los Angeles. 
In advocating that serious con-| 
sideration be given the possibilities | 
of toll roads, Petree asserted that | 
“in the last analysis, toll roads 
offer an answer to the question of 
increased taxes.” 
BLOWBACK * * * 
Oh a tale meri Utah’s Highway Needs 
Se Set at $184 Million 
tee) A total expenditure of $184,000,000 
would be required to bring Utah's | 
roads up to minimum standards of | 
the U. S. Bureau of Public Roads, | 
according to the Utah Foundation, | 
a private research group. 
This is more money than all the | 
funds expended on the state’s high- 
ways for the entire period since 
1916, the foundation said. 
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WHISTLING TANK FILL SIGNAL 


In 1950 over 1,000,000 cars will 
be factory equipped with 
VENTALARM * Signal 


The car you sell 
deserves one. 





AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive | 
method of reaching the men who want | 
what you have or have what you want! 
See the back pages of this issue. | 


SCULLY SIGNAL COMPANY 


92 First St.. Cambridge 41, Ma 


OF COURSE THEY’RE TALKING ABOUT 


AUTOMOTIVE NEWS 


—the weekly newspaper of America’s No. 1 
industry. . . . Reaching the men who make the 
buying decisions in factories and dealerships. 
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The Boston Public Garden, a famous landmark, is the center of 
the huge Boston market of more than 2,000,000 people. To 28% 
of these people, LIFE is an absorbing weekly reading adventure. 
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What happens | 
\ 
‘ 2 
when LIFE hits Boston: 
sey 
to 
Recently, you read how LIFE sent a team of _— geography, climate, customs, and people. not only in Boston . . . or in San Francisco... ar 
interviewers and a photographer to San Fran- But, in one respect, the two cities are exactly but in every city, town, and hamlet across the 10 
cisco to find out about LIFE’s impact there... — alike—and that is in their enthusiastic response United States. he 
how they discovered that LIFE had penetrated to the excitement of LIFE’s editorial and ad- For, every week, LIFE . . . with the biggest ” 
into the very fiber of that western metropolis. vertising pages. weekly circulation of any magazine ...is read | 
Now LIFE has visited the city of Boston... This response to LIFE’s compelling editorial in one out of every three U.S. families —the 
strikingly different from San Francisco in its content and to its advertising pages is evident _ largest audience in all publishing history. 
a ae = 
LIFE stimulates buying and selling... | 
. . Locet SOCIALITE NAMES EIGHT 
BOSTON WoMeN! IGNoRed BY ADOLPH 
Men Sou IN HIS LIST OF THEe-TeN 
s6F 
LI 
WHO, For INSTANCE, CAN WEAR BLACK fri 
“BOMBAZINE UTA SUCH eave AS a 
GRAYOMA SALTIONCABOT 7 i 
pr 





“This LIFE promotion made for an attractive show 
room which brought many favorable comments,” re- 
ports Mr. Albert Lane, President of the Pontiac “24” 
Club. (An association of the top 24 Pontiac dealers 
within a radius of 15 miles of Boston.) “This is an ex- 
cellent means of merchandising and I back it up 100%!” 





“We definitely attribute part of the tremendous suc- 
cess of the Polaroid Camera (shown with inventor, Dr. 
E. H. Land) to the LIFE story that appeared long before 
the camera went on sale,” says J. H. Booth, Polaroid’s 
Executive Vice-President. ‘People still remember the 
LIFE picture,” 


Among Bostonians, Francis Dahl’s cartoons are an 
institution. For the past 16 years, his newspaper car- 
toons have gently ribbed Boston’s people, customs, 
clothes, censorship, and weather. After LIFE ran a 
story on his book, Cartoonist Dahl said: “The book 
was sold out in two weeks,” 
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LIFE influences thinking and planning... 






“In this rush-around world LIFE gives us amaz- 
ingly broad coverage of national and world events,” 
says Roy F. Williams, Executive Vice-President of the 
Associated Industries of Massachusetts. ““This essen- 
tial publishing service is of great importance to the 
New England businessman.” 


“‘Revolt in Boston,”’ a LIFE story, told about Bos- 
ton’s Institute of Contemporary Art. The week after it 
appeared, attendance at the Institute jumped nearly 
100%. Director J. S. Plaut says, “LIFE provoked a 
healthy controversy, which is the life-blood of opinion 
concerning the creative activity of our time.” 


LIFE advances culture and education... 






“LIFE is a wonderful medium for carrying all that 
is best in the arts and architecture to an enormous pub- 
lic,” says Architect Royal Barry Wills, famous for his 
Early American homes. After a story on his work ap- 
peared in LIFE, Mr. Wills received thousands of calls 
and letters. 


A Bye: 


ae f a et E 
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LIFE’s power of visual education is used by outstand- 
ing schools. At the Middlesex school (shown above), 
Headmaster Lawrence Terry says: “‘We have been 
showing LIFE’s photographic exhibits since they were 
first organized.” At Roxbury Latin School, LIFE itself 
is used in the classrooms. 


LIFE affects people and lives... 





“Everywhere | go people recognize me from the 
LIFE story,”’ says Clarence Holloway, blind Negro, be- 
friended by Harvard roommate Robert Humphrey. As 
a result of LIFE’s story, thev received hundreds of let- 
ters, found that people everywhere understood their 
problems, were ready to help them. 
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Not everyone who appears on LIFE’s cover auto- 
matically gets a movie contract. Wellesley Hill’s young, 
attractive Marilyn Cardwell got no Hollywood offers, 
but she did receive “‘mail from all over the world... 
and in Japan the parachutists voted me as their pin-up 
queen for the year.” 





A key figure in New England’s financial world is 
Allan Forbes, President, State Street Trust Company. 
Mr. Forbes says: ““When I receive LIFE each week, I 
am always impressed by its power to present to the 
people of this country an awareness of the many diverse 
phases of our economy.” 





“The response to the LIFE article on the subject of 
American Presidents came from all over the country 
and all classes of people,” say Harvard Historians 
Arthur Schlesinger, Sr., and Arthur Schlesinger, Jr., 
both of whom have contributed significant articles on 
American history to LIFE. 





The courage of Sergeant Harold Russell, who 
lost both hands in service, was first reported in LIFE. 
Since then, has been starred in ““The Best Years of Our 
Lives,” and has been elected National Commander of 
the Amvets. Says Russell: “I guess it all started with 
the LIFE story.” 





Across the nation, only LIFE has this kind of Local Impact 
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By Leo T. Parker 
Attorney at Law 
peas courts consistently hold 

that either a manager, official, 
or employe is personally liable to 
anyone he damages by false state- 
ments, void guarantees or misrep- 
resentation. 

However, according to a recent 
higher court a manager is not liable 
if the court vindicates the em- 
ployer. 

For example, in Melchion v. 
Burkart, 87 N. E. (2d) 373, the 
higher court refused to hold that 
a dealer was liable for misrepre- 
sentations. The complaining pur- 
chaser then sued the manager 


to keep customers 
stopping at your door!!! ! 


New BRASS 
> rn 






the IMPROVED 


Fender Attachment 


with Built-in 
Tail Light 





9. No more cracking or peeling of 
~ point. 

10. Designed to give factory installa- 
tion appearance. 





Lawsuits Affecting Dealers... 
Court Decisions 












misrepresentations. The higher 
court refused to hold the man- 
ager personally liable, and said: 

“The judgment for the employer 
is a bar to this action against the 
agent.” 

This court also explained that an 
employer and his manager would 
have been jointly liable in dam- 
ages if the purchaser had sued 
both the employer and its manager 
in the first suit, and proved that 
the manager misrepresented facts 
before the sale contract was signed. 

+ * + 


Grease on Floors 
T IS a well established law that 
the proprietor of a garage will 











Streamlined Model C 
Fits all 1949 


and 1950 
y\ CHEVROLETS 
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RETAIL 


$31.95 ut 
PRICE . INSTALLATION 
Still Available 

in Aluminum ‘at $29.95 INSTALLATION 

STYLITE SELLS ITSELF! 

Dealers who buy STYLITE find that one 
on the street sells five more. Order at 
least one set and put STYLITE on a 
demonstrator. After customers see this 
beautiful accessory, they come in and 
ask for it. It adds new beauty and a 


“longer” appearance to the car—mak- 
ing a Chevrolet look like $4,000! 


ORDER TODAY! 
Manufactured and Sold Only by 
SCOTT SALES CO. 


1210 E. 12TH ST. 
KANSAS CITY, MISSOURI 






Flash! New Model P Stylite for 1949 
& 1950 PONTIAC Now in Production! 









2 a DOA. CO. 


| juries 


be held liable in damages for in- 
to an automobile owner 
caused by presence of any danger- 
ous substance on the floors or steps. 

For illustration, in Leeds v. Sun 
Co., 173 Fed. (2d) 666, it was shown 
that a woman customer started 
down the stairs from the first floor 
to the basement. As she descended 


ithe stairs with her hand on the 


railing she slipped and fell and 


suffered severe injuries. 

When she was assisted to her | 
feet her clothing was well covered 
with a greasy substance. The evi- | 
dence showed that there was a | 
considerable amount of grease on 
the stairs. 

In holding the dealer liable in 
heavy damages, the higher court 
said: 

“The presence of the grease on 
the stairs plus the fact that Mrs. | 
Leeds (customer) fell are enough | 
to permit the conclusion that there 
was a dangerous amount of grease 
on the stairs and that Mrs. Leeds 
slipped on it.... 

Mrs. Leeds was a business visi- 
tor and the defendant’s responsi- 
bility was for that exercise of 
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- 


reasonable care owed by the pro-| ai 


prietor of premises to a business 
visitor.” 
* * * 


Bailee Cannot Sell 


ONSIDERABLE discussion has | 

arisen from time to time over 
the legal question: 

“If an owner gives possession of 
his automobile to a person who 
sells it, without the owner’s author- 
ity, can the latter recover the 
automobile from an innocent pur- | 
chaser?” The answer is yes. 

This is so because the law is | 
established: “One who takes | 
possession of an automobile, by | 
consent of the owner, is a legal 





‘bailee’, who cannot exceed the 
powers given him by the automo- 
bile owner.” 

For example, in Standard Motor | 
Co. v. American Loan System, Inc., | 
209 Pac. (2d) 264, it was disclosed 
that Standard Motor Co. was the 
owner of an automobile which was 
placed only for storage purposes 
upon a used-car lot operated by 
“Don Lou Motor Sales.” 

Thereafter, without knowledge of 
Standard a chattel mortage upon 
the automobile was executed to 
secure the payment on money bor- 
rowed by “Don Lou Motor Sales.” 

The latter defaulted in making 
agreed payments on the note and 
the lender, American Loan System, 
Inc., repossessed the automobile. 


+ 7 + 
Deal at Peril 
Tos higher court held that 
Standard Motor Co. could re- 


cover possession of the automobile 
from the American Loan System, 
Inc., saying: 





“Everyone deals with a bailee at 
his peril and one who deals with 


ost to dealer profits 








IT LOOKS DIFFERENT NOW—Only exterior changes were made in the recent remodeling 


program by DeAnza Chevrolet Co., Riverside, Calif., 


according to George Reade jr., man- 


ager. The dealership completely altered its parts department in 1947. Other changes in the 
recent renovation prcgram include remodeling of the showroom and offices, the addition 


of two closing offices, 


a truck office, an enclosed customer's lounge, 


an office for the 


service manage: and an upstairs conference room with a capacity of more than 30 persons. 


Air conditioning ‘s another feature. 


the bailee concerning the bailed 
property not only does so at his 
peril but is charged with notice of 
its real ownership.” 

For comparison, see Illinois Co. 
v. Patterson, 15 P. (2d) 699. In 
this case it was shown that an 
owner placed his automobile in 
possession of another who with- 
out authority sold the automobile. 


The higher court held that the 
owner could recover possession of 
the automobile from the purchaser 
and said: 

“Possession under a conditional 
sale, with the right of the vendee 
to use the automobile as his own, 
does not clothe the latter with such 
indicia of ownership as to stop the 
owner from asserting title as 
against a bona fide purchaser from 


the conditional vendee.” 
+ * * 


Mass. Supreme Court 


Upholds Double Car Tax 

SPRINGFIELD, Mass. — The 
Springfield board of assessors was 
upheld by the supreme judicial 
court of Massachusetts in its right 
to levy a personal property tax on 
automobiles which dealers have on 
their lots at the first of the year 
and to refuse to make abatements 
of such taxes on cars sold later to 
residents of Massachusetts and on 
which an excise tax is paid. 

The decision, which came in con- 
nection with an appeal by Harold 








POLK NEW CAR SALES REPORTS 


Week by week—month by month—you can have delivered to 
your desk your own private confidential reporting service on 
new car sales—in your county, your state, or for the nation as 
a whole. Based on new passenger car and truck registrations, 
these invaluable statistics are available by makes and models, 
by cylinder classifications, by price classes, by parent corpora- 
tions, and in comparison with last year’s registrations. Use 
actual sales facts as a guide to better sales operations, every- 
way. Write, wire or phone for details on how Polk New Car 
Sales Reports can be applied to your business, 


Sewing the auitimting industn and it cealow ninee, 1928 


MOTOR STATISTICAL DIVISION — 431 HOWARD STREET, DETROIT 3/, MICHIGAN 


H. Johnson, Johnson Sales Co., 
Springfield, from a decision of the 
state appellate tax board in favor 
of the assessors, is far-reaching in 
its implications and will undoubt- 
edly result in other boards of asses- 
|sors throughout the state following 
the lead of this city. 


* * * 


Ohio Court Upholds Case 


Against Standard Oil 


COLUMBUS, O.—A decision was 
handed down last week by the Ohio 
supreme court, in which it was held 
that a business visitor upon the 
premises is not by any such status 
relieved of liability for his acts of 
negligence which are outside and 
beyond the scope of the business 
purposes for which he was on the 
premises. 
| Thomas Mudrich, 6, of South 
| Amherst, O., was burned when he 
and two others started a fire in 
gasoline which had been permitted 
to run into a pool from an over- 
filled tank. The Mudrich boy, it 
appears, jumped into the fire in 
an effort to put it out. 

Lower courts upheld a judgment 
for $25,000 against Standard Oil Co., 
whose agent spilled the gasoline, 
and this has been affirmed by the 
supreme court. 

+ 





* + 


Auto Risk Group Wins 


Injunction on Iowa Ban 


DES MOINES. — The American 
|Farmers Mutual Auto Insurance 
Assn. has received a temporary 
(court injunction against the state 
|insurance department order pro- 
|hibiting the firm from using its 
/merit rating plan for policyholders. 
Under the plan policyholders are 
|given annual discounts in rates 
|ranging to 40 percent if they have 
submitted no claims for vehicle 


accidents. 
+ + 


|Ohio Registrar Obliged 


‘To Record All Liens 
COLUMBUS, O.—The attorney- 
|general has handed down an opin- 
ion to the effect that where a clerk 
of courts issues a certificate of 
|title to a motor vehicle and erro- 
| neously fails to note thereon valid 
\liens on record in his office, the 
registrar of the bureau of motor 
vehicles must do so. 





AUTOMOTIVE NEWS WANT ADS have 


been proven the quickest, least expensive 
}method of reaching the men who want 
|; what you have or have what you want! 


See the back pages of this issue. 
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“: | Accelerate your Ford 
Service Business... 
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Genuine Ford Carburetors are precision-built for 
peak performance and long life. Check all these 
quality features: 
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< @ Corrosion-free plating 


@ Shock and distortion-resistant zinc 
alloy 
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@ Precision-tested jet bores 


@ Thoroughly tested on a flow check 
machine for all operating conditions 
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alid You'll increase Ford Service business when you 
e 

otor stock Genuine Ford Parts, because they’re right for Fords — 

have 


made right to fit right and last longer. Increase your service 
want volume and service profits with the parts Ford owners 


fant! 


— naturally prefer— Genuine Ford Parts. 


independent 
Garages... 





a This “sign of good business” 
GF ~ tells Ford owners you stock Gen- 
(Senuine FORD Parts ee vine Ford Parts, brings in more 
new customers. Ask your Ford Dealer how you can qualify to 
) Right for FORDS! put it to work for you. 
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vat 


FORD Division of FORD MOTOR COMPANY . 
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DISPLAY ROOM FOR USED CARS AND TRUCK>—Carl F. Weissenberger, Inc. (Chevrolet), 
Toledo, recently completed this building with a 65-foot frontage on Phillips and depth of 
165 feet. It will accommodate from 35 to 40 used cars and trucks. A feature of the glassed- 
in display room is a turntable to exhibit the vehicles. Another feature is the reconditioning 
assembly line for used cars. Used-car output has increased 70 percent, the firm states. The 
firm's slogan is "Where a Good Name Means a Good Deal. 


AUTOMOTIVE NEWS WANT ADS have been proven the quickest, least expensive 
method of reaching the men who want what you have or have what you want! See 


the back pages of this issue. 








In 1949 .. . The Sunday Edition of 


The Hartford Courant 


WAS” 


FIRST in the 
United States 


AMONG ALL SUNDAY NEWSPAPERS 
MEASURED BY MEDIA RECORDS 
IN VOLUME OF 


Automotive 


Advertising 


FOR THE 


Sixth 
Consecutive 


Year! 


Such unqualified acceptance by advertisers 
indicates the preferred automotive adver- 
tising medium in one of the most prosperous 


areas in the entire country. 


The Bartford Courant 


Represented Nationally by Gilman, Nicoll and Ruthman 
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Used-Car Auction Prices 


Market Trend 

For the sixth week in a row the overall average price of used cars 
has increased. This week’s figure of $978 is $3 above the preceding 
week’s average. 

The advance this week was general with only 1950 and 1947 models 
failing to increase in price. The price of '50s fell $2 to an average 
of $1,850, while ’47s were off $4 to $923. 

Otherwise, everything was on the upbeat. The lineup of gains: 
49s, up $6 to $1,421; ’48s, up $8 to $1,086; 46s, up $3 to $781; ’42s, up 
$1 to $397, and ’41s, up $11 to $393. 

Most of the auctions reported prices steady to slightly higher. 
Most of them also continued their cry for more vehicles, especially 
for clean units. 


| 
| 
| 


$380. '39 business coupe, $260; MD 4- 
$390. pe, $ : 4-dr. 
$250. 


(6) club coupe, $725. 
KAISER—'48 4-dr., $810 
MERCURY 


"37 SD 2-dr., $175, $185, '35 2-dr 


EBENSBURG, PA. a eee. ee ee 

(Ebensburg Auto Auction Co. Sale every | 
Thursday. Prices are for sale of Mar. 9.) | , T 

(Prices ‘‘unusually high.’’ Sold 39 units DANVILLE, VA. | 
out of 48 offerings.) (Danville Auto Auction, Sale every Fri- | 
BUICK—'49 RM sedanet, $1,810, $1,790, |94Y- Prices are fo- sales of Mar. 3-10.) | 
"40 Super 4-dr., $205, ‘39 2-dr., $290. BUICK—'48 Super sedanet, $1,400. ‘°41 | 
CHEVROLET—"49 FL Deluxe 4-dr., $1,- | 0dr. $360. 
410, $1,380. ‘48 FL aerosedan, $1130. "39 CADILLAC—'42 (62) 4-dr., $800. 

2-dr., $210, $230. | eas betes ~50 SL Deluxe conv., $1,- | 
: as J on 775; half-ton pickup, $1,150. ‘49 FL D 
CHRYSLER—'46 Windsor 4-dr., $875. luxe 2-dr., $1,380. Su'se0, SL Greate | 
DeSOTO—’'48 Custom 4-dr., $1,250, $1,210 4-dr., $1,350. '48 FL aerosedan, $1,120: 

’47 Custom 4-dr., $1,080. FM 2-dr., $1,140, $1,125, $1,100; club 
DODGE—’46 half-ton pickup, $600. ‘37| coupe, $1,110, $1,165. "47 FL aerosedan 
4-dr., $100. $960; SM 2-dr., $910, $865. ‘46 FM 
FORD—’'49 Custom (8) 2-dr., $1,205, $1,- | 4-dr., $895, $850; SM 2-dr., $870. ‘41 | 
185. "48 SD (8) club coupe, $975, SD 2-dr., $490, $460, $430; 4-dr., $450, | 
HUDSON—'49 (6) 2-dr., $1,300. '47 Super| $445; club coupe, $445. '40 MD’ 2-dr. | 
| 
| 


"49 4-dr., $1,370. 





CHRYSLER—'50 Windsor 4-dr., $2,225 
‘49 New Yorker club coupe, $1,975. ‘47 
Windsor 4-dr., $1,000; Highlander 4-dr., 
$960. 

DODGE—'50 Coronet 
coupe, $2,100. 

FORD—’50 CD (8) station wagon, $1,900; 
2-dr., $1,675, $1,650; (6) 2-dr., $1,650 
'49 Custom (8) conv., $1,400; 4-dr., $1,- 
360, $1,250, $1,200, $1,150, $1,100; club 
coube, $1,225, $1,220; (6) 2-dr., $1,100 
'48 SD (8) conv., $1,160; 2-dr., $1,050; 
station wagon, $950. ‘47 SD (8) conv. 
$900; club coupe, $850; Deluxe (8) 2-dr 


4-dr., $2,100; club 


$825. ‘41 Deluxe (8) 2-dr., $500; SD 
(8) 2-dr., 2 at $400, $310. ‘40 Deluxe 
(8) club coupe, $560; Standard (8) 2-dr., 
$430, $355 


(Continued on Page 46, Col. 1) 
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050, $1,035. '49 SL Deluxe 4-dr., $1,565, $1,550, $1.- 





NASH—'48 Ambassador 4-dr., $970. ‘38 | FORD—'50 (8) half-ton pickup, $1,120 
2-dr., $145. | ‘49 Standard (8) club coupe, $1,200, $1,- | 
OLDSMOBILE—'49 (88) 2-dr., $1,765. '48| 255; Custom (8) 2-dr., $1,370; (6) 2-dr.. | CON NELL ee Le 
(98) 4-dr., $1,430. "46 (76) club sedan,| $1,010. "48 SD (8) 4-dr., $830. ‘47 SD 
$870, $900. | (8) 4-dr., $800; 2-dr., $840; Deluxe (8) | HOD PANY 
PACKARD—'40 (6) 4-dr., $305. '37 coupe, 2-dr., $875. ‘46 SD (8) 2-dr., $790; De 
$55. : | luxe (8) 2-dr., $670. $590; 4-dr., $630. 
PLYMOUTH—'49 Deluxe 4-dr., $1,410. ‘48 "41 SD (8) 2-dr., $310, $420; Deluxe (8) | 
SD club coupe, $1,075, $1,100, '47 SD| 2-dr., $180. '40 (8) 2-dr., $340, $410. | ™w 3-5100 
2-dr., $895. '46 2-dr., $695. | ‘39 (8) business coupe, $200; 2-dr., $260. 
PONTIAC—'48 Streamliner (6) 2-dr., $1,-| ‘36 2-dr., $250, $105; 4-dr., $80.” DETROIT’S VOLUME 
355. '41 (6) club coupe, $590, '40 2-ar., | KAISER—'49 4-dr., $845. '48'4-dr., $680. | 
$300. | MERCURY. "50 2-dr., $1,825. '49° 2-dr.. | CADILLAC DEALER 
’ . ,900. 
> ’ NASH—'49 (600) 4-dr. $1,050. '47 (600) 
MASON CITY, IA. 4-dr., $710: Ambassador 4-dr., $675. FINE USED CARS 
(Lapiner’s Used Car Auction. Sale every | OLDSMOBILE—'49 (88) club coupe, $1,- 
Wednesday. Prices are for sale of Mar. 8.) | 870. ‘47 (78) 2-dr., $1,030, a 
(Prices higher. Sold 51 units out of 77 PACKARD—'40 (110) 4-dr., $290. 
offerings.) PLYMOUTH—'41 SD 4-dr., $345. $380; 2- . — - — 
BUICK—’50 RM 4-dr., $2,365. ‘48 Super! 4r., $215. ‘40 4-dr., $385. + <a 
4-dr., $1,285. "47 Super sedanet, $1,170. | PONTIAC—'47 (8) 4-dr.. $875. °39 (6) | 
"46 Super 4-dr., $875. 4-dr., $220. '37 (6) 4-dr., $150. | 
CHEVROLET—’'50 FL Deluxe 2-dr., §2,- | STUDEBAKER—’'50 Champion 2-dr., $1 “if " I M E A 4 
= peo x 8 4-dr., $1,595, '49 > a Commander 4-dr. $410. 35 | 
. Deluxe 4-dr., $1,395. ‘47 FL areo- -dr., $50, ; i 
aoe. $1,120; FM 2-dr., $969. '39 2-dr., | For Sales and Service 
a gee "50 Windsor 4-dr.. $2,350 CHARLO I rE, N. C. 
.ODGE—'41 half-ton pic*up $265. (E. M. Stafford, Inc. Sale every W s- | 
FORD—'50 CD (8) 4-dr., $1.769: «6)/|day. Prices are for sale a tn hs 
2-dr., $1,590; Deluxe (8S) 2-dr., $1,585; (For fifth straight week prices held a4 
(6) business coupe, $1,435. "49 Custom! firm on most models, slightly higher | iM h n 
(8) 4-dr., $1,200, $1,150; (6) club coupe on others.) 
afte. '47 SD (8) club coups. $930 BUICK ~"50 Special 4-dr., $1.855, $1,660 
AISER—'47 4-dr., $605. 2-dr., $1,925. "49 S 2- 1.780. "48 , 
MERCURY —'50 S:dr.. $2,120. ‘49 4-ar.,|_RM 2-dr., $1,210,’ “8 Dealer License Plate Holder 
$1,560; club coupe, $1,485 ‘48 club | CADILLAC "50 (61) 4-dr., $3,250. °'46) 
coupe, $1,035, '46 4-dr., $630 | (62) 2-dr., $1,270 ; 
OLDSMOBILE—'50 (9S) 2-dr., $2,500; (88) | CHEVROLET—'50 SL Deluxe 4-dr., $1,- | 
4-dr., $2,325. '46 (68) 2-dr.. $745. | 735; Special 2-dr., 2 at $1,625 $1,620. | 
PLYMOUTH—'48 SD 4-dr., $1,060, §$1,- 435, $1,400, $1,350; 2-dr., $1,500, si. | 
| 

















PONTIAC—'49 Chieftain (8) 4-dr., $1,750 455, $1,435. "48 FL aerosedan, $1,190 

STUDEBAKER—'50 Champion Deluxe 4-| $1,160; SM 2-dr., $1,175, $1,095. "47 FL 

dr., $1,760. °42 4-dr., $390, 4-dr., $1,040; aerovedan, $1,115, $1,070: 

K N ar a, $1,040; SM 2-dr., $1.005. 

is s q 7 ’ 6 FM 2-dr., $800. | 

7 ANSAS CITY | CHRYSLER—'50 Windsor 4-dr., $2,500. | 
(Kansas City Automobile Auction, Sale | "49 Windsor 2-dr., $1,900 

»very Wednesday. Prices are for sale of | DOOGE—’'50 4-dr., $2,030. 

Mar. 8.) | FORD—'50 CD (8) 4-dr. $1,720, 2 at 
(Prices held steady. Sold 180 units | $1,640. ‘49 Custom (8) 4-dr., $1,325 
out of 251 offerings.) |} $1,300, $1,270, $1,210: 2-dr., $1,380 

BL ICK "49 RM 4-dr., $1.735 $1.700, $1,300, $1,275. ‘48 SD (8) 2-dr., $1,015 
$1,640 ‘48 RM 2-dr., $1,347: 4-dr., 2 at $1,005, $980, $950. "47 SD (8) club 
$1,272; Special 2-dr., $1,177; Super 4-dr. coupe, $1,100; Deluxe (8) 2-dr., $975. 
$1,342. ‘47 Super 4-dr., $1,060. ‘46 SD (8) 2-dr., $830, $800, $650, 

CHEN ROLET—'49 FL Deluxe 2-dr., $1,- | MERCURY—'49 4-dr., $1,550. 

495, $1,467, $1,455, $1,399: SL Deluxe | OLDSMOBILE — ‘49 (98) 4-dr., $1,750: 
club coupe, $1,452. ‘48 FL aerosedan, conv., $2,270. '48 (66) 2-dr., $1,260 
$1,195, $1,140; FM 2-dr., $1,000, $987. | PLYMOUTH—'49 SD 4-dr., $1,405. 

; 47 SM 4-dr., $750. ‘46 SM 2-dr.. $857. | PONTIAC—’50 Chieftain (6) 2-dr., $2,015 

CHRYSLER ‘47 Windsor 4-dr., $1,080. '46 "49 Streamliner (8) 4-dr., $1,700, $1,630; 
Windsor 4-dr., $902 2-dr., $1,715. '48 (8) 2-dr., $1,330, $1,- 

D°-SOTO “49 4-dr., $1,672. '46 4-dr., $965 315. ‘47 Streamliner (8) 2-dr., $1,100, 

DODGE 49 4-dr., $1,722. ‘48 2-dr., $1.,- 2 at $1,075, $1,060; (6) 2-dr., $1,035 
167, $1,027, $855 $970. , , 

FORD—'49 (8) 2-dr., $1,265, $1,192, $1,- | ;TUDEBAKER—'47 Champion 2-dr., $960 
190, $1,130; (6) 2-dr., $1,057, $1,047, 
$1,032, $1,030; 4-dr., $1,010. ‘47 (8) 4 . . 
2-dr., $867. ‘46 (8) 2-dr $765, " $707 VALDOSTA, GA. 

d 700, ; ‘Tom Hewitt Auto Auction, Sale every | 

FRAZER-—'48 4-dr., $912 Friday Prices are for sale of Mar, 3.) _ 

HL DSON "49 2-dr., $1,300. ‘47 club coupe (Market is very active. Sold 145 units 
$875. } out of 194 offerings.) 

KAISER 49 4-dr., $825 BUICK—'50 RM 4-dr., $2,475; Super se- | 

LINCOLN ~ '48 club coupe, $912 danet, $2,225; Special 4-dr., $2,100, $1,- | 

MERCURY—'49 4-dr., $1,435; 2-dr.. $1,- 950, $1,760 ‘49 RM sedanet, $1.775; 
_ 485, $1,452 conv., $1,940; Super 4-dr., $1,800; se- 

NASH ‘49 Ambassador 2-dr., $1,360 danet, $1,865, $1,810 ‘48 Super 4-dr., 
(600) 4-dr., $1,095. ‘47 4-dr., $802. $1,275; RM 4-dr., $1,360 ‘47 Super 

OLDSMOBILE "48 (76) 4-dr., $1,337. 4-dr., $1,025; conv., $1,200, ‘46 Super 

PLYMOL TH—'49 2-dr., $987 "48 4-dr 4-dr., $775 
gone. te CADILLAC—'49 (62) 4-dr., $3,011. 

PONTIAC 50 Chieftain (8) 2-dr., $1,857. | CHEVROLET—'49 %-ton pickup, $1,025; 
49 Streamliner (8) 2-dr., $1,730, $1,- SL Deluxe club coupe, $1,350, $1,440, 
682, $1,657; 4-dr., $1,597. '47 (8) 4-dr., $1,375; 2-dr., $1,425; FL Deluxe 2-dr., 
_ $985. 46 (6) 2-dr., $1,022, $965. $1,460, $1,325. ‘48 half-ton pickup, $760. 

STUDEBAKER—'48 Champion club coupe '47 FM 4-dr., $900. ‘41 SD 2-dr., $550, 
$1,155. ‘47 Champion 4-dr., $1,050 $375 '40 SD 2-dr., $365 

erage sed-Uar Fr rices 
(Compiled by Automotive News) 
Model Mar. 1950 Feb Jan. 
(to date) 1950 1950 
$978 1950 $1,850 $1,803 $1,827 
$956 $970 ORES cnc 1421 1,405 1,451 
1948 1,086 1,089 1,100 
Se 923 895 908 
1946. 7381 763 765 |) 
1942. 397 364 377 |) 
1941....... 393 372 357 
Overall ———- — . 
Mar. (todate) Feb Jan Average.. $ 978 $ 956 $ 970 





(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 






Legs protrude thru bracket, prevents 
loss. Attach to any plate without 
alteration. Guaranteed to fit all slotted 
brackets or bumper. Prompt delivery. 


$1.00 per set of four 


Order From Your Jobber 


C. HOWARD 


1498 Overlook Dr. Akron 7, Ohio 
JOBBERS WANTED 








Wh 


For Their New Car Advertising 
© Critical Craftsmanship from 
Designer to finished Product 
© Triple-plate Chrome Finish 
© Life-of-Car Durability 
©@ Customer Eye Appeal 
® New Low Prices... 


Write TODAY for beautiful full- 
size FREE SAMPLE . . . Yours to 
keep and compare! 

@ NO OBLIGATION @ 


Stemac.. 2409 157TH ST. 


DENVER 11, COLORADO 





FIRST RATERS ARE 
DEMONSTRATORS 


Quick demonstrations 
make quick profits. Tell ‘em 
how it works on hills. ice, 
in mud, ruts and you'll sell 
‘em. Send for free 

helps or ask your jobber. 
a 


“35 TRIANGLE JACK CO. 
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LEADING MAKES— 


Chevrolet. 375,116 
Ford .... 323,376 
Dodge. . . 194,025 


Buick ... 185,402 
Plymouth. 181,090 
Oldsmobile 142,285 


Pontiac .. 114,259 
Nash... . . 56,050 
Packard . . . 56,050 


Hudson. . . 49,584 
Studebaker . 49,584 
Mercury. . . 45,272 


Lincoln. . . 12,935 
Others. . . 370,816 
(National Analysts study, 1949) 


SMALL Business in the small towns buys more cars for business 
use... simply because there are more small businesses. The 
home town buyer purchases locally, supports the dealer set-up, 
doesn’t demand excessive discounts, allows fair profits . . . buys 
current models for lower maintenance, less upkeep, fewer road 
breakdowns, less lost time and headaches ...is your best new car 
prospect—and Nation’s Business reaches more of him than any 


other medium to business. 


With more than 660,000 circulation, Nation’s Business not 
only reaches more big companies... but delivers a large portion of 
the business market in 13,000 towns under 10,000 population. These 


business men are dual buyers—for their firms, and their families! 


NB subscribers pay $15 in advance for a three-year 
subscription, with the highest renewal rate of any publication in the 
business field. And the big unit of circulation cuts advertising costs 
... The automotive advertiser isn’t getting the most out of the 
business market—if he isn’t in Nation’s Business... You can learn 


more by calling the nearest NB office. 


Detroit Office: General Motors Building 
4 WASHINGTON, NEW YORK, CHICAGO, CLEVELAND, 
SAN FRANCISCO AND LOS ANGELES 
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2,155,844 passenger cars... 
by firms subscribing to 


NATIONS BUSINESS 
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Tuned-Up Building 


In the Hopper 


A Massachusetts recess commis- 
sion has turned thumbs down on a 
proposal to construct a $60,000,000 
toll road across the state. 

The road had been proposed as 
the Massachusetts link in connect- 
ing toll highways that run from 
Maine through Pennsylvania. The 
special commission filed a report 
which said the project was “eco- 


collected by the state department 
| of corporations and taxation rather 
|than by local collectors was vio- 
lently opposed by the collectors at 
a hearing before the committee on 
taxation. 

Two percent of the collections 
would be withheld for costs, and 
the remainder distributed in De- 
cember, Long said. 










nomically unsound and financially | 
unwise.” 


He pointed out that under the 
present system, his department re- 
|ceives details from the registry of 
|motor vehicles when a car is regis- 


* + * 


Va. Franchise Holders Win 






































| tered, 
jamount of the tax, which is de- 
termined by the department, to the 
local assessors, after which the 
owner is billed. He said the bill 
would shortcut this procedure and 
|eliminate delay. 


New-Car Definition Row 


A Donnybrook matching new 
and used-car dealers was staged 
before the Virginia house roads 
committee, on the definition of a 
new car. The franchise holders 
finally had a bill passed defining Six local collectors opposed the 
a new car as one owned for 90 | pill as “saving nothing.” 
days by the original buyer or :. -« 3S 


driven 4,000 miles, whichever is | Reduction in Gas-Tax Fine | 


less. ; s 
A bill reducing from 25 to 10 


The used-car dealers claimed ) 
their competitors were not trying | percent the penalty for non-wilful 
failure of motor fuel dealers to pay 


to “protect the public and their ‘ : 

warranty guarantees but stifle | gasoline taxes promptly was given 

competition and perpetuate price- (final passage by the Virginia leg- 

fixing in Detroit.” | islature and sent to the governor 
for signature. 


* * * 
* * * 


ere Sreee SS oF SF | Va. Committee Kills Bill 


Types of License Plates ; 
California will dispense with 14| 7 Permit Union Shop 
of its present 37 different types of A bill to amend Virginia’s anti- 
motor vehicle license plates next} closed shop law to permit the 
year, according to State Motor Ve-| union shop was killed by the 
general laws committee of the 


hicle Director A. H. Henderson. : 
Explaining the move as an effort| Virginia house of delegates. Re- 





to streamline department opera-| jected by the same committee 
tions and save money, Henderson] was a bill to set up a %5-cent 
said most of the elimination will| minimum wage for intrastate 
be achieved by consolidating vari-| workers. 


+ * 





ous plate types, with 10 fee-exempt 
vehicle and trailer classifications to 
be lumped into one. 


Governor Asks $18% Million 
For Michigan Roads 


Gov. G. Mennen Williams made 
it known in Michigan that he will 


+ + + 
Auto Tax Clash 
request of the legislature $18,500,000 
i\from the general fund for road 


Flares im Mass. construction programs and enact- 


A bill seeking a ceiling of $40 for | ment of the Michigan Good Roads | 
the automobile excise tax was de-|Federation ideas of highway ad-| 
nounced as “the most naive sug-| ministrative reforms. 
gestion that could be made” by With this money and money 
State Tax Commissioner Henry F.| raised on local and federal levels | 
Long, and a bill brought by the|the state could undertake a road- 
tax commissioner to have the tax! building project of $40,000,000 and 








Why not pocket 
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The LOW COST LEMPCO 


Brake Drum (athe 


Proper attention to brake drums will elimi- 
nate complaints about the quality of brake 
service. Do away with this source of cus- 
tomer dissatisfaction and earn an extra 
profit besides. Model PAL is the Lempco low 
cost brake drum lathe that is designed for 
the small shop. It cuts 95% of passenger 
car and light truck drums . . . occupies a 
very small space and what's more anyone 





WEW LOW COST 
BRAKE 
SHOE 
SANDER 















Removes 
Bonded 
Lining 












WRITE FOR DETAILS 


LEMPCO PRODUCTS, INC. ; 
5490 DUNHAM ROAD, BEDFORD, OHIO 1 
Please send folder telling how 7 out of 10 cars ° 

’ 

' 


bright metal surface in less 
than a minute. 










in for relining need drum truing as well. 


SIT iccilceadceicsecacesintiatoacdlptiedictbenselpibaaieshegereciaanreaieeil ; PRODUCTS, INC. 


then sends the data, plus| | 


|while the 
an-hour minimum wage law 
year, Congress at the same time 
raised the level of minimum wages | 






STEBHENG ER 
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BUT IT'S STILL THE SAME LAMP POST—These two photographs show a modern treatment 
iven to an old dealership building in Phoenix, Ariz. The top photo, taken in 1929, shows 


tephen-Franklin Motors, Inc. 


| ornate decorative plaques and mouldings followed the old 


© 


\ a ae n 





ANKLiN 


— _ a 
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(DeSoto-Plymouth), as it was until a few months ago. oe 
e 


southwest mission style. 


2S » 


| er than the second, as now pro- 
| vided in Ohio statutes, is giving 
| consideration to three phases of 
legislation: A New York-type fi- 
nancial responsibility law; pe- 
riodic inspection of motor ve- 
hicles, and strengthening the 
drivers’ license law. 

| It is expected that a definite 
| program will be worked out be- 
fore the meeting of the general 
assembly the first of next year. 

a2 * * 


Austin Taxi Law 
Mayor Taylor Glass has asked 
the city attorney to prepare a taxi- 
cab ordinance for Austin, Tex, The 
mayor said the ordinance should 
|}include provisions for uniform 
fares, installation of meters, levy- 
ing of a gross receipts tax and 
| designation of cab stations. 
* * * 


|Maryland Group to Study 


Compulsory Insurance 


| A resolution requesting the Mary- 
|\land state legislative council to 
| ay the feasibility of compul- 

sory motor vehicle liability insur- 
| ance has been adopted by the 
| Maryland house of delegates. 


| Tax Amendment Plan 


,| Spreads to Rhode Island 


The Rhode Island general as- 
sembly is considering a proposal 
that this state join other states 
in seeking a constitutional 
amendment to provide a new 
basis for dividing tax revenues 
among the states. 

Sen, Leon W. Brower, Crans- 
ton Republican, who presented 
the proposal, said it had originat- 
ed with the Michigan legislature, 
which had passed it, as had the 
Nebraska legislature. 





lower picture shows the dealership of 1950. The plaques have been removed and replaced * * * 


by an efficient sign. The whole building has been done over in a heat-reflecting white. 


possibly $48,000,000, 
claimed. | 

However, he made it clear that 
he will not open the special ses- 
sion to discussion of more gas or 
weight (license) taxes. He said “No 
further consumer taxes should be 
imposed on the people of as 





gan.” 
+ « « 


Dewey Gets Measure Making | 


Turn-Signals Mandatory 


A bill to compel installation of | 
electrical directional signals on | 
all motor vehicles manufactured 
after Jan. 1, 1952, has been given | 
final passage by the New York | 
state legislature 
Gov. Dewey. 

* + * | 


and sent to 


3 Percent Receipts Tax 
Sought in Kentucky 


Bills proposing imposition of a} 
3 percent gross receipts tax on per- | 
sons and firms operating three or 
more retail stores in Kentucky were | 
introduced in both branches of the | 
state legislature. 

Yield from the proposed tax | 
would go to the common school) 
per capita fund. If enacted, the 
measure would go into effect July 
1, with a $100,000 appropriation for 
administrative purposes. 

+ + + 


| Virginia House Passes 


Labor Monopoly Bill 

Virginia’s house of delegates 
passed and sent to the state sen- 
ate a bill to make labor unions 
subject to the state anti-monop- 
oly law. 

Killed by the house was a bill 
to penalize a union for picketing 
against or levying fines on per- 
sons working in non-union shops. 

+ + * 


| 
| 


|75-Cent Wage Floor 
|Eyed in Massachusetts 


A call for a state minimum wage 


of 75 cents an hour was taken up 


can operate it. It will pay for itself within six Removes bonded lining on both by the legislative committee on| 
months on only three sets of drums a week. wire back and dry mix types labor and industries in Massachu- | 
of brake lining. Fast, accurate; |setts. The committee had before | 
lining is removed right to the it the recommendation of Gov. | 


|Dever for legislation to make the| 
state law “conform to, and suitably 
complement federally-fixed levels.” 





The governor pointed out that | 
state passed a 65-cent-| 
last | 








. , 5490 DUNHAM ROAD © BEDFORD, OHIO 





Automotive Shop Equipment 





to 75 cents an hour in industries | 
in interstate commerce. The gov- 





law led to confusion, 
* + * 


Ohio Weighs Tightening 
Of Its Liability Law 


The legislative committee of 
the Ohio Assn. of Insurance 
Agents, realizing that sentiment 
of the automobile driving public 
in Ohio is for financial respon- 
sibility on the part of every 
driver for the first accident rath- 


|Special License Considered 


Williams | Delmonte, who said that last year’s| For N. Y. Thruway Users 


Financing of the projected New 
| York-Buffalo “thruway” superhigh- 
way could be made self-liquidating 
through the issuance of special li- 
censes to vehicles using it, accord- 
ing to a unanimous report by a 
|Special committee named by Gov. 
Thomas E. Dewey to consider such 
|a proposal. 

| The report recommended that the 
| 1950 New York legislature create a 
thruway authority and start a state 
(Continued on Page 45, Col. 1) 
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@ and you sell the 


@ WHOLE BUFFALO MARKET 


Write for DATA BOOK 


BUFFALO EVENING NEWS 


EDWARD H. BUTLER 
Editor and Publisher 


KELLY-SMITH CO. 
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In the Hopper 


(Continued from Page 44) 


constitutional amendment to place, by the Virginia house of delegates 
the state’s credit behind the au-|and sent to the state senate. 


thority’s bonds. The committee es- 


timated that use of state-backed/|sent to the state senate was a bill 
bonds and the low interest they} permitting the use of red reflector 
would command would result in a| flares in lieu of lanterns on disabled 
saving to the authority of $100,-| vehicles carrying inflammables, the 
000,000 on the basis of a 40-year! 
the state police. 
| + 


Sales Tax on Rentals 
| Proves Enigma in Mich. 


bond issue of $450,000,000. 


Neb. Governor Plunks 


For Alcohol-Gas Mix 

In the belief that such a law 
would provide a useful market 
for surplus grains and potatoes, 
Gov. Val Peterson has announced 
he will consider asking the next 
session of the Nebraska legisla- 
ture to enact a statute requiring 
that all gasoline sold in the state 
must contain a 10 percent blend 
of alcohol produced from agri- 
cultural products. Gov. Peterson 
said use of an alcohol blend in 
gasoline would produce a supe- 
rior fuel, allow the use of lower 
octane gasoline, put the U. S. in 
line with other countries which | 
already use such a blend and | 
allow this country to conserve | 





its irreplacable petroleum _re- 


sources. 
+ 


+ * 
Below-Cost Sales Ban 
Faces Tiff in California 
Controversy over appropriation 
of funds for enforcement of Cali- | 
fornia’s unfair trade practices act, | 
banning below-cost sales, was ex- | 
pected to develop in the state legis- | 
lative session. The act is designed 
to curb “loss leader’ merchandis- | 
ing. 
* + * 


Virginia Acts to Protect 


Criminal-Car Lien Holders 


| 
| 
A bill to protect the rights of | 
automobile lien holders in cases 
where the vehicle is seized and 
subject to possible forfeiture by | 
virtue of use in criminal activity 
was passed by the Virginia sen- 
ate. Meanwhile, the house passed 
a similar bill. 
+ + * 


Business Tax Measure 
Offered in Arizona 


| 
A bill to repeal Arizona’s state 
constitutional levy of a _ personal | 
property tax on inventory stocks | 
of merchants was introduced in| 
the Arizona legislature. 
Also introduced, however, was a |} 
companion measure which would | 
impose a volume tax on the gross | 
business of merchants to offset the | 
loss of tax revenue through the} 
proposed elimination of the _ in-| 
ventory tax. 
* + + 


Reduced Calif. Budget 


Stands Pat on Taxes 

Gov. Warren submitted to the 
California legislature a reduced | 
$971,615,944 budget for the next 
fiscal year which called for no 
new taxes, 

“In addition, every department 
of the state government is pre- 
pared to make, and is under in- 
structions to make, every pos- 
sible saving throughout the year,” 
he said. 

+ * 


Ky. Taxi Tax Bill 


Kentucky cities would be em- 
powered to tax taxi companies up 
to one-quarter of 1 cent per mile| 
for use of city streets not main-| 
tained by the state, under terms 
of a revised state motor transpor- 
tation code passed by the Kentucky 
house of representatives and sent 
to the senate. 

& + + 


Teeth for Va. Sales Act 


A bill to put more enforcement | 
teeth in Virginia’s unfair sales act, 
banning below-cost sales, was, 
passed by the Virginia house of 
delegates and sent to the state} 
senate. 

* m * 


Safety Glass, Flare Bills 


Sent to Virginia Senate 


A bill permitting the use of ma-| 
terial other than safety glass in 
motor vehicles at places and of a 
type to be approved by the state 
police superintendent was passed 


|bicycles and a whole flock of ar- 
ticles “u-rent-it” shops offer to the 
|public. These rentals now go un- 
| taxed, 
| * +. * 

Virginia Coast Turnpike 

A bill providing for the creation 
of a coastal turnpike authority to 
issue revenue bonds for the con- 
struction of a toll turnpike between 
Virginia Beach, Nags Head, N. C., 
and other coastal points was 
passed by the Virginia house of 
delegates and sent to the state 
senate. 


Also passed by the house and 


type of flare to be approved by 


* * * 


Md. Bonus Bills Die 
Veterans’ bonus bills, including 
Another Michigan sales tax law/one which would have raised the 
“joker” which could cause even) state sales tax from 2 to 3 percent, 


more furor than the application of|died with the adjournment of the} 


the 3 percent levy against package 
liquor sales, is puzzling state offi- 
cials. It branches from a 1949 
amendment of the sales tax act, 
sponsored by a Pontiac dealer, Sen. | 
George N. Higgins, which makes 
rental of tangible personal prop- 
erty subject to 3 percent tax. 

It requires, ostensibly, levying of 
the sales tax to rental of office! 
equipment, machines, advertising 
billboard space, automobiles, trail- 
ers, linens and towels, fishing boats, 


Maryland legislature. 
+ * + 


Car Carrier Length Bill 


Advances in Virginia 

Virginia’s house of delegates 
passed and sent to the state sen- 
ate the Dodson-Rutherford bill to 
increase the permissible length of 
vehicles from 32 to 35 feet to take 
care of automobile carriers. 

The measure provides, however, 





| 


| 
| 


| 





that the state is not required to| gasoline sold in his county. The 
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SOLD TO OIL FIRM BY WOLFE MOTOR—Two petroleum trucks have been delivered to 
Bob a oil products distributor in Corydon, Ind., by Wolfe Motor Sales (Studebaker), 
also of Corydon. Sharp, at the right, and Kenneth Turley, left, pose with the trucks as 
they were mustered into service. 





provide more than “12% feet of | money would be used for county 
clearance on highway underpasses. | roads, he said. 
+ + * 7 * * 


County Singled Out Pile the Load Right 


At least one South Carolina leg- A bill given final passage by the 
islator is toying with the idea of| waryiand legislature provides that 
a one-county gasoline tax increase. all trucks using the state’s high- 
Rep. Causey, of Horry, says he has|ways must be loaded in such a 
asked the state highway depart-| manner to prevent any part of the 
ment’s advice on a special one-|load from spilling upon the high- 
cent-a-gallon additional levy on| way in such a manner as to create 
a traffic hazard. 





...ro DRY. PAINTED CAR 


IN THE DeVILBISS GAS-FIRED OVEN 


For as little as a dime’s worth of gas, you 
can dry a fresh-spray-painted car in only 
45 minutes in the DeVilbiss Auto Oven. 


Finishes are dried uniformly, evenly ... no 
discolored over-heated spots that require 
profit-slashing rework and touch-up... 


no customer dissatisfaction. 


The whole car is enveloped in a moving 
stream of clean, filtered air heated by gas to 
a safe temperature, and held there by simple 


automatic controls that anyone can operate. 


Get your body shop set up to handle an 


even larger share of the high-profit body 
and car-reconditioning business... install 
a DeVilbiss Auto Oven in tandem with the 
DeVilbiss Spray Booth. You'll turn out 
better, longer-lasting jobs. And more of 
them. Ask your DeVilbiss distributor fo: 


information and booklets. 


THE DEVILBISS COMPANY, Toledo 1, Ohio 
Canadian Plant: WINDSOR, ONTARIO 


Write for Free Booklets describing the 
DeVilbiss Auto Oven, DeVilbiss Economy 
Spray Booth, and Complete Paint Shops. 


PeViteiss 


#aa¥ soory 





e VI L me i S S means Quality in all four. j 
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SPRAY EQUIPMENT 
EXHAUST SYSTEMS 
AIR COMPRESSORS 
HOSE & CONNECTIONS 
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[ns Angeles 


‘LOS ANGELES TIMES 


FACTS FIGURES TRENDS 


America’s Third 
Market 


MARKET 
RESEARCH 


for the 
Automotive Industry 


Since 1946, the Los An- 
geles Times Continuin 
Home Audit has samnabed 
the relative standing of 
brands of automobiles, 
gasoline, motor oil and 
tires in Los Angeles County, 
the world’s greatest auto- 
motive market with 1949 
passenger car registrations 
reaching 1,543,647. 


The Home Audit is con- 
ducted monthly with inter- 
views at 600 homes selected 
by economic and geo- 
graphic factors to present 
a true cross section of all 
homes in the Los Angeles 
County Market. In March 
1950, total interviews 
passed the 30,000 mark. 


Any interested manufac- 
turer or advertising agency 
having an active client in 
the automotive field may 
have the findings of the Los 
Angeles Times Home Audit 
at no cost. Reports are 
available quarterly. This is 
the only newspaper service 
of its kind in the West. In 
addition, for the first time, 
a monthly record has been 
made of new passenger car 
sales in each of the 16 
major economic areas com- 
prising the Los Angeles 
County Market. 


Please address your re- 
quest for Los Angeles 
Home Audit information to 
Mr. Fred Selzer, Manager 
of Market Research, Los 
Angeles Times, 202 West 1st 
St., Los Angeles 53, Calif. 


> 


During 1949, The Times 
published more automotive 
advertising than any other 
Los Angeles newspaper. 
Data on the newspaper 
field in America’s third 
largest market may be ob- 
tained from the offices of 
Cresmer and Woodward in 
Detroit, New York, Chicago 
and San Francisco. 


LOS ANGELES 


TIMES 


Largest Daily 
and Home-Delivered 
Circulation on the Pacific Coast 
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| BUICK—’'49 Super 2-dr., $1,820, 
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Used-Car Auction Prices 





(Continued from Page 42) 


HUDSON —'48 Commodore (8) 4-dr., $1,- 
100. 
LINCOLN 49 club coupe, $1,580. ‘30 


touring sedan, $500. 
MERCURY—’50 club coupe, $2,060, $2,050, 


$1,900; 4-dr., $2,000. ‘49 club coupe, 
$1,410, $1,330, $1,575, $1,600; sport 
sedan, $1,465. ‘39 4-dr., $400. 

OLDSMOBILE—'50 (88) club sedan, §$2,- 
390; sedanet, $2,325, $2,225. ‘49 (88) 
4-dr., $1,900, $1,810; (98) sedanet, $1,- 
800. 

PLYMOUTH—’'50 SD conv., $1,960. "47 
SD 4-dr., $910. °46 Deluxe 4-dr., $730. 
'41 SD 2-dr., $400. 

PONTIAC—’50 Streamliner (8) 4-dr., §$2,- 
275. '49 Chieftain (8) club coupe, $1,835, 
$1,800; (6) club coupe, $1,725; Stream- 
liner (8) sedanet, $1,655; 4-dr., $1,725, 
$1,700; sedan delivery, $1,200. "48 
Streamliner (8) sedanet, $1,415. ‘41 (8) 
4-dr., $375. 

STUDEBAKER —'50 Champion 2-dr., $1,- 
600. 

WILLYS—'47 Jeep, $435. 

DES MOINES 
(Des Moines Automobile Auction Co., 
Inc. Sale every Thursday. Prices are for 


sale of Mar. 2.) 

(Sold all but 12 of consigned cars at 
a very brisk sale.) 

BUICK—’50 Special sedanet, $2,037; Super 
sedanet, $2,107. °'49 RM sedanet, $1,740. 
‘40 4-dr., $280. 

CHRYSLER—’'49 FL Deluxe 2-dr., $1,415, 
$1,372. ‘48 FM club coupe, $1,000, ‘47 
FL aerosedan, $1,025; SM 2-dr., $817; 
FM club coupe, $900. ‘46 SM 4-dr., $767, 
$762; 2-dr., $827. ‘41 2-dr., $375, $330, 
$302, $157. ‘40 2-dr., $422, $320. 

CHRYSLER ‘42 club coupe, $290, ‘41 


4-dr., $372. 

DODGE '49 Coronet 4-dr., $1,747. °46 
Deluxe 2-dr., $825. °39 4-dr., $117. 

FORD—’'50 Deluxe (8S) 2-dr., $1,547. '49 
Custom (8) 2-dr., $1,175; 4-dr., $1,210. 
'47 Deluxe (8) 4-dr., $705, ‘37 2-dr., 
$150. 

FRAZER—’48 4-dr., $960. 

HUDSON—’46 4-dr., $650, ‘41 2-dr., $142. 

MERCURY '49 station wagon, $1,200; 
2-dr., $1,397. ‘47 club coupe, $827. ‘39 
2-dr., $257. 


OLDSMOBILE—'41 2-dr., $427. 
PLYMOUTH—’49 Deluxe 4-dr., $1,327. ‘48 
Deluxe 4-dr., $1,070. ‘41 2-dr., $230. 
PONTIAC—'50 Streamliner (6) 2-dr., $2,- 
177. ‘49 Streamliner (6) 4-dr., $1,692. 
STUDEBAKER—'50 Champion club coupe, 

$1,642. ‘48 Champion 2-dr., $1,042. 


PHILADELPHIA 


(Harry D. Gilbert - Harold B. Robinson. 
Sales every Tuesday and Thursday, Prices 
are for sale of Feb. 28 - Mar. 2.) 


(Prices still high. Sold 178 units out 
of 260 offerings.) 

BUICK—’50 Super 4-dr., $2,250. ‘49 RM 
4-dr., $1,735. ‘48 Super 4-dr., $1,350; 
Special 2-dr., $1,270, $1,225. ‘46 RM 
4-dr., $1,035, $1,000. ‘41 Special 4-dr., 


$520, $500, $450, $340. ‘40 Special club 


coupe, $350. ‘39 Special 4-dr., $310. 
CADILLAC — '47 (62) 4-dr., $1,600. ‘42 
(62) 4-dr., $950. ‘41 (62) 4-dr., $770. 


50 FL Deluxe 2-dr., $1,835. 
‘49 FL Deluxe 2-dr., $1,500, $1,370; FL 
Special 2-dr., $1,315; SL Deluxe 2-dr., 
$1,465; SL Special club coupe, $1,375, 
$1,325. ‘48 FL aerosedan, $1,220, $1,215, 
$1,160, ‘47 FL aerosedan, $1,100, $980; 
SM 4-dr., $915, $825, $775. °46 SM 
2-dr., $775, ‘41 SD 4-dr., $635, $540, 
$485, $475, $460; conv., $525. ‘39 2-dr., 
$245, $215, $190, $100. ‘37 2-dr., $230. 

CHRYSLER—'40 Windsor 4-dr., $180. ‘37 
4-dr., $110. 

DeSOTO—’47 Custom club coupe, $1,065. 
'41 Custom club coupe, $440; 4-dr., = 

"4 


CHEVROLET- 


DODGE—’'49 Wayfarer 2-dr., $1,530. 
Custom 4-dr., $810. ‘41 4-dr., $310. ‘36 
4-dr., $190. 

FORD—'50 CD (8) conv., $2,060; Deluxe 
(8) 2-dr., $1,480, $1,430. ‘49 Custom 
2-dr., $1,275; Deluxe 2-dr., $1,130, ‘48 
SD 4-dr., $1,015, $930, $900; station 


wagon, $960. °'46 Deluxe (6) club coupe, 
$740. °41 SD 2-dr., $360. ‘37 2-dr., $230, 
$195, $100. '36 business coupe, $120. 


HUDSON—’'47 Super (6) 4-dr., $660. 

LINCOLN 49 4-dr., $1,525. ‘42 4-dr., 
$400. 

MERCURY—'49 4-dr., $1,490, ‘48 conv., 
$1,070; club coupe, $1,080, $1,030, 

NASH—’49 Ambassador 4-dr., $1,310. ‘47 


(600) club coupe, $750, °46 (600) 4-dr., 


$710. °40 Ambassador 4-dr., $250. 
OLDSMOBILE—’48 (98) 4-dr., $1,425; (68) 
4-dr., $1,200. '47 (66) 4-dr., $1,050. ‘46 
(66) 2-dr., $865. °40 (98) 4-dr., $450. 
PACKARD—’'48 Custom 4-dr., $975. ‘42 
(120) 4-dr., $355. °40 4-dr., $150. 
PLYMOUTH—'49 SD conv., $1,400; 2-dr., 
$1,380, $1,360, $1,340, $1,310. ‘47 SD 
club coupe, $1,030, $980. ‘41 SD 4-dr., 
$505, ‘40 business coupe, $440; 2-dr., 
$370, $300. ‘39 2-dr., $230, $200, ‘37 
2-dr., $140. 
PONTIAC—’'41 2-dr., $225. ‘39 2-dr., $265. 
STUDEBAKER—'48 Champion RD 4-dr., 
$1,150; Deluxe club coupe, $1,085. ‘47 


business coupe, 


Champion 4-dr., $930; 
$210. 


$775. ‘41 Cnampion 2-dr., $365, 
'40 Champion club coupe, $195. 
WILLYS—’48 station wagon, $785. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 
Prices are for sale of Mar. 3.) 

(Market is steady. Sold 108 units out 

of 162 offerings.) 


4-dr., $870. °40 Super 4-dr., $375. 

CADILLAC—’'49 (62) 4-dr., $2,900, ‘41 
(62) 4-dr., $500, 

CHEVROLET—’50 SL Deluxe 4-dr., $1,690. 
'49 FL Deluxe 2-dr., $1,350, $1,450; 
4-dr., $1,365. ‘48 FL aerosedan, $1,150. 
‘47 FL aerosedan, $1,030. ‘41 SD club 
coupe, $675; MD 4-dr., $260. 

CHRYSLER—’48 Windsor club coupe, §$1,- 
340. '46 Royal 4-dr., $1,045. ‘41 Wind- 
sor 4-dr., $225. 

DeSOTO—’49 Custom club coupe, $1,725. 


DODGE—'46 Deluxe 2-dr., $835, ‘40 De- 
luxe coupe, $155. 
FORD—’50 CD (8) conv., $2,040; Deluxe 


(8) 2-dr., $1,680. '49 Custom (8) 2-dr., 
$1,295; 4-dr., $1,260; Standard (6) 2-dr., 
$1,175. ‘48 SD 4-dr., $825. ‘46 Deluxe 
2-dr., $565. ‘39 Deluxe 4-dr., $300. 
HUDSON—’49 Super (6) 4-dr., $1,380. '47 
Super (6) club coupe, $600, ‘46 Super 
(6) 4-dr., $520. , 
KAISER—’'47 4-dr., $655. 


'46 Super | 








LINCOLN—'47 Custom club coupe, $835. 
"41 4-dr., $395. 

MERCURY-—-'50 4-dr., $1,955. ‘49 4-dr., 
$1,475; club coupe, $1,480. ‘48 club 
coupe, $1,045. ‘'41 conv., $410. 

NASH—’'49 (600) 4-dr. $1,185. ‘48 (600) 
4-dr., $915. 

OILDSMOBILE—’49 (98) 4-dr., $1,850; (S88) 
2-dr., $1,850. °'48 (76) 2-dr.. $1,300; 
(98) 4-dr., $1,500. ‘41 2-dr., $250. 

PACKARD — '49 (8) 2-dr., $1,490. ‘41 


(120) 2-dr., $205. 

PLYMOUTH—'49 SD 4-dr., $1,575, $1,380; 
club coupe, $1,560. ‘48 SD 4-dr., $1,010. 
‘47 SD club coupe, $880. 

PONTIAC—’'48 Streamliner 2-dr., $1,395, 

$1,310, $1,265. ‘46 Torpedo (8) 2-dr., 
05. 


$905. 
STUDEBAKER—’50 Champion RD 2-dr., 
$1,630. ‘49 Champion RD 2-dr., $1,300. 


‘47 half-ton pickup, $590. ‘46 Champion 


4-dr., $635. 


DETROIT 


(Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Mar. 8.) 

(Sold 35 units out of 57 offerings.) 
BUICK—’49 RM 4-dr., $1,640, ‘47 Super 


4-dr., $965, $985. ‘41 club coupe, $475. 

CHEVROLET—'4¥ FL Special 4-dr., $1,300, 
$1,255. ‘48 FL aerosedan, $1,075; FM 
4-dr., $1,060. ‘47 2-dr., $800, ‘41 club 
coupe, $385; 2-dr., $410. 

CHRYSLER—'47 4-dr., $1,100. 

FORD—’'50 Deluxe (8) 2-dr., $1,540. ‘49 
Standard (6) 2-dr., $1,005, $1,180. ‘47 
SD (8) 2-dr., $810. '46 SD (8) 2-dr., 
$740. ‘41 2-dr., $200. ‘40 2-dr., $400. 


"36 2-dr., $135 
HUDSON —'41 coupe, $175. 
KAISER—’48 4-dr., $780. 
LINCOLN—’'46 4-dr., $635. 


OLDSMOBILE—’'41 4-dr., $325. ‘40 4-dr., 
$145. °36 2-dr., $50. 

PACKARD—'48 4-dr., $1,270. 

PLYMOUTH—’48 4-dr., $1,025, ‘41 2-dr., 
$170. '39 2-dr., $175. 

PONTIAC—'48 4-dr., $1,260, $1,210, ‘41 
4-dr., $400. 

STUDEBAKER—’'50 Champion RD 2-dr., 
$1,640. 


CONCORD, MASS. 


(Concord Auto Auction, Inc. Sales every 
Monday and Friday. Prices are for sales 
of Mar. 3-6.) 

(Sold 150 units out of 165 offerings.) 
BUICK—’50 Special business coupe, $1,650. 

‘49 Super sedan, $1,815, $1,850; Special 

sedanet, $1,775; RM sedan, $1,750. ‘47 

Super sedanet, $1,200; conv., $1,285; RM 

conv,, $1,200. 

CADILLAC—’'47 (62) sedan, $1,425. 
CHEVROLET—'49 SL Deluxe conv., §$1,- 

750; sedan, $1,495, $1,410; club coupe, 

$1,500, $1,490; SL Special sedan, $1,430; 

FL Deluxe sedan, $1,400. ‘48 FM sedan, 


$1,195, $1,185; FL aerosedan, $1,125. ‘47 
FM sedan, $910, $875; club coupe, §$1,- 
065; SM sedan, $800, $950. ‘42 FL 


sedan, $355. ‘41 1'%-ton rack, $125; FL 
sedan, $425; SD sedan, $590; club coupe, 
$480. ‘40 MD sedan, $375, $275, $400; 
SD sedan, $405, 2 at $440. '39 MD coupe, 
$250. ‘37 sedan, $175. 

CHRYSLER—’46 New Yorker club coupe, 
$945, $880; Windsor sedan, $950. 
DeSOTO—'49 Custom sedan, $1,425; 

luxe sedan, $1,725. 

DODGE—’'49 Wayfarer business coupe, §$1,- 
225. ‘47 Custom sedan, $1,175, $1,100. 
"41 Deluxe sedan, $365. 

FORD—'50 CD (8) club coupe, $1,600. ‘49 
Custom (8) station wagon, $1,550, $1,- 
510; sedan, $1,250. ‘48 SD club coupe, 
$960. ‘47 SD club coupe, $930, $880; 
business coupe, $705. ‘46 SD (8) conv., 
$1,025; sedan, 2 at $750; (6) sedan, $715. 
"39 sedan, $125, $100. ‘3S conv., $100. 
"37 sedan, $165. ‘36 coupe, $75. 

HUDSON—’48 Super (6) sedan, $1,085. 

MERCURY—’50 club coupe, $1,900. ‘49 
sedan, $1,500. ‘41 club coupe, $335, 

NASH—'49 (600) sedan, $1,215, $1,100. 

VLDSMOBILE—'49 (76) sedanet, $1,735. 
*48 (98) sedanet, $1,250. °'47 (78) sedan, 


De- 


$1,100. '46 (76) sedan, $830. ‘39 sedan, 
$110, $320. 

PACKARD — '41 conv., $435. ‘37 (110) 
conv., $25. 

PLYMOUTH—'50 Deluxe sedan, $1,600. ‘48 
Deluxe sedan, $1,140; SD sedan, 2 at 
$1,130, $965, $1,180. ‘40 sedan, $330. 


‘37 sedan, $100. ‘36 sedan, $115. 
PONTIAC—'49 Chieftain (8) sedan, $1,780. 
‘47 Streamliner (8) sedanet, $1,130; Tor- 
pedo (8) sedan, $1,175, $1,115. "46 
Streamliner (8) sedanet, $825; Torpedo 
(8) sedan, $890, ‘38 sedan, $150. 
STUDEBAKER—’'50 Champion sedan, §1,- 
550, $1,600, $1,625. ‘40 Commander club 


coupe, $295. 

WILLYS—’48 Jeepster, $1,062. ‘41 sedan, 
$140. 

MISCELLANEOUS—'48 Anglia-Pref, 2-dr., 
$400, $375, $350. ‘46 International 1%- 
ton dump truck, $390. ‘40 Mack 2-ton 
plow, $210. 

ALBANY, N. Y. 
(Tim Anspach’s Dealers Auto Auction. 


Sale every Monday. Prices are for sale of 

Mar. 6.) 
(Prices mixed—somewhat below previ- 
ous week’s high, but higher than last 
month’s averages. News of coal strike 
settlement and persistent selling halted 
dangerous speculation by wholesalers. 
Sold 100 units out of 112 offerings.) 


BUICK—’'50 Super 4-dr., 2,425; Special 
4-dr., $1,885; business coupe, $1,680, ‘49 
RM 4-dr., $1,785; sedanet, $1,700, ‘48 
Special 4-dr., $1,300; Super 4-dr., §$1,- 
430. ‘47 RM 4-dr., $1,150. ‘46 Special 
2-dr., $870; 4-dr., $950. ‘42 RM 4-dr., | 
$440. ‘40 Super 4-dr., $255. 

CADILLAC—’'47 (62) 4-dr., $1 600. "42 | 
(62) 4-dr., $750, ‘41 (62) 4-dr., $570; 


(61) sedanet, $525. 

CHEVROLET—'50 SL Deluxe 4-dr., 2 at 
$1,650. ‘49 SL Deluxe conv., $1,575; SL 
Special 4-dr., $1,380, $1,400; FL Deluxe 
2-dr., $1,485, $1,430, $1,400. ‘48 SM 
2-dr., $1,040; FL aerosedan, $1,120. ‘47 
SM 2-dr., $850, $925; 4-dr., $950. ‘45 
half-ton pickup, $350. ‘42 MD 2-dr., 
$385. °41 SD 4-dr., $340; Deluxe 2-dr., 
$350. °40 SD 2-dr., $335. °39 MD 2-dr., 
$135, $240. 

CHRYSLER—'46 Windsor limousine, 
$1,010; Royal 4-dr., $1,000. °42 
4-dr., $325. ‘41 Royal 4-dr., $220; 
toga 4-dr., $860. ‘40 Saratoga 
$180. 

DeSOTO—’'49 Custom 4-dr., $1,175. 

DODGE—’49 Coronet conv., $2,080. ‘47 


$690, 
Royal 
Sara- 
4-dr., 
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Atroworive News 


“Well, I had sort of hoped for a 
car that didn’t cost much, was 
economical on fuel and upkeep, but 
looked and rode like an expensive 
job.” 


Custom 4-dr., $1,060, ‘41 Deluxe 4-dr., 
$310. ‘40 Deluxe 4-dr., $420. 

FORD—’'50 Deluxe (8) 4-dr., $1,575; CD 
(8) club coupe, $1,585. ‘49 Custom (6) 
2-dr., $825. ‘47 SD (8) 2-dr., $725; SD 
(6) 2-dr., $760. ‘46 SD (8) 2-dr., $720, 
$680; Deluxe (S) 2-dr., $660. ‘41 SD (8) 
4-dr., $350. 


HUDSON—'49 Super (6) 2-dr., $1,360, ‘47 


Super (6) 4-dr., $770. 

KAISER '48 4-dr., $960. ‘47 Custom 
4-dr., $785. 

MERCURY—’'50 club coupe, $1,905. ‘49 
club coupe, $1,475; 4-dr., $1,450, $1,410. | 
‘47 4-dr., $800, ‘41 2-dr., $340. 

NASH—'42 (600) 2-dr., $325, 

OLDSMOBILE—'50 (SS) 2-dr., $2,180, ‘49 
(88) 4-dr., $1,900. °'48 (98) 4-dr., $1,550. 
‘47 (76) sedanet, $925. ‘41 (68) 4-dr., 
$400. °40 (90) 2-dr., $300. 

PLYMOUTH ‘50 Deluxe 2-dr., $1,550; 
club coupe, $1,710. ‘49 Deluxe club 
coupe, $1,330. ‘48 SD 4-dr., $960, $1,- 
180, $1,000, ‘47 SD 4-dr., $905, "40 
Road King 4-dr., $250, $220, $200. 

PONTIAC—’'50 Chieftain 2-dr., $2,270, ‘41 
Streamliner 4-dr., $350. ‘39 4-dr., $300. 


*38 2-dr., $80. 


STUDEBAKER—’'50 Commander 2-dr., $1,- 





850; Champion 2-dr., $1,550; Champion 
RD 4-dr., $1,560. 

WILLYS—'48 Jeep, $720. ‘47 Jeep, $490. 

MISCELLANEOUS ‘49 Renault 2-dr., 
$500. ‘40 LaSalle 4-dr., $360. '36 GMC 
half-ton pickup, $150. ‘32 Reo hearse, 
$140. 

DENVER 
(Denver Auto Auction, Inc. Sale every 

Tuesday at Englewood, Colo. Prices are} 

for sale of Mar. 7.) 

BUICK—’'50 Super 4-dr., $2,215. ‘49 Super 
2-dr., $1,790; RM 2-dr.. $1.670. ‘48 
Super 4-dr., $1,325, $1,330 ‘47 Super 
2-dr., $1,160, $1,220. ‘46 Super 4-dr., 
$895, $900. ‘42 Super 4-dr., $465 

CADILLAC—'49 (60) Special 4-dr., $2,465, 
$2,550, ‘47 (61) 4-dr., $1,390, ‘41 (61) 
4-dr., $800. 

CHEVROLET—'50 conv., $2,005; SL Spe- | 
cial 4-dr., $1,635, $1,675; %-ton pickup, 
$1,345. ‘49 SL Deluxe 2-dr., $1,470, $1,- 
475, $1,485, $1,505, $1,445, $1,390, §$1.-/| 
345; FL Deluxe 4-dr., $1,450, $1,460. ‘48 | 


FL aerosedan, $1,220, $1,255: FM 4-dr., 
$1,135, $1,155, $1,185, $1,205, $1,230, $1,- 
250. 
$910, $1,005, $1,015; sedan delivery, $835. 
‘46 SM 4-dr., $835, $845. 

CHRYSLER—’50 New Yorker 4-dr., $2,700; 
Windsor 4-dr., $2,385. ‘49 Windsor 2-dr., 
$1,950. ‘48 Windsor 4-dr., $1,260, $1,350. 
"47 Windsor 2-dr., $1,145. 

DeSOTO—'50 Custom 4-dr., $2,175. 


'47 FL aerosedan, $1,020; FM 2-dr., | 


DODGE—'50 Meadowbrook 4-dr., $1,945. 
"48 Custom 4-dr., $1,080. ‘47 4-dr., $880. 

FORD—’'50 CD (8) conv., $2,040; 4-dr., 
$1,610, $1,650, $1,725; (6) 2-dr., $1,540. 
"49 Custom (8S) 2-dr., $1,190, $1,260. 
48 SD 2-dr., $900. ‘47 SD 2-dr., $895. 
"46 2-dr., $615, $655, $700, $745, $795. 

FRAZER—'48 Manhattan 4-dr., $965. ‘47 
4-dr., $700, 

HUDSON—'46 4-dr., $500. 

KAISER—'49 Custom 4-dr., $910, $1,120. 
"48 4-dr., $725, ‘47 Custom 4-dr., 2 at 
$670. 

LINCOLN —'46 2-dr., $685. ‘39 4-dr., $195. 

MERCURY—'50 conv., $2,205; 2-dr., $1,- 
850, $2,145, 2,150 '49 conv., $1,485. 
"46 4-dr., $830. 

OLDSMOBILE—’'50 (98) 4-dr., $2,390, §$2,- 
500; 4-dr., $2,215; 4-dr., $1,945, '49 | 


(98) 2-dr., $1,740, $1,810. ‘47 (66) 4-dr., 
$900, $1,035. ‘46 (78) 2-dr., $545. 


PACKARD—'47 (6) 4-dr., $630. | 

PLYMOUTH—'50 Deluxe 2-dr., $1,595. ‘49 
P-17 business coupe, $1,125, $1,220. ‘47/| 
2-dr., $800. ‘41 club coupe, $365. 

PONTIAC—-'50 Streamliner (6) 2-dr., $1,- 
755, ‘49 Streamliner (8) 2-dr., $1,700, 
$1,720. ‘48 Streamliner (8S) 4-dr., $1,250, 
$1,300, ‘46 (6) 2-dr., $905 "40 (6) 
2-dr., $340. 

STUDEBAKER "50 Champion Deluxe 
2-dr., $1,700, $1,655. 

WILLYS '49 Jeep, $900. ‘48 station | —— sional 
wagon, $750. ‘47 Jeep, $500, $485. | 

JACKSON, MISS. 

(Farmer's Used Cars Auction every | 


Wednesday. Prices are for sale of Mar. 1.) | 


(Sold 169 units out of 241 offerings.) 
BUICK—'50 Super 2-dr., $2,250, $2,190; | 
Special 2-dr., $1,880 48 Super 4-dr., 
$1,300, $1,250. ‘47 RM 4-dr., $1,105; 
2-dr., $1,190. 
CHEVROLET —'50 SL Deluxe 4-dr., $1,680; 
half-ton pickup, $1,205. ‘49 SL Deluxe 


2-dr., $1,475, $1,450, $1,425; club coupe, 
$1,360, $1,345. ‘48 FL aerosedan, 2 at 
$1,180, $1,175; FM 4-dr., $1,015; 2-dr., 
$960. ‘47 FM 2-dr., $905, $970. ‘46 SM 
4-dr., $520. ‘41 4-dr., $480, $300, $290; | 
2-dr., $395. 


CHRYSLER—’48 New Yorker 4-dr., $1,170 
‘47 Windsor 4-dr., $870. 

DODGE—'46 2-dr., $730; half-ton pickup, 
$410; 2-ton truck, $300. | 

FORD—’'50 CD (8) 4-dr., $1,750; Deluxe 
2-dr., $1,605, $1,505; business coupe, §1,- 
410; half-ton pickup, $1,170. ‘49 4-dr., | 
$1,220, $1,200, $1,180, $1,150; 2-dr., 2 at | 
$1,205, $1,200. ‘48 SD (8) 2-dr., $990, 
$960, $935; 4-dr., $800. ‘47 SD (8) 2-dr. 
$880. '46 SD (8) club coupe, $775; 2-dr., 
$725, $675. '42 2-dr., $380, $200. ‘41 
2-dr., $270, $260. 





| 


| 


| 


|according to engineers. 





HUDSON —'49 4-dr., $960. ‘47 4-dr., $590 
$555. 

KAISER—'48 4-dr., $750. ‘47 4-dr., $610 

MERCURY—'48 2-dr., $1,010. 

OLDSMOBILE—'49 (98) 4-dr., $1,830 47 
2-dr.. $885. ‘41 2-dr., $365. °40 4-dr 
$220; 2-dr., $150 

PLYMOUTH—-'49 SD 4-dr., $1,450; 2-dr 
$1,380. ‘48 SD 2-dr., $920; Deluxe 4-dr 
$835. ‘47 SD 4-dr., $955, $870; 2-dr., 
$800. 

PONTIAC—"49 Chiefetain (8) 4-dr., $1.,- 
840. ‘47 4-dr., $850, 

WILLYS—'48 Jeep, $420. ‘47 Jeep, $370, 
$350. 

MISCELLANEOUS "50 GMC half-ton 


pickup, $1,230 ‘49 GMC half-ton pickup, 


Long Grind 


It’s Golden Anniversary 


For Norton Device 


WORCESTER, Mass. One of 
the most important phases in the 
rise of the American automobile 
industry was commemorated when 
Norton Co. observed the 50th birth- 
day of its Grinding Machine divi- 
sion. 

As the Norton Grinding Co., the 
division set out to produce the 
first production cylindrical grinding 
machine in the U. S. The most 
important factor in the decision 
was based on the founders’ faith 
in the genius of one man, Charles 
H. Norton. 

The methods he introduced and 
the machinery manufactured by 
Norton Grinding Co. worked an 
economic revolution in the mechan- 
ical industries and made it pos- 
sible to produce precision-ground 


|cylinder parts of machinery in less 
| time than the crude work required 


before his methods were conceived. 


Modern autos require more than 
300 different grinding operations, 
Multiply 
that figure by the number of autos 
and trucks produced in the last 


|50 years in the U. S. alone, and you 
|have an idea of the grinding ma- 


chine’s importance to modern 


industry. 


the original wax-treate 


AUTO POLISHING CLOTH 


BIG BARGAIN for your customers 


50 Dry WASHES FoR 50c. Absorbs 
rime without 
ALUE in this 
big size cloth, with stitched edge, 
It's fine for 


dust; wipes off road 
scratching. EXTRA 


in metal container. 
furniture, too. 


Easiest of all accessories to sell. 
Show it and you'll sell it! Gener- 
ous mark-up. If jobber can't supply 

StIK 


you, order direct from: LAS 


MFG. COMPANY, Hamilton, Ohio 








New PRECISION CAST... 


ELIMINATING ALL DIE COSTS 
Quantities as low as 100 may be 








job! Proof of design submitted for 
approval. Heavily chrome plated. 
Write for details. 









* PRECISION 


- 


Phila. 45, Pa., Dept. A> 








jNAME PLATES 


ordered with original design for every 








29th & McKean Sts. ! 
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tor hard-working Automotive Men! 


(f 


nw the big fact for 1950 car- 
buyers! 


You can have a truly automatic 
drive on any new General Motors 
car. 


This solution of the shifting prob- 
lem is another example of how GM 
works ceaselessly on product im- 
provement. The first step was taken 
over 20 years ago when GM developed 
Synchro-Mesh transmission to free 
the driver from clashing gears. 


Then they set out to eliminate 
clutch pedal and manual gearshifting 
— and pioneered automatic trans- 
missions 11 years ago. They didn’t 
stop there, but kept at their job of 


. making driving easier for more and 


more people. 
Today — thanks to endless work in 


$ ner a “7 **MORE AND BETTER THINGS FOR MORE PEOPLE’ 
; a 
Your Key to 
Greater Value 


Speaking about automatic drives, here’s where we talk 
right up to your customers. 


For this latest ad in the GM Key series tells them straight— 


research, engineering and production 
—any 1950 GM car can come equipped 
with a truly automatic drive — 
PowerGlide on Chevrolet; Hydra- 
Matic Drive on Pontiac, Oldsmobile, 
Cadillac; Dynaflow Drive on Buick. 


And any dealer in GM cars will be 
glad to show you how free and easy 
driving can be. 





To bring automatic drives within the reach of 
the car-buying public's budget, production men had to 
plan new woys of building precision-made assemblies 


“you can have a truly automatic drive on any new GM car!” 


And no one knows better than you that folks want this above all else— 
a drive that works without clutch pedal or hand gearshifting. 


See this ad in top national magazines, usually as a full-color 
spread. And watch for customers who'll be asking 
for drives that are automatic all the way! 























There’s no clutch pedal—there's no manuo! gear: 
shifting in normal forward driving—as you travel with any 
one of GM's completely automatic drives. And each GM 
car offers the drive best suited to its needs. 





Entirely new alloys were needed for the inner 
works of automatic drives, and research metallurgists 
developed them. 


Motors 


CHEVROLET + PONTIAC «+ OLDSMOBILE «+ BUICK «¢ CADILLAC « BODY BY FISHER « GMC TRUCK & COACH 


Hear HENRY J. TAYLOR on the air every Monday evening over the ABC Network, coast to coast. 
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By George Deery 
Associate Editor 


Employing a new “talking pic- 
tures” technique, the 1950 Oil In- 
formation Committee advertising 
campaign has started in Life, Sat- 
urday Evening Post, Look and Col- 
lier’s. 

Over 15,000,000 families will be 
reached each insertion, with 12 
black-and-white pages scheduled 
plus one black-and-white double 
page spread due to appear during 
Oil Progress Week in October. 

The OIC campaign is designed 
to accomplish four basic objectives: 

1. That a self-managed progres- 
sive oil industry offers more bene- 
fits to the public than a restricted 
and regulated industry. 

2. That the oil industry is prog- 
ressive, constantly improves prod- 
ucts, offers ever higher standards 
of service. 

8. That progress in the oil in- 
dustry results from competition 








This wes 


Affecting Factories and Dealers .. . 
Auto Advertising 
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—that the oil industry is not a 
monopoly. 
4. That prices in the oil industry 


are determined by supply and de-| 


mand on a competitive basis. 

Only one of these major objec- 
tives is covered in each individual 
advertisement, with every adver- 
tisement featuring an overall mes- 
sage of oil progress and the 
sulting benefits to the public, the 
committee states. 

* + + 


Truck Movies 


Two 30-minute color movies, pro- 
duced and distributed by the truck 
division of International Harvester, 
are scheduled to show before more 
than 5,000,000 persons during 1950. 


One film, “An African Adven- 
ture,” comprises action pictures 
taken by Commander Attilio 
Gatti, noted explorer, during a 
recent safari to the Mountains 
of the Moon and Mount Kiliman- 
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jaro, “the roof of Africa.” The | 
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DODGE WINS ‘FREEDOM' MEDAL—This division of Chrysler last week received a gold 
| medal award from Freedom's Foundation of Valley Forge, Pa., for the excellence of the 


Dodge sound motion picture, ‘Our America."" Allen B. Crow (left) of Detroit, director 
of the foundation, is shown making the presentation to Ray Ayer, Dodge sales supervisor, 
at a meeting of the Economic Club of Detroit. In addition to showings by Dodge dealers 
film distribution firms place its audience as totaling 7,122,194, bringing a probable tota 
of 8 000,000, Dodge states. The medal depicts Gen. George Washington at prayer meeting 
in Valley Forge. 


tional Presents the New L-line 
Trucks,” features the testing of 
trucks on the proving ground and 


Gatti convoy was made up of In- 
ternational trucks. 
The other film, entitled “Interna- 





Here's air-cooled comfort in seat covers! 
Lumite lets air circulate freely because it’s 
a woven fabric. The weave “breathes”... 
keeps the surface cool in summer— 
prevents clamminess in winter. And Lumite 
keeps looking as good as it feels. It’s 
woven of tough saran that scoffs at scuffing 
. .. that can't be harmed even by battery 
acid. Yes, in wear—as well as comfort and 
appearance—seat covers of Lumite fabric 
serve best. Stock them and watch them 

sell best. They're the world’s finest! 


Look for this full-page, four-color 
Lumite advertisement in the April Ist 


The Seturde: 


ST and April HOLIDAY 


x k* k * 


One of a colorful series in the 1950 Lumite campaign, this 
advertisement will start lots of people looking for the air- 
conditioned luxury of Lumite. Use Lumite’s FREE adver- 
tising mats and promotional material. Let these people 
know you stock seat covers of Lumite fabric. 


over roads and highways through 


out the country. 
7 . > 


K-F Drive All Set 


panded advertising budget for it 


||1951 models to be marketed this 


year, with 65 percent of the outla) 


dealer cooperative fund. K-F’s cam- 


vertising. Durkee said the remain 


-|ing one-third of the ad budget has 


been earmarked for national maga- 
zines and other media to reach ai! 
buyer groups. 

Durkee emphasized that “all 
expenditures in local markets 
will be made in direct proportion 
to the number of cars purchased 
by the individual dealer.” 

The bulk of local advertising- 
approximately 85 percent—will be 
placed in daily and weekly news- 
papers and Sunday supplements 
Of the remaining 15 percent, seven 
has been earmarked for outdoor 
billboards, six for radio spot an- 
nouncements and two for television 
spot announcements. 

The billboards are scheduled for 
posting in nearly 600 market areas 
during May and August. 

“The general slogan for all K-F 
product advertising will be: ‘Built 
|to Better the Best on the Road.’ 
“In our Kaiser campaign, we are 
| introducing a new descriptive term 
to capture the public imagination: 
|‘Anatomic Design.’ 
The Frazer campaign will em- 
| ploy the term “Handcrafted.” 
| Manhattan advertisments will be 

the continuation of the tradi- 

tional line: ‘Pride of Willow Run.’ 
| “Full details on the low-priced 
| car program will be announced at 
|a later date, but it will be based 
|}on the theme of high performance 
lat remarkable economy,” Durkee 
_ 





* of * 

|More Airings 

| Automobile manufacturers are 
|continuing their extensive use of 
|the radio and television facilities 
|of the American Broadcasting Co., 
| it announced last week. New orders 
|have been received from Kaiser- 
| Frazer Sales Corp. covering sched- 
ules on WJZ and WJZ-TV, New 
York key radio and television sta- 
tions, respectively, of ABC. 

Buick has signed to use KECA- 
| TV, the network’s Los Angeles sta- 
tion. The K-F agency is William 
|'H. Weintraub & Co., New York. 
|Kudner Agency has the Buick 
| account. 

* o* * 


Three Haven’t 


The opening gun in the new 
nationwide campaign to warn the 
| “Y out of 10 who have ‘B.A,’” will 
be fired by Bear Mfg. Co., Rock 
Island, Ill., on Apr. 15. The initial 
ad will appear in the Saturday 
Evening Post. “B.A.” means “bad 
alinement.” 


In addition to the national ad- 
vertising placed by Bear, many 
operators throughout the nation 
will use the Bear tiein advertise- 
ments in their local newspapers. 
Bear has provided mailing pieces, 
posters, handbills and radio con- 
tinuity for dealer use to further 
promote the campaign. 

+ * + 


Chrysler Dealer TV 


First of a series of 21 TV com- 
mercials, produced by Sarra, Inc., 
for the Chrysler Dealers of Chi- 
cago through Olian Advertising 
Co., has gone on the telewaves 
over all Chicago stations, Louise 
King and the King’s Jesters are 
the featured voices on the sound 
track. 


* * * 


Heads PR for U. S. Tires 


P. J. McGovern has been ap- 
pointed director of public relations 
for the tire division of United 
States Rubber. He will have head- 
quarters in Detroit, where he for- 
merly was in charge of production 
education and training activities. 


Kaiser-Frazer announces an ex- 


to be spent locally through the K-F 


_ |paign plans were announced by 
'|Burton R. Durkee, director of ad- 
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|Charles Brandt remains with the 
| corporation’s public relations divi- 


|sion in New York. 
| + - ” 


| Young Singers 

Oldsmobile and Fisher Body 
are sponsoring a weekly broad- 
cast over WJIM, Lansing, by the 
GM junior choir in that city. 
The group is composed of 350 
youngsters under the age of 16. 
The half-hour program originates 
in the Oldsmobile auditorium in 
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ANNAPOLIS, Md.—Ruling in ef- 
fect that a buyer doesn’t have to 
believe everything a used-car sales- 
man tells him, the Maryland state 
court of appeals unanimously re- 
versed an Alleghany county circuit 
court verdict which had awarded 
$900 damages to George Bolyard 
of Keyser, W. Va. 

The decision was handed down 
in a case which arose in the days 
when buyers paid more for a “used” 
car than the list price of the same 
car new. It involved a_ dispute 
over whether a salesman told Bol- 
yard he could buy a used Buick 
for the price of a new Buick. 

“In the circumstances, we think 
the price of new Buick ‘futures’ 
was not material to an immediate 
purchase of a used Buick,” the high 
state tribunal said in an opinion 
written by Judge Charles Markell. 

“In a free market a misrepre- 
sentation of the market price of a 
new Rolls-Royce or a horse and 
buggy would hardly be material in 
a purchase of a used Buick. 

“A housewife who bought a bag! 
of flour from a grocer could not} 
maintain an action for deceit in a} 


Average Tenure 


Of Ford Dealers 
Is 15 Years 


DEARBORN.-—A current analysis 
of the 6,400 Ford dealers in the 
nation shows an average of 15 years 
of continuous service with Ford 
Motor Co., L. W. 
Smead, assistant 
general sales 
manager, Ford di- | 
vision, states. 

Three hundred 
and thirty-six) 
Ford dealers have | 
had 35 or more} 
years of continu- 
ous service, dat- 
ing back to 1903. 

Another 1,112 
dealers have con- 
tinuous service of 25 to 34 years; 
1,204 dealers have from 15 to 24 
years of service; 1,021 dealers have 
from 10 to 14 years of service; 1,165 
have from five to nine years of 
service, and 1,575 dealers have had | 
up to five years of service. 





L. W. Smead 





Baltimore Ponders 


1951 Auto Show 


BALTIMORE. — The first local 
automobile show in 10 years may 
be held here next winter, according | 
to J. C. Darrell, general manager 
of the Automobile Trade Assn. 

In spite of interest shown by 
Baltimore residents who attended 
the auto show in Washington, no 
show will be held here this year, 
said Darrell. The main difficulty, 
he said, was in finding a place to 
hold it. 

As long as demand for new mod- 
els equals production, dealers who 
participate in auto shows primarily 
to stimulate their sales will not 
be “over-interested” in such a proj- 
ect, Darrell said. 


Virginia Dealers Denied 
Blanket Insurance Rates 


RICHMOND, Va.—The Virginia 
state corporation commission has 
rejected annual blanket policy 
rates for automobile dealers and or- 
dered a one-third reduction in the | 
proposed rates. Dealer spokesmen 
were sharply critical of the action. 

It also increased by 10 percent 
collision rates on passenger cars 
built between 1936 and 1941. De- 
creased were comprehensive and | 
fire and theft rates on the same 
models. 








White Picks Distributor 


White Motor Co., Cleveland, has | 
appointed Southern White Sales | 
Co., Memphis, as distributor of its 
trucks, E. R. Kinnebrew, president 
and general manager of the new 
organization, comes to Memphis | 
from Philadelphia, where he has | 
been district manager for the past 
five years. 


Price of Gullibility 


Misrepresenting Cars’ Price Ruled No Grounds 
For Damage Claim in ’46 Market 


misrepresentation of the Chicago 
price of grain ‘futures.’” 

The court held that, whatever 
the salesman told him, Bolyard 
could easily have found out the 
price of a new Buick, if that influ- 
enced his decision to buy. 

It was brought out that three 
years ago, Bolyard bought a used 
Buick for $3,000 from Babb Motor 
Sales Co., of Cumberland. He said 
a salesman on the lot told him 
$3,000 was the price of a new 
Buick but later he discovered the 
price tag on the same model new 
was $1,987. 

Bolyard eventually sold his Buick 
to another used-car dealer for 
$2,100. A jury in the lower court 
awarded him the difference, or $900. | 

In reversing the lower court, the 
court of appeals said: 

“We find no evidence legally suf- 
ficient to entitle him to recover. 
There is no evidence that the) 


Buick was not worth the $3,000, | 
the price agreed upon and paid.” | 








Truly TOP QUALITY cov- 
ers at a NEW LOW price. 


RANKIN MANUFACTURING CO. 


Cedar Falls, lowa ° Wichita Falls, Texas 








purchase of a Studebaker school bus for Clinton (N. C.) high school. The bus will be used 
chiefly for transporting the school's athletic and academic teams, and was purchased from 
Reynolds Motor Sales, Clinton. Grouped in front of the bus when the vehicle was delivered 
are, left to right, R. L. Flake, president of the athletic council; M. B. Fowler, president of 
the student body; J. B. Faircloth jr., chairman of the bus committee; Ren Hoek, director of 
athletics; E. C. Sipe, superintendent of schools; and J. |. Reynolds, Studebaker dealer. 


Dealer Insurance Agents 


Meet March 30 in Ohio 
COLUMBUS, O. — Independent 
Insurance Agents of Ohio, Inc., a 
group of auto dealers licensed to 
write insurance, will hold its first 


annual meeting March 30 at the 
Neil House hotel here. 


AUTOMOTIVE NEWS WANT ADS have 
been proven the quickest, least expensive 
method of reaching the men who want 
what you have or have what you want! 
See the back pages of this issue 
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voted to roads. 


Drive to Earmark 


N. Y. Auto Taxes 
For Roads Begins 


ALBANY. — A _ constitutional 
amendment drive to earmark gaso- 
line tax and registration revenues 
exclusively for highway construc- 
tion has begun here. 

Gov. Dewey, who eliminated all 
appropriations for new highways 
from his 1950 budget, is expected 
to oppose the drive, which is led 
by the New York Good Roads Assn. 

Although the state is expected to 
take in $94,000,000 from the gas tax 
and $75,000,000 from license regis- 
trations this year, the governor is 
planning, it is said, to ask the leg- 
islature to authorize a bond sale to 
finance new highway and parkway 
construction. 


The Good Roads Assn. has not 
yet drafted its proposal in definite 
form but it is understood that the 
plan will call for at first only a 
part of the gas and license tax 
revenue for highway purposes. But 
the earmarked proportion would 
increase yearly until it is all de- 


ee” 





FINEST PLASTIC 
| SEAT COVERS 


Priced to Retail as 


Low as $29.95 


You can slash your seat cover inven- 
tory and still run circles around compe- 
tition with this new Rankin Dixie Series. 

Forty-three semi-tailored patterns available . . . 
yet, just six models will cover 80%, of the cars on 
the road today. And look what makes the "Rankin Dixie" 
the quality leader: 


YOU GET ALL THESE ADVANTAGES: 


® Highest quality, nationally advertised Lumite woven plastic. Finest rayon 


plus excellent fit. 
Mail the coupon now, and see how the new Rankin "Dixie" Series and 
the complete Rankin Seat Cover line can make more money for you. 


MAIL COUPON TODAY! 


Rankin Manufacturing Company 





Dept. A, Cedar Falls, lowa 


satin facing, solid plastic welt, capped with vinyl-coated art leather. 
© Big selection of smart new colors and designs. 
® Superior Rankin tailoring and long-wear construction. Easy installation 


Please send prices, free samples, ete., on your new 
popular-priced "Dixie" Series Seat covers and the com- 


plete Rankin line. 


Name..... 
Company 
Address 


City 


DD on ii cciktasieint 
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Nash Pension Viewed as Spur... 





Pressure Increasing 
For Chrysler Truce 


(Continued from Page 1) 


costs, bringing the total package 
tp 10 cents. 

Pension payments of $100 a 
month, including social security, 
will go to 65-year-olds with 25 
years’ service, it was stated. 
Nash employes will chip in L7 
cents an hour towards their in- 
surance costs. 

At press time Thursday, Nash 
officials confirmed that the contract 
had been signed. It will be effective 
July 1, 1950, with a wage reopening 
date possible two years later. 

- * * 

[NDICATIVE of Chrysler dealer 

reactions was the proposal last 
week by Dick Price (DeSoto), 
Dallas, that a national organiza- 
tion of Chrysler Corp. dealers be 
organized to protect dealer inter- 
ests in strikes. 

Pointing to the union’s special 
strike “war chest” and the corpora- 
tion’s profitable showing last year, 
Price asserted that both disputants 
“are in a financial position to sweat 
each other out indefinitely. 

“This would mean,” he said, 
“that neither of them would lose, 
but the dealer organization would 
collapse and result in financial 
chaos.” 
Negotiations 


in Detroit, mean- 





Chrysler 
Strike Cost 
JAN. 25-MARCH 18 

(38 working days) 


To 10,574 dealers and 
factory—250,000 cars 


and trucks worth ...... $500 000,000 
To 6,500 suppliers— 

Purchases worth ...... $152,000,000 
To 89,000 strikers— 

Wages worth .... . $ 44,101,280 


To 50,000 idled supplier 
workers—Wages worth . $ 15,000,000 


$711,101,280 





while, were dragging along as 
lethargically as ever. For the 
record, the company and union 
representatives were discussing 
“contract demands” and not touch- 
ing on the pension stickler. 

Chief Federal Mediator Cyrus S. 
Ching conferred Wednesday with 
UAW President Walter P. Reuther, 
indicating that the government 
might take a more positive hand in 
the negotiations. 

Federal conciliators hitherto have 
attended sessions and arranged new 
meetings, but have pointedly made 
no overt recommendations for a 


possible compromise settlement. 
* * * 


PD EPORTS that droves of Chrysler 
Corp. dealers have abandoned 
their franchises were belittled by 
corporation spokesmen, who said 
field men were advising the retail- 
ers to line up orders for post-strike 
delivery. 
There was no gainsaying, how- 


R.I. Dealers Meet 
March 30 to Elect 


PROVIDENCE.—The annual ban- 
quet and officer election of the 
Rhode Island Automobile Dealers 
Assn. has been set for March 30 
at Ledgemont country club in near- 
by Seekonk, 

The banquet committee includes 
Harry Sandager, Henry Levaur and 
Sam White. The nominating com- 
mittee has Phil Dwares as chair- 
man. He is being assisted by Ar- 
thur Desrochers and Jack Maurer. 





IN CITY WITH 14,000 POPULATION—This is the new Mercury dealership, Ernie Wyatt 
Motor Co., in Duncan, Okla. 













ever, 
outlets were being squeezed so hard 
by the strike, that their first- 
quarter losses might be difficult to 
wipe out during the balance of 
1949. 

One outspoken Chrysler Corp. 
dealer, Truman R. Fries, of Beth- 
lehem, Pa., sounded a stern warn- 
ing to both company and union in 
a letter to the Detroit Free Press. 

“It is about time that the auto 
unions realize that they work 
only because we sell the products 
they build,” Fries said, “and I for 
one think that it is about time 
the dealers of this country do 
something about this situation. 

“When all companies are work- 
ing, cars are a drug on the market, 
and some day we the dealers may 
decide to stop buying cars and put 
all the companies down at one time. 

“This may seem a rough way to 
handle a situation, but it looks like 
we have to fight fire with fire.” 

+ + + 


OME semi-official sources in De- 

troit reported last week that the 
union may renew pressure for a flat 
wage settlement, with the pension 
and insurance demands to be de- 
ferred till after the plants reopen. 

The UAW has offered to accept a 
10-cent hourly wage boost in lieu 
of a pension plan this year. Chrys- 
ler rejected the offer after the 
strike began, branding it as a 
political maneuver to dramatize the 
strike issues for the workers. 

No solution to the pension stale- 
mate presented itself last week, 
and even veteran labor writers, 
past masters of speculating on pos- 
sible strike settlements, were at a 
loss. 

It was still the union’s demand 
for a funded jointly-governed 
pension scheme versus Chrysler’s 
insistence on “company-integrity” 
payments excluding unionists 
from the administration. 

And it appeared certain that the 
union would make plenty of cap- 
ital from the $656,000,000 General 
Motors profit when new contract 
negotiations formally start rolling 
April 3. 

Reuther declared that GM’s 
earnings reinforced union deter- 
mination to pull down $1 cents 
worth of pensions and hourly 
wage increases, in addition to a 
union shop. 

More Chrysler suppliers were 
cutting back operations last week 
as stockpiles reached their max- 
imum limits. Goodyear and Elec- 
tric Auto-Lite were the latest to 
reduce schedules. 





Negotiations Resume 


As Fisk Strike Ends 

CHICOPEE FALLS, Mass. — 
The walkout of 3,000 production 
employes at the Fisk Tire plant 
of U. S. Rubber Co. came to an 
end over the March 11 weekend. 
More than 2,000 members of 
Workers-CIO voted nearly 
unanimously for the return upon 
the advice of their leaders. 

Plans were made for a meet- 
ing to arrange negotiations for 
a settlement of the grievance 
that caused less than 100 tire 
builders to leave their machines 
three weeks ago. The other em- 
ployes remained away from the 
plant in support of the tire 
builders, who balked at the in- 
stallation of electrical recording 
machines on their tire building 
machines. 





that many of the Chrysler 


Down on 


the Farm 





DODGE SHOWS POWER-WAGON IN WEST—Dodge dealers from the several western 
states comprising the Los Angeles, San Francisco and Portland regions attended the recent 
demonstration on the University of California farm near Sacramento of agricultural, logging, 


building and other equipment developed for the four-wheel-drive Power-Wagon. 
~aew 7 Toft ht, are: Royal Miller, president of Miller Automobile Co., 


ortwick, director of truck sales for Dodge; Jack Hutchins, 


a new hydraulic lift, left to ri 
Sacramento, Calif.; L. F. Van 


president of Jack Hutchins Co., San Jose, Calif.; D. B. 


nspecting 


Mooney, San Francisco regional 


manager for Dodge, and Phil Dietz, president of Dietz Motor Co., Reno, Nev. 





Brothers, of Murphy Motors, 





ANOTHER GROUP OF DEALERS WATCHES RESULTS—Left to right, are: Dan Steinmetz, 


of Steinmetz Motors, Coquille, Ore.; Roy Torrell, of Murphy Motors, 
Everett, Wash.; Sam Mitchell, regional truck manager of the 


Everett, Wash.; W. J 


Portland region for Dodge; Leslie P. Murphy, president of Murphy Motors, Everett, Wash.; 


Leo Sherry, assistant regional manager of the Portland region for Dodge; Steve 


erry, of 


Lyman Motors, Salt Lake City, and Joe Nunes, regional truck representative for Dodge. 





Nebraska Parley to Turn 
Spotlight on Bootlegging 


LINCOLN, Neb. — Bootlegging of 
new cars, dealers’ streamlined sales 
methods, factory-dealer relation- 
ships and other problems will be 
discussed at the 17th annual con- 
vention of the Nebraska New Car 
Dealers Assn., set for March 29-30 
at Fontenelle hotel in Omaha. 

Scheduled on the program re- 

leased by President Elsworth F, 
DuTeau are group breakfasts, a 
banquet, floor show and conven- 

tion dance. 

On Wednesday afternoon, March 
29, the resolutions committee will 
meet at 3 p.m. At the same hour 
the nominating and distinguished 
service award committees will meet. 
At 6 p.m. DuTeau will give a dinner 
at the Omaha athletic club for 
officers and directors. 

The big day will be Thursday, 
March 30. Registration, routine re- 
ports, discussion of _ resolutions, 
report of the nominating and dis- 
tinguished service award commit- 
tees and a summary of the year’s 
activities by the manager, John B. 
Quinn, will precede a report from 
William Thomas, attorney for the 
motor vehicle licensing department. 

At the luncheon in the main 
ballroom, distinguished guests 
and new officers will be intro- 
duced, the distinguished service 
award trophy will be presented, 
greetings will be given by Gov. 

Val Peterson, and an address by 

Dr. Kenneth McFarland will be 

given. 

Addresses by M. R. Darlington, 
manager of the Inter Industry 
Highway Safety committee, and 
Robert R. Nadal, head of Ford’s 
newly-created dealer development 
office, will feature the afternoon 
session. Floyd Randolph, of Lin- 
coln, will give the NADA directors 
report. The president’s report will 


| be given by DuTeau. 


Hospitality time is scheduled to 


j|begin at 5 p.m. There will be a 


cocktail party, banquet, floor show 
and a dance. 

Committees arranging the meet- 
ing are as follows: 

Convention planning: Chairman 
Noyes C. Rogers, Columbus; Oliver 
W. Schneider, McCook; Howard C. 
Burnett, Lincoln. 

Nominating committee: Chair- 
man, H. P. Smith, Omaha; Jack 
Morrow, Lincoln; Dutch Haley, 
Cambridge; Ed Hayes, Fairbury; 


R. G. Dunlap, Alma; O. W. 
Schneider, McCook, committee 
consultant. 

Resolutions committee: Chair- 
man, Orville Glass, Beatrice; Don 
Davis, David City; J. W. Cover, 
Alliance; Phil Worthing, Hastings; 
Robert Kramer, Scottsbluff; Noyes 
Rogers, Columbus, committee con- 
sultant. 

Distinguished service award com- 
mittee: Chairman, E. M. Nielsen, 
Columbus; W. E. Dewey, Omaha; 
Frank DeBrown, Lincoln; Arthur 
Jones Hastings; Tom Kokjer, Sid- 
ney; Howard Burnett, Lincoln, 
committee consultant, 

Officers and executive board, who 
have served since March 19, 1949, 
are: President, DuTeau; first vice- 
president, Noyes C. Rogers, Colum- 
bus; second vice-president, Oliver 
W. Schneider, McCook; secretary- 
treasurer, Howard C. Burnett, Lin- 
coln; NADA director, Arthur H. 
Jones, Hastings. 





Alabama Dealers 
To Meet Oct. 8-10 


MONTGOMERY, Ala.—Members 
of the Automobile Dealers Assn. of 
Alabama, Inc., will hold their an- 








Life Guard Tube 


Promotion Plan 


AKRON.—Goodyear will notif) 
dealers throughout the country thi 
week of a special promotion pro- 
gram by which car owners may 
buy five Lifeguard safety tubes 
for the price of four in exchange 
for their present tube equipment 

The sales drive is scheduled to 
run from April 10 to May 8. De- 
tails of the buying plan will be 
given to dealers by regular Good- 
year suppliers. 

Paul Whiteman’s Goodyear tele- 
vision show will plug the “5 for 4” 
theme during the promotion period, 
L. J. Bornhofen, Goodyear car deal- 
er manager, said. 

He pointed out that in Crowell- 
Collier’s recent automotive survey 
10 percent of the car owners ques- 
tioned said they intended to buy 
special-type tubes. 


Nash | 


(Continued from Page 2) 


construction with overall weight 
less than 2,500 pounds. Access to 
the luggage compartment is said 
to be from the back. 

Preview dates and sites by 
regions announced by Nash 
Motors are: 

Eastern region: Mar. 27, Copley 
Plaza hotel, Boston; Mar. 29, Hotel 
Astor, New York; Mar. 31, Broad- 
wood hotel, Philadelphia; Apr. 3, 
Shoreham hotel, Washington; Apr. 
5, William Penn hotel, Pittsburgh, 
and Apr. 6, Kleinhans Music Hall, 
Buffalo. 


* * * 


a region: Mar. 27, Carter 
hotel, Cleveland; Mar. 29, Ma- 
sonic Temple, Detroit; Mar. 31, 
Stevens hotel, Chicago; Apr. 1, 
Plankinton hotel, Milwaukee, and 
Apr. 4, Radisson hotel, Minneapolis. 

Western region: Mar. 27, Met- 

ropolitan theater, Seattle (cock- 
tails and buffet at the Olympic 
hotel); Mar. 31, Mark Hopkins 

hotel, San Francisco; Apr. 3, 
Beverly Hills hotel, Los Angeles, 
and Apr. 6, Shirley Savoy hotel, 
Denver. 

Southern region: Mar. 28, City 
auditorium, Kansas City (cocktails 
and buffet at the Muehlebach 
hotel); Mar. 30, Peabody hotel, 
Memphis; Mar. 31, Sheraton hotel, 
St. Louis; Apr. 3, City auditorium, 
Atlanta; Apr. 6, Baker hotel, Dallas, 
and Apr. 10, Netherland Plaza hotel, 
Cincinnati. 


Wis. Gas Dealers 


To Reorganize 


MILWAUKEE.—In view of the 
Wisconsin supreme ecourt’s order 
for the dissolution of the Retail 
Gasoline Dealers’ Assn., members 
have decided to reorganize. Early 
this month the association was 
found guilty of price-fixing. 

Louis M. Faber, executive secre- 
tary of the dissolved association, 
said that the new group’s purpose 
would be to “exchange and expand 
ideas, encourage fair trade prac- 
tices and band retail gasoline deal- 
ers together.” 

It was decided, he said, to have 


|a larger field for the new associa- 


tion, and not confine it to the Mil- 
waukee area. It was also agreed 


nual convention this year Oct. 8-10|that prices would not be discussed 


at Biloxi, Miss. 


at meetings of the new group. 





AUSTIN REVEALS 


when British Automobile Show opens Apr. 
man 


'HARDTOP'—The Austin sports sedan, a 


88-horsepower high compression engine, goes on display in the U. S. 
15 at New York's Grand Central Palace. Wit 


unusual features, and an engine that holds 63 official AAA stock car records, th 


“hardtop convertible,"’ wit 
for the first tim 


Austin car has lines resembling the record-breaking Austin Atlantic convertible. The ne 


sport model has many distinctive features, includin 
window that opens and leather upholstery. Delivere 


an adjustable steering wheel, a ree 
price in New York will be $2,750. 


Goodyear Offers | 
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Wisconsin Counsel Disputes Trust Violation . . . 
Territory Protection Held Legal 


(Continued from Page 3) 

edly been held to be reasonable as 
the fair protection of the mutual 
interests of the parties and not, 
as a general rule, injurious to the 
public. One of the leading texts 
on the subject cites with approval 
a territorial limitation unless it is 
part of a general scheme to estab- 
lish a monopoly. 

“The tendency of the courts 
seems to be to consider the phrase 
‘general restraint of trade’ as no 
longer having a purely territorial 
meaning. 

“In order that an assigned ter- 
ritory offer any advantage to the 
dealer, it is necessary that it be 
coupled with an ‘exclusive right’ 
to sell the manufacturer’s product 
within its limits. ‘Exclusive right’ 
implies all of the protection usu- 
ally given the contracting party. 

“When the Clayton act was orig- 
inally before Congress, it provided 
that any contract prohibiting com- 
petition between customers of the 
same manufacturer was illegal if 
made ‘with the purpose or intent 
thereby to destroy or wrongfully 
injure the business of a competitor 
of either such purchaser or seller.’ 

“After considerable discussion, 
the law was enacted to eliminate 
the quoted clause and to substi- 
tute the present law prohibiting 
exclusive contracts ‘where the ef- 
fect of such discrimination may be 
to substantially lessen competition 
or tend to create a monopoly in any 
line of commerce.’ 

“We have no doubt that ‘line of 
commerce’ would be considered the 
manufacture of automobiles gener- 
ally rather than any particular 
make or brand of car. We believe 
it could be proved that the grant- 
ing of an exclusive franchise for 
a limited territory would not sub- 
stantially lessen competition, since 
the primary competition is not be- 
tween dealers of the same make 
but between the different manu- 
factured brands. 

“If reasonable compensation is 
given to a dealer when his terri- 
tory is invaded by others, this 
would only be the logical extension 
of a protective contract. 


“While other acts of the parties 



























may alter the conclusion, we are 

satisfied that the mere granting 
of exclusive territory to a dealer 
would not be violative of either 
the common law or the antitrust 
laws. 

“The case of Standard Oil Co. 
vs. the U. S., decided by the U. S. 
Supreme court last summer, deals 
primarily with a very different situ- 
ation. It holds, under the section 
of the Clayton act we have quoted 
above, that the making of a sale 
of goods on condition that the pur- 
chaser shall not deal in goods of a 
competitor is restraint of trade 
where its effect may be substan- 
tially to lessen competition. 

“The words ‘substantially to less- 
en competition’ are obviously diffi- 
cult to define in detail, The court 


Hudson Zone Men 
Briefed on Plans 


° + 
For Spring Drive 

DETROIT. — Hudson zone man- 
agers from all over the U. S. met 
to discuss spring and summer mer- 
chandising plans 
at a two-day 
meeting March 
18-19 here. 

“With the re- 
turn of a normal 
automobile mar- 
ket, spring and 
summer § sales 
drives have as- 
sumed their pre- 
war importance,” 
N. EK. VanDersee said N. K. Van- 

Fe Derzee, sales vice- 
president, who led the meeting. 

Participating in the meeting, in 
addition to VanDerzee, were C. A. 
J. Hadley, sales manager; George 
R. Browder, director of advertising 
and merchandising; W. L. Courage, 
director of distribution; special rep- 
resentatives R. D. Chapin and Lew 
Sumpter; W. S. Milton, director of 
service; G. H. Dow, car distribution 
manager; A. F. Rust, used-car 
manager, and C. W. Treadwell, 
sales training manager. 





Echoes from Canyon Run... 





CITED FOR WORK IN CANYON RUN—Arthur E. Hunt, center, director of the Studebaker 


proving 


round, receives from the company's Los Angeles dealers a gift in token of their 


appreciation for the part he played in the Studebaker phase of the Grand Canyon Economy 


Run. Makin 


the presentation in South Bend on behalf of the Los Angeles 
DeBerry, while Harold &. Churchill, Studebaker director of research, looks on. 


roup is Ed 
unt was in 


charge of the Studebaker cars and drivers participating in the economy run. DeBerry was 
one of the drivers. A 1950 Studebaker Champion equipped with overdrive had the best 
miles-per-gallon record of all 3! cars in the 75!-mile test. 


ECONOMY RUN DRIVER, SPONSOR VISIT I 
Mercury in the Grand Canyon economy run, is shown chatting with Art Hall (left), 


winnin 
Long Beach (Calif.) Lincoln-Mercur 
éra! manager of Lincoln-Mercury. 





DETROIT—Bill Stroppe (right), driver of the 


dealer who sponsored Stroppe, and Benson Ford, gen- 
troppe and Hall visited the Detroit plant headquarters 


on their return from New York, where they appeared on Ed Sullivan's Lincoln-Mercury tele- 
vision show, "Toast of the Town."' While in Detroit they were quests at a dinner given in 


their honor by Lincoln-Mercury. 


held that since Standard Oil’s con- 
tract required its many dealers to 
refrain from handling competitive 
articles, it eliminated competition 
in a substantial share of the busi- 
ness and that it was therefore not 
necessary for the government to 
prove a diminution of competitive 
activity in order to determine the 
contract to be an illegal restraint 
of trade. 

“Part of the decision condemns 
the practice of granting an exclus- 
ive representation and tying in 
with the private franchise the re- 
quirement that other products sold 
by the dealer must be those of the 
contracting manufacturer. 

“One of the leading automobile 
decisions on tiein clauses prohibits 
a manufacturer from requiring his 
dealer to sell only automotive parts 
produced by the manufacturer and 
prohibiting the sale of competitive 
items produced by others. 

“We do not consider the Stand- 
ard Oil case as controlling on the 
question of illegality of the terri- 
tory security clause. 

“We do consider that it forbids 
a contract which would prevent a 
dealer from selling competitive 
products. We believe that it af- 
fects the territory security clause 
only if the entire contract is so 
coupled with the exclusive dealing 
clause that it is not separable 
from it. 

“In order that the contract be 
legal it is required that the con- 
tract for exclusive representation 
shall not be part of a combination 
(1) to control prices, (2) to stifle 
competition or (3) to create a mo- 
nopoly. 

“If all elements of a factory- 
dealer contract which might result 
in the forbidden practices were 
eliminated, we are satisfied that 
the territorial security clause would 
not, in itself, support a Clayton act 
violation conviction. 

“The inquiry may have been 
prompted by a desire of members 
of your association and others to 
request the restoration of the dis- 
puted clause. 

“We do not believe that con- 
certed action by many dealers mak- 
ing the same request would tend 
to make the re-establishment of the 
clause monopolistic.” 


| Obituaries 





Henry L. Eisengrein 

NEW YORK.—Funeral services were held 
Feb. 19 for Henry L. Eisengrein, 57, vice- 
president and general manager of Ward 
LaFrance Truck Corp. Mr. Eisengrein had 
been connected with the motor truck busi- 
ness for more than 30 years, Previously, 
he had been associated with Maccar Co., 
White and Diamond T. 

* * * 
George D. Brock 

HOMINY, Okla.—George D. Brock, 58, 
local Ford dealer, died in an Oklahoma 
City hospital March 2 after a long illness. 
He was active in civic affairs and was 
immediate past president of the rotary 
club and the chamber of commerce. He 
began as a Ford dealer in 1925 at Mannford 
and moved here in 1937. 

* * 


* 
Donald B. Eberhart 

MINNEAPOLIS. — Donald B. Eberhart, 
37, parts and accessories industrial engi- 
neer, Ford division, Ford Motor Co., was 
one of 15 victims in an airliner crash near 
here last week. Mr. Eberhart, with Ford 
for one year, was enroute to a division 

parts depot at Fargo, N. D. 


* * * 
Charles R. Zook 
LOGANSPORT, Ind.—Charles R. Zook, 
82, owner and operator of the Dodge deal- 
ership here for several years until he re- 
tired, died March 11 after a lingering ill- 


ness 
* + 


” 
L. B. McCall 
MEMPHIS.—L. B. McCall, president of 
Automobile Sales Co. (DeSoto-Plymouth), 
1195 Union St., died March 8 of a heart 
attack 
* * * 
William D. Browning 

RICHMOND, Va William D. Browning, 
manager of Hertz Driv-Ur-Self system 
here, died March 7 in a Richmond hospital, 


* * * 
Joseph H. Carrington 
COVINGTON, Va 


Joseph H. Carring- 
ton, 82, vice-president of Alleghany Chev- 
rolet Co. and a director in the Covington 
National bank, died at his home here 
March 5 


* * * 
Roy Wingate 
HILLSBORO, Tex. Roy Wingate, 54, 
Hillsboro automobile dealer, died recently 
in a Waco hospital. He was in the auto- 
mobile business at Whitney several years 
before coming to Hillsboro 15 years ago. 
* * * 


William R. Donegan 
HARTFORD, Conn.—William R,. 
gan, 81, founder of Donegan Auto Body 
Co., died March 12 at Hartford hospital 
after a short illness. He was associated 
with the Pope Hartford automobile plant 
for several years and in 1913 founded the 
Donegan company 


Done- 





AS NIGHT FALLS ON OMAHA—Against 


the darkening sky the used-car operation of 
Smith Motors, Inc. (Pontiac), Omaha, presents an attractive picture. Notice the excellent 
appearance of the closing office. The dealer reports a jump in business since dressing up 
the lot. 


Massachusetts Assn. Views 
13 Bills as ‘Harmful’ 


BOSTON.—William A. Plunkett, 
executive vice-president of 


industry in Massachusetts.” 

There were 10 bills on taxation 
and three on mercantile affairs. 
Two perennial bills, one to regu- 
late the sale and purchase of 
used cars, and one to outlaw ex- 
tras on new cars and post prices 
of all cars and parts, were op- 
posed at the hearing before the 
committee on mercantile affairs. 
At the committee on taxation 
hearing, the two association repre- 
sentatives were recorded as favor- 
ing house bill 271, establishing a 
maximum rate of excise tax on 


Makers Hug 
Sales Peak 


Oldsmobile 
LANSING. — Continuing the 
strong selling pace that has marked 
the early months of 1950, Oldsmo- 
bile dealers sold 11,622 new cars 
in the first 10 days of March, it 
was announced Thursday by S. E. 
Skinner, general manager. This 
established a record for the period 
and marked a 64 percent gain over 
the first 10 days of March, 1949, 
when 7,072 were sold. 
* ” * 
Mercury 
DETROIT.—For the second con- 
secutive period, Mercury sales 
soared to new heights and estab- 
lished alltime records, according to 
Joseph E. Bayne, general sales 
manager of Lincoln-Mercury. 
Deliveries totaled 9,142 units dur- 
ing the first 10 days of March, an 
increase of 12 percent over the pre- 
vious alltime high recorded during 
the last 10 days of February and 
94 percent greater than in the cor- 
responding period of 1949. 
* * 


+ 
Buick 
FLINT. — Buick retail sales dur- 
ing the first 10 days of March were 
at a record-breaking pace of 61 
percent greater than 1949, O. L. 
Waller, general sales manager, 
announces. 
Sales for the period totaled 15,926, 
compared with 9,895 in the similar 
period of last year. 








FOUND—An old auto and a new twist were 


combined by Studebaker Dealer Harold 
Baccus to throw an indirect spotlight on his 
1950 Studebaker line. As the sign on the 
front of the 1902 model points out, the 
owner, Joseph Batchelor, left, declined to 
trade until he found the car that he had 
been waiting for. Baccus, right, owns Baccus 
Motor Co., Monroe, Ga. 









the 
Massachusetts State Auto Dealers 
Assn., and Waldo Noyes, attorney 
for the association, recently had a 
busy day at the state house when 
they recorded opposition to 13 pro- 
posed bills as “harmful to the auto 

























registered motor vehicles, and 
house bill 1854, relative to the im- 
position of excise taxes in lieu of 
local taxes on registered motor ve- 
hicles and trailers. 

House bill 1854 provides: “The 
value of each motor vehicle or 
trailer shall be deemed to be the 
value, as determined by the com- 
missioner, of motor vehicles or 
trailers of the same make, type, 
model and year of actual manufac- 
ture, but not in excess of the fol- 
lowing percentages of the list price 
established by the manufacturer for 
the year of manufacture, namely: 

“In the year of actual manu- 
facture, 90 percent; in the second 
year, 60 percent; in the third 
year, 40 percent; in the fourth 
year, 25 percent; in the fifth and 
succeeding years, 10 percent. 

“The term ‘year of manufacture’ 
shall mean the year in which the 
motor vehicle or trailer is actually 
manufactured.” 

House bill 271 provides for a 
maximum rate of excise tax, “that 
no rate fixed shall be in excess of 
$40 per thousand,” and not in ex- 
cess of the same percentage table 
as bill 1854, 

Opposed was a bill seeking to 
change the method of fixing the 
tax rate from the average state 
rate for the calendar year to “at 
a rate equal to the average of the 
annual tax rates as set by the 
assessors of the cities and towns.” 

A bill requiring common carriers, 
including towing trucks operated 
on dealers’ registration plates to be 

subject to the excise tax, was op- 
posed along with a bill to require 
payment of the vehicle excise tax 
as a condition precedent to regis- 
tration of a motor vehicle. 


NADA Planning 
Another ‘Know 


Dealer Week’ 


WASHINGTON.—While the past 
week was a busy one at NADA 
headquarters here, with a number 
of important committee meetings 
scheduled, the only actions an- 
nounced were: 

1. The Dealer-Customer Relations 
committee, J. Eustace Wolfington, 
chairman, voted another “Know- 
Your - Automobile - Dealer Week,” 
similar to that conducted last year. 

2. The Membership committee, 
Hanford A. Crockard, chairman 
voted to stage another “Give-a- 
Day-to-NADA,” along the lines of 
last year’s campaign that brought 
in sO many new members. 

Other committees that met dur- 
ing the week were the Public Af- 
fairs committee, William L. Mallon, 
chairman, and the Industry Rela- 
tions committee, George F. Ziesmer, 
chairman. 

Both of these groups, it was un- 
derstood, pondered matters of im; 
portance to NADA membership and 
came up with recommendations, 
but neither chairman would reveal 
just what was discussed becausé 
Executive committee approval was 
still lacking. 

At Thursday’s executive meeting, 
growth of car bootlegging, efforts 
being made to win dealers over 
to co-operative merchandising and 
pending FTC action in the matter 
of rules to cover time sales of 
automobiles were subjects that got 
a good airing, it was understood. 

All meetings were held behind 
locked doors, with the press barred. 
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‘A Guide to Aiea Selling’... : 
Appraising Used Cars 


(Continued from Page 51) 


buy new ones. And on the average, 
new-car buyers trade their cars 
in every four years, while the 
used-car buyer trades every two 
and one-half years. 

People in the lower income 
brackets have the same desire to 
own a car as those in the upper 
income brackets. 

+ * 


Purchase Price 


~< purchase price means more 
to the used-car buyer, even 
though the amount is small, than 
it usually does to the new-car buy- 
er. For that reason the wise sales- 
man will handle him even more 
diplomatically, and with fully as 
much consideration and attention. 
His means are limited, and he must 
buy with safety. 

As this chapter deals princi- 
pally with the attitude of the 
purchasers of used cars, no sales 


used-car customer. He should be 
met with the same friendly, smil- 
ing countenance, unadorned by hat 
or cigaret. He should be sounded 
out as to his needs and desires, 
and have some particular car force- 
fully presented to him as best fit- 
ting those needs and desires. 

Don’t allow him to put off his 
decision until tomorrow if you can 
avoid it. If he really has the need 
and the desire for a car the chances 
are he can be brought to the point 
of action as easily today as to- 
morrow—and will be the better sat- 
isfied for it. 
go over the same ground again 
tomorrow, so make every possible 
effort to sell him today. 

Never leave a prospect until 
you have exhausted every re- 
source—every appeal to his love 
of family, his desire of health 
and happiness, his longing for 
material advantages, his pride of 






















You don’t want to 















are usually far-sighted, thrifty 
citizens. They buy wisely and well. 

Appeal to people as outlined 
above. It is well to assume that 
all are in one or another of these 
classes. Your assumption will at 
least tend to put them in a recep- 
tive frame of mind. 

+ + + 


Break Their Objections 
F THERE is an objection to a 


used car just because it is a 
“used” car, say something like 
this: 


How many people are living in 
homes in which some other fam- 
ily has lived before—in other 
words, used houses? 

How many people are getting 
profit, happiness and health out of 
automobiles which somebody else 
owned before they did? 

Where would this country be to- 
day if every time a man moved 
out of a house he built, it was 
destroyed? 

Where would this country be to- 
day if all the used cars were junked 
without having lived their full life 
of usefulness? 


What of the men who, for good 


NEW DESOTO FACILITIES IN VIRGINIA—Eldridge Reams, Inc. (DeSoto-Plymouth) re 


cently held the opening of a new building in Richmond. The one-story building is 64 by 
185 feet and the showroom across the front is 54 by 39 feet. The building is of brick with 
aluminum and glass brick trim. 


45 | Deaters Share Prizes 
In K-F Sales Contest 


WILLOW RUN.—Forty-five deal-| ond place—William H. Merrill & 
ers shared prizes in the $100,000} Son, Pocomoke City, Md. 

Kaiser-Frazer sales contest. Two| Detroit: First place — Detherage 
Kaiser Travelers are to be award-| Motor Sales, Dearborn. Second 
ed to each sales region for the| place—Carter’s Auto Service, N. 











canvass on a particular car is 
given here. It is essential, of 
course, that the salesman know 
his stock; have confidence in its 
value; be able to point out me- 


possession and his thrift or sense 
of value. Don’t leave him until 
you have “asked him to buy” 
from every possible angle that 






and sufficient reasons, don’t want 
to buy new cars? What of their 
families? 

What of their business, 
and happiness? 





health 


greatest number of new-car sales 
during a 60-day period. 


Tabulations were announced by} 


George N. May, of the factory mer- 
chandising department. 


Manchester, Ind. 

Cleveland: First place—Chartiers 
Sales & Service, Crafton, Pa. Sec- 
ond place—Borello Motors, Char- 
leroi, Pa. 


chanical features; talk first about 
the visible advantages of the 
particular car; gain the respect 
and confidence of the customer 
and make a friend of him. 
Ability to demonstrate and give 
a sales canvass on each car is nec- 
essary, of course, but we deal here 
with the customer's attitude, be- 
cause after all it is the need he 
has for a car and not the car it- 
self that prompts him to buy. 
Therefore, if we enter the can- 
vass in the spirit of serving the 
customer rather than selling a car, 
we set up a basic structure upon 
which a salesman can build for 
himself, with his own words, a 
good solid order-taking canvass. 
The successful salesman forgets 
his eagerness to sell a car for 
what it will bring him; he thinks 
and talks of the contentment and 
happiness its ownership will bring 
to the customer. Don’t ever forget 
for one moment that the latter is 
buying the car for,the advantages 
it will give him. ; 
* 


+ + 


Use Courtesy 
vane rule of courtesy that ap- 


would appeal to his interests. 
Don’t make the mistake of be- 
lieving that all 


on small monthly payments so al- 
most anybody who can buy a used 


car could buy a new one if he were 


so inclined. 
* * 


Why They Buy 


Bo many people prefer not to 


commit themselves to payments 
lasting many months, so they buy 
used cars. 

Others prefer to buy a car that 
is “broken in”—which has been 
seasoned by careful and judicious 
use; so they buy used cars. 

Still others prefer to own a 
make of car to which fellow 
motorists look up with respect, 
admiration, and even envy; so 
they buy used cars. 

And still others, realizing the 
conditions under which dealers 
take in cars as part payment on 
new ones, know that in used cars 
there still remain thousands of 
profit-health-and happiness - bring- 
ing miles which can be purchased 












people buy used 
cars because they cannot afford a 
new one. New cars are available 






















Used cars, like used houses, are 
filling a most vital need in this 
country. Where the one shelters 
the family as one under its roof, 
the other takes the family as one 
out into unexplored byways and 
reveals to them new delights. 
Where one is a common meeting 
place for the whole family, the 
other is a source of inspiration and 
joy to the whole family. Each plays 
its part, 


Gold plaques are being mailed 
to first place winners and silver 
plaques to second place winners. 
In case of ties, dealers divide the 
Traveler prizes in the form of 
credits. 

The winners, listed by region: 
Boston: Four tied for first place 
—H. G. Lash Co., Fall River, Mass.; 
Graystone Motors, No. Providence, 
R. I.; Guisti & Campbell, Paw- 
tucket, R. IL, and East Providence 
Motor Sales, East Providence, R. I.|and Wicklund Motors, 
Buffalo: First place—Erie Motors, | Minn. 

Rome, N. Y. Two tied for second Kansas City: First place— 
place—Republic Auto Sales & Serv-| Beasley Motor Co., Pittsburg, 
ice, Dunkirk, N. Y., and Blodgett} Kans. Two tied for second place 
Bros., Horseheads, N. Y. —Tompkins Motor Co., El Do- 
New York and New York City:| rado, Kans., and Williker Motor 
First place—Madison Auto Sales,| Co., Meriam, Kans. 
New York. Second place—Cavallaro| St. Louis: First place—H & H 
Motors, Ansonia, Conn. Motor Sales, Sikeston, Mo. Second 
Philadelphia: First place — Suff|place—Key Supply Co., Hannibal, 
Motors, N. Wildwood, N. J. Three| Mo. 
tied for second place—Frank Bobb} Dallas: First place—Bob Fuller 
Garage, Mt. Holly Springs, Pa.;| Motor Co., San Angelo, Tex. Sec- 
Lawrence D. Keen, Williamstown,|ond place—Dugger Motors, Tyler, 
Pa., and C & G Motor Co., Em-| Tex. 
maus, Pa. Memphis: First place—Sales & 

Washington: First place— | Service, Baton Rouge, La. Second 

Krause & Waltz, Baltimore. Sec- — Motor Co., Anniston, 
—_-——___—__———-— | Ala. 
Charlotte: First place—Cal Spelts 


Cincinnati: First place—Paul 
Brown, Bloomington, Ind. Four 
tied for second place—Finney Mo- 
tor Sales, Bedford, Ind.; Clarmont 
Sales & Service, Milford, O.; Mc- 
Kenzie Motor Co., Lafayette, Ind., 
and Boyer Motors, Newport, Ky. 

Chicago: First place— John P. 
Gumm, Jackson, Wis. Second place 
—Chicago Auto Sales. 

Minneapolis: Two tied for first 
place—Johnson Motors, St. Paul, 
Willmar, 





* * + 


Essential to Life 


HERE is no more reason for 

hesitating about buying a used 
ear than for hesitating about mov- 
ing into a used house. Each is an 
essential to life, to health and to 
happiness. And it is only fair for 
those who have denied themselves 
the advantages of automobile own- 
ership to consider the question in 
this light thoughtfully and hon- 
estly. 

And remember that after all is 
said and done, every car you see 
on the road is a used car. You are 
offering to the public a good legiti- 
mate piece of merchandise. You 
are filling a wide economic need, 
that of individual transportation. 








plies to the new-car prospect/| for a fraction of their actual value. 
applies with equal force to the|So they buy used cars. And they 
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The public can be served with 
used as well as new cars. And 
this business is worth going 
after, because from the trade 
standpoint the sale of used cars 
brings a dealer in contact with 
a wider range of people than 
does the new-car business, which 
is confined to a certain price 
class. Any business, to grow, 
needs the greatest possible num- 
ber of human contacts. 

Used-car selling can be one of 
the soundest vocations for the 
thinker and worker. Your capital 
is time—use it constructively. Start 
taking the attitude of serving the 
public, now, and financial return 
will take care of itself. 

Forget self, think of the cus- 
tomer. Utilize every sales contact 
to the best of your ability. Go after 
each sale as though your future 
depended on doing the job well. 
Do this consistently every day. Try 
it—it works. 

Next Weex: Selling the Com- 
plete Finance Package. 





Claremont Dealers Bid 


CLAREMONT, N. H.—(UTPS)- 
Local automobile dealers have been 
asked to submit bids on five new 
school buses, which will 


augurating municipal ownership of 
transportation vehicles. The city 
will purchase five 48-passenger 
buses for approximately $20,000. 


Orand Opens Building 

Orand Buick Co., 2128 Cedar 
Springs, Dallas, held its formal 
opening recently. There are four 
separate buildings, but the new 
Buick plant also presents the real- 
ization of a new idea in automobile 
sales and service, says J. Bruton 
Orand, president. The main build- 
ing, which houses new cars and 
general offices, is 165 feet long and 
85 feet wide. 


General Reveals 
New Car Tire 


AKRON. — Nationwide distribu- 
tion of General's new silent safety 
passenger-car tires, made with Jet 
cold rubber, was announced last 
week by Vice - President L. A. 
McQueen. 

Describing the new tire, McQueen 
said: “It has been designed ex- 
pressly for use of rayon fabric at 


Motors, Greenwood, S. C. Two tied 
for second place—Carr Motor Co., 
Fayetteville, N. C., and Byrds Auto 
Service, Kingston, N. C. 

Los Angeles: First place— 
Greenagle Motors, Yuba, Calif. 
Second place—Gardiner & Wei- 
chelt, Bakersfield, Calif. 

Seattle: First place—Bradbury- 
Nelson, Astoria, Ore. Two tied for 
second place—Tveten Motor Co., 
Tacoma, Wash., and Krause Motors, 
Harlowton, Mont. 


be pur-| 
chased by the school board in in- | 





Des Moines: First place—City 
Motors of Gladbrook, Ia. Locked in 
a three-way tie for second were 


the low pressures recommended. 
The outside shoulder design elimi- 
nates shoulder stresses that origi- 
nal low pressure tires developed. It|Feltes Motor Co., Dubuque, Ia.; 
has a 10.5 percent factor of safety.| Silvis Motor Sales, Silvis, Ill., and 
Ordinary tires have a factor of} Sherrill Motor Co., Fort Madison, 


safety of seven.” Ta. 


SPECIAL TRADE OFFER 


ON BUELL KLARION KIT 
$39.50 List COMPLETE 


This moderately priced kit may be 
resold for quick profits or used as 
demonstrator on your car. Com- 
pressor can be added later. Order 
sample below under Money - Back 
Guarantee. Distributor will get 
credit and handle repeat orders. 


927 W. 49th Place 


BUELL MFG. CO. ¢cii-c50 9, lilinois 





£ 

: 

MODEL 410 KLARION KIT : : 
Includes #410 Chrome a Gentlemen: Send me yore Klarion Kit. ; 
Horns, 5”x 18” overall, : c.O.D. Bill on shipment : 
Foot Control valve, Name ' 
Storage tank, Tubing i ; 
and Fittings. . Sweet ' 
: City State i 
a inl 

















ial ee _ AUTOMOTIVE NEWS, MARCH 20, 1950. Speers =) ae See eae 53 





nouth) re 
| is 64 by 
brick with 


rrill & 


therage 
Second 
ice, N. 





hartiers 
"a. Sec- 
_ Char- 


e—Paul 
. Four 
ey Mo- 
larmont 
».; Me- 
e, Ind., 


or first 
. Paul, 
Villmar, 


ylace— 
‘sburg, 

place 
1 Do- 
Motor 


i & H 
Second 
innibal, 





ales & 
Second 
iniston, 


Spelts 
vo tied 
or Co., 
is Auto 





Ace— 
Calif. 
Wei- 





dbury- 


What turns our readers into buyers? 


r Co., ANSWER: the very thing that caused them to buy lst Point of Sale’’ for automotive products. 


= Better Homes & Gardens in the first place. . ; . 
>—City Month in and month out, it creates buying moods in 
| were What other equally big magazine is read only for help- over 3,000,000* suburban-type homes that need cars — 
I, and ful information on better living — for how-to-do-it facts and buy new ones twice as fast as the national average. 
_ in editorials and what-to-buy in ads? 





That’s why you'll sell so many more of the autos and 
Every word here works to make people do things and automotive accessories that are advertised in Better 
FER buy things—so BH&G is very understandably “America’s Homes & Gardens. *and going to 3,500,000 soon 










KIT 


er Amer cas i Hint of % @ 
___—______—_—_———__-} 


Com- 
Order 
- Back 
1 get 
rders. 


A Screened Market 3,25000° 


of more than-3.60,688. 
Better Homes 


Kit. 


toe eo an cee oe 








54 


AUTOMOTIVE NEWS, MARCH 20, 1950 





No Jet Auto in Sight... 





British Car Really 
A Gas Turbine 


N ENGLISH firm unveiled a 

gas turbine powered automobile 
last week, and many newspaper 
headline writers jumped to the con- 
clusion that a really jet-propelled 
car had been developed. 

Actually, say U. S. engineers, 

a true jet-propelled car is as far 
in the future as ever. What the 
British firm has and only claims 
to have is a gas turbine job. 

According to reports, the vehicle 
in question was tested by the Rover 
Motor Co., Birmingham, England. 
Moved by a pair of twin-fed tur- 
bines, it is said to have “whipped” 
over a concrete strip at nearly 90 
miles an hour. 

U, S. engineers said there has 
been a great deal of such research 
in this country and that they are 
fully aware of research that has 
been conducted by British engi- 
neers. 

as * * 
— THIS country, it was said, the 
conclusion prevails that the idea 
is impractical for application to 
conventional-type passenger vehi- 
cles. 

American engineers said that 
thorough reading of the dispatches 
made it clear that the Rover peo- 
ple do not claim to have a true 
jet-propulsion power plant. 

Instead, they say, it is a gas 
turbine type, details of which 
were chronicled in U, S. technical 
journals as far back as two years 
ago. 

Engineers in this country say 
there is a vast difference between 
true jet propulsion and _ turbine- 
developed power. 

* 8 * 
JN THE former, they explain, the 

Pressure of gas _ discharged 

against open air propels the ve- 


102,003 Turnout 
Shatters Record 
For Capital Show 


WASHINGTON. — Total attend- 
ance at last month’s automobile 
show here was 102,003, Manager 
Dick Murphy of the Washington 
Automotive Trade Assn. reported at 
the association’s monthly meeting. 
That was a record for Washington, 
he said, being four times greater 
than that of any previous exhibi- 
tion. 

Paid attendance was 95,166—a fig- 
ure viewed by WATA officials as 
a high percentage mark for other 
shows to shoot at. 

Broken down, the afternoon ad- 
missions—at 40 cents each—num- 
bered 48,518. In the evening and 
on Sunday 46,648 persons paid 80 
cents each to view the show. 


Many prospective customers gave 
their names and addresses during 
the show, while many actual or- 
ders were taken, Murphy reported. 
These have not been thoroughly 
checked as yet, he cautioned, but a 
detailed report is expected to be 
ready by Apr. 1. 

Statistics now being compiled, he 
added, will tell the complete story 
—how many prospects; how many 
were genuine, and how many have 
laid cash on the line for delivery. 





hicle. On the other hand, in a gas 
turbine, gas directed at a series of 
curved vanes on a spindle devel- 
ops power that can be transmitted 
to drive wheels. 

The latter method, say U. S. 
engineers, isn’t much different 
from that of an internal combus- 
tion engine except from a nasal 
standpoint. . Disagreeable odors 
are reportedly prominent in gas 
turbine operation. 

There is nothing about such 
power plants, they add, that hasn’t 
been known in this country for a 

long time. 

An SAE meeting at French Lick, 
Ind., was told last summer that a 
turbine-powered auto might offer 
some advantages over conventional 
engines, but that disadvantages 
outweighed them. 


MONG the obstacles, according 

to William A, Turunen, of 
General Motors, are extremely high 
fuel consumption, lack of developed 
controls to insure safe operation 
and noise of operation. 

Rover officials were quoted as 
saying that their new machine was 
a version of one that should be in 
mass production in from two to 
four years. 

They said it would be aimed 

at getting Britain a larger chunk 
of the dollar motor market. 


Pictures of the vehicle show a 
car that looks like a two-seat sport 
job, except for three intake open- 
ings on either side and two square 
exhaust grids out of which hot, 
“colorless” gases escape behind the 
driver’s compartment. 

. * * * 


7_wo kerosene-operated turbines 
are located behind the driver. 
These are hooked to the rear 
wheels and eliminate the need for 
clutch and gears. 

Rover officials explained, but 
few apparently paid any atten- 
tion, that, unlike a jet plane, their 
car’s built-in jets turn the tur- 
bines that power the rear wheels. 


F. R. Bell, Rover engineer in 
charge of the test, admitted that 
his firm had several “bugs” to iron 
out before placing the vehicle in 
competition with the gasoline-en- 
gined auto market. 

Fuel consumption is too high, he 
said, but optimism is held for re- 
search now under way to overcome 
this, 

Meanwhile, Rover officials an- 
nounced that the car would prob- 
ably go on display in New York’s 
Grand Central Palace when the 
British Auto Show opens there 
April 15. 

s 2 * 


Canadians Progressing 


On Gas Turbine Study 


OTTAWA.—The “paper stage” of 
Canadian research on a gas-turbine 
powered vehicle has been com- 
pleted, according to unofficial re- 
ports here. 

At McGill university, a 200-horse- 
power experimental gas turbine for 
trucks, bulldozers or other heavy 
units has been designed and at the 
National Research Council a gas 
turbine locomotive is on the plan- 
ning boards, the reports say. 





AT CHEVROLET MERCHANDISING SCHOOL—Dick Brimhall, of Minnesota Motor Co., 
tells fellow students about the auto market in Fergus Falls, Minn., at the opening of the | flicting viewpoints, we may be sur- 


26th session. Lefi ‘to right: Brimhall; 


Bud Billeter, 


Billeter Motor Co., Fairfjeld, la.; Bill 


Shaver, J. B. Shaver Motors, Gary, Ind.; Bob Margulies, Blackhawk Chevrolet Co., Davenport, 
la., and Clint Bereuter, Bereuter Motor Co., Gresham, Neb. 





FRENCH CARS ARRIVE IN FLORIDA—A fleet of Simca automobiles gave a thrill to 


Palm Beach (Fla.) socialites when recently exhibited by R. S. 
The premiere showing consisted of a parade along the 


deluxe French cars into the U. S. 


Evans, who is importing these 


palm-lined avenues of the swank Florida resort. Pictured here are six of the convertibles 
passing the Palm Beach golf course. Evans, who advertises he is the world's largest auto- 
mobile dealer, was founder of American Bantam Car Co. and builder of the original jeep. 





Auto Credit Volume Drops 
6 Percent During Month 


WASHINGTON.—Despite record 
sales, financing institutions had less 
retail automotive paper thrown 
their way in January than in De- 
cember. 

A 6 percent decline in dollar 
volume, according to the Federal 
Reserve Board, reflected decreases 
in credit transactions for all 
types of vehicles. 

Greater declines were recorded 





Dealers Complete 
Washington State 


Parley Program 


SEATTLE. — Program plans for 
the 1950 convention of the Wash- 
ington State Auto Dealers Assn., 
to be held April 21-22 in Spokane, 
have been virtually completed, it 
was announced last week by Fred 
K. Eells, manager. 

The program, he said, is designed 
to give dealers down-to-earth help 
and information %n the problems 
they face today. 

Gov. Arthur B. Langlie will be the 
keynote speaker of the opening 
session, a noon luncheon on Apr. 21. 
On the following day, Washington’s 
U. S. Sen. Harry Cain will address 
the noon session. 

The afternoon program will fea- 
ture talks by State Patrol Chief 
James A. Pryde, J. D. McDougall, 
assistant state license director, and 
Pete Taylor, public relations direc- 
tor of Pacific Finance Corp., Los 
Angeles. Also tentatively scheduled 
to speak is Bud Darlington, man- 
aging director of the Inter-Indus- 
try Highway Safety committee, 
Washington, D, C. 

Other speakers announced are 
John W. Stokes, New York, tax 
consultant and authority on dealer 
management problems, and Walter 
Kiplinger, NADA director of pro- 
motion. 

A committee of Spokane dealers, 
headed by Les Kauffman (Buick), 
has been hard at work on conven- 
tion plans for months, aided by 
Ernie Majer, association president 
and a Spokane Ford dealer. 


Forum 


(Continued from Page 4) 
available to see that the car deliv- 
ers to its owner all the satisfactory 
miles that have been built into it. 

+ + * 
Tes very nature of his position 
makes it necessary for him to 
choose dealers wisely, place them 
strategically and help them ma- 
terially by developing plans and 
policies which will do the job. One 
weak or quarrelsome dealer merely 
adds to the pressure he is under 
in his effort to achieve his goal— 
selling the greatest possible num- 
ber of cars and trucks profitably. 
And so I believe that we are all 
working toward the same end re- 
sult. To succeed as factories or 
dealers, the greatest cooperation 
and understanding is necessary. 
Factory policies of necessity 
are made to encompass all deal- 
ers and do not fit in individual 
cases. But by and large the 
dealer who listens with an open 
mind will find most helpful the 
suggested plans for action, and 
by working together with his fac- 
tory will have a better than 
average chance to succeed. 
Instead of there being two con- 


prised to find that after all there 
is only one. 


on business involving other types 
of retail goods. Paper based on 
sales of furniture, radios and other 
items showed a decline of 24 per- 
cent from the previous month. 

Outstanding balances on retail 
automotive paper rose slightly, but 
continued to decline on other types 
of goods. 

Meanwhile, motor vehicle whole- 
sale paper (floor-planning) acquired 
in January increased “consider- 
ably” following a sharp drop in 
the preceding month, the FRB said. 

The January increase was ac- 
companied by a sharp rise in 
outstanding balances on such 
Paper, it was added. 

Wholesale financing of other 
goods was below December volume 
and outstanding balances were fur- 
ther reduced. 

In all, the 123 finance firms re- 
porting to the FRB said they 
financed at retail the purchase of 
205,045 cars and trucks during 
January. 

This total was broken down to 
include 82,102 new cars and 9,727 
new commercial vehicles, and 

104,668 used cars and 8,548 used 
commercial vehicles. 

Meanwhile, the same firms said 
they “floor-planned” dealer pur- 
chases of 274,684 new cars and 
trucks and 15,181 in the used 
category. 

The floor- planning outlay 
volved $436,206,219. 


Bristol Car Show 
Called Success 


BRISTOL, Conn.—The auto show 
of the Bristol Automobile Dealers 
Assn., held from Feb. 23 to 25, was 
a great success, reports Paul Foley, 
association president. 

Dealers made many sales, Foley 
said. Thirty 1950 car models were 
displayed as well as a floor of 
accessory exhibits. 


K-F Stockholders’ Suits 


Adjourned to Apr. 1 


DETROIT.—A federal court hear- 
ing here on a proposed settlement 
of $50,000,000 in stockholders’ suits 
against K-F officers has been ad- 
journed until Apr. 11. 


Canada Steel Lid Ending 


OTTAWA. — Douglas A. Jones, 
steel controller, will resign March 
31 when steel control will end, it 
was announced last week. 


in- 





7 Dealer Unity 


Stressed in War 


On Bootlegging 


BROOKLYN. — Drastic action 
must be taken immediately to ha! 
the sale of new cars by other than 
authorized dealers, insists David B. 
Spielman, president of the Brook- 
lyn and Long Island Auto Dealers 
Assn. 

Spielman charges that although 
there are only approximately 47,000 
authorized auto dealers selling new 
cars in the present market, auto 
factories have about 100,000 outlets 
because of the sale of new cars by 
“bootleg” outlets such as unauthor- 
ized dealers and used-car dealers. 


“Automobile dealers are united 
in their efforts to stamp out the 
bootlegging of new cars,” Spiel- 
man told over 400 dealers attend- 
ing the association’s annual din- 
ner meeting last week. 


“We will not rest until the auto 
manufacturers take some action to 
stamp out this practice,” he said. 

Spielman pledged the cooperation 
of the dealers in the May inter- 
industry safety campaign. He asked 
the dealers, particularly those deal- 
ing in second-hand cars, to keep 
their autos in good shape so they 
would not cause accidents and loss 
of life on the roads. 

The cooperation of the dealers in 
adhering to the Sunday closing of 
showrooms was lauded by Spiel- 
man. He said that the Sunday 
closing was almost 100 percent 
effective with the exception of two 
or three violations. Sunday closing 
of show rooms was enacted into 
law in New York state several 
months ago. 

Eight new directors were 
elected at the meeting. They 
were: Kings county— C. A. 
Schmidt and Oscar Wagenfeil; 
Queens county—R, J. McNulty 
and R. F. MacGrotty; Nassau 
county—L, J. Gavin and Fred 
Muller; Suffolk county—H. L. 
Van Scot and R, F. Greene. 

Treasurer William Meyer told 
the meeting that the association 
was in “splendid financial condi- 
tion” and had a substantial surplus. 


Thomas R. Reed, vice-president 
in charge of human relations of 
McCormick and Co., Baltimore, was 
guest speaker. He spoke on the 
power of people when united and 
cited the recent British elections 
as an example. 


Stebbins Heads 
Zone for Nash 


DETROIT. — Appointment of E. 
D. Stebbins as Nash zone manager 
in Milwaukee was announced last 

. week by H. C. 
Doss, sales vice- 
president. Steb- 
bins, who has 
been _ assistant 
zone manager at 
Cincinnati, re- 
places J. B. Foun- 
tain, who is now 
Nash zone man- 
ager in Chicago. 

A native of Ke- 
a 3 wanee, IIl., Steb- 

S. DB. Stebdine bins entered the 
auto business in 1928 as parts man- 
ager of a Buick dealership. He 
joined Nash in 1944 as a Chicago 
district manager and was named 
assistant zone manager at Cincin- 
nati in 1946. 














SHIELDS CELEBRATING 25th ANNIVERSARY—John H. Shields, president, Superior Coach 


Corp., Lima, O., 


reads plaque given to him in honor of his 25th anniversary with the com- 


pany March I1. Presentation was made at a banquet concluding first day of a two-day sales 
meeting held at Lira to announce the new 1950 school coaches, Superior-Cadillac cm 


coaches and ambulances. Others in the picture include H. W. 


Potter, vice-president, and 


L. A. Larsen, chairman of Superior Coach Corp. 
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Seen Nationwide in Scope... 





Trust Investigation 
On in Auto Industry 


(Continued from Page 1) 


with subpenas Wednesday i:- 
cluded Ford, Lincoln-Mercury, 
Buick, Cadillac, Chevrolet, Olds- 
mobile, Pontiac, Chrysler, DeSoto, 
and Dodge. 

Also served were dealers for 
these makes of cars. Called for by 
the Department of Justice to lay 
before the federal grand jury were 


Stocks 


(Continued from Page 1) 


operations of any particular line of 
dealers. 

For example, the average 
Chrysler Corp. dealership can 
hardly be expected to have any- 
thing like 12 new cars available 
for delivery. Chrysler dealers 
have received nothing at all from 
their factories for weeks. 
Reports from around the country 
show that the average Chrysler 
dealership on March 1 had two, or 
at the most three, units in stock. 
These units were higher-priced 
models on which dealers were try- 
ing for the best possible profit. 

* 7 - 

NA EANWHILE, however, stocks 

of at least three other makes 

of cars are also scarce, despite the 

fact that the plants making them 

have been working at capacity all 
year. 

It follows, of course, that if a 
dealer in one line of cars has no 
stock at all on hand, a dealer in 
another line must have 20 or 
more in his inventory. 
However, although there were a 
few bad spots in February, no 
particular line of dealers appeared 


New-Car Stocks 
In Postwar 
(Estimated by Automotive News) 

Cars Cars Total 

Actu- in Poten- 

ally in Transit tial 
Period Dealers’ to Inven- 
Ending Stock Dealers tory 
dan, 1, '47 75,838 175,000 250,838 
duly 1, °47 56,752 205,000 261,752 
dan, 1, ’48 78,636 242,000 320,636 
duly 1, ’48 84,559 214,000 2987559 
dan, 1, ’49.. 196,883 293,000 439,883 
Mar, 1, ’49.. 205,681 244,000 449,681 
Apr, 1, '49.. 194,949 310,000 504,949 
Sept, 1, °49.. 286,686 306,000 592,686 
Oct, 1, °49.. 340,457 278,000 618,457 
Nov, 1, ’°49.. 339,858 233,000 572,858 
Dec, 1, '49.. 298,781 122,000 420,781 
dan, 1, '50.. 251,754 188,500 440,254 
Feb. 1, ’50.. 313,491 192,000 *505,491 
Mar, 1, ’50.. 322,071 159,500 481,571 


N.B.—Above figures include new cars 
actually in dealer hands, plus those in 
transit, but consigned to individual dealers. 

*Revised. 


to have an unhealthy inventory 
situation as of March 1. 

In general, Automotive News’ 
tabulations show that most dealers 
are enjoying excellent demand and 
selling cars nearly as fast as their 
factories make them. 

* * * 
RISK sales have had a resulting 
effect on dealer morale. “Even 
the weaklings,” said one observer 
last week, “have tightened up on 
tradein allowances.” 

Dealers in most cases are put- 
ting the year back together. That 
is, they have stopped predicting 
good things for the first six 
months of 1950 and crossing their 
fingers regarding prospects in the 
last six. 

Dealers now feel that 1950 is cer- 
tain to put another good year under 
their belts, maybe even better than 
1949. They see no appreciable letup 
in demand at least until model 
changeover time rolls around again. 


such records dating back to Jan. 1, 
1946, as the following. 
* + * 


RTICLES and certificate of in- 

corporation, code of ethics, and 
all amendments or supplements 
thereto; name, title and address of 
each officer, director and manager 
of the association, name and ad- 
dress of each member; names of 
all committee members. 

All minutes and other docu- 
ments of meeting of the associa- 
tion, directors and committees, 
any correspondence, documents, 
memoranda, agreements, records 
of telephone _ conversations, 
sound recordings and other com- 
munications from association offi- 
cers, directors, managers, com- 
mittees, representatives, agents, 
or employes to any member of 
the association, and of the manu- 
facturer, regional offices and any 
other association of automobile 
dealers. 

Evidence if there is any was also 
requested on: 

1, Discussions, suggestions or 
recommendations pertaining to re- 
tail prices of new automobiles, 
trucks, automobile parts and/or 
engines. 

2. Price cutting, including the 
granting of discounts or rebates by 
any dealer in making retail sales 
of new motor vehicles, parts, ac- 
cessories and or engines. 

+ + + 


3 SALES of these items by dealer 
* members of the association at 
retail prices less than those sug- 
gested or recommended by the fac- 
tory, the association, or any 
representative of the association. 
4. Used-car tradein prices offered 
by any dealer member as a portion 
of the consideration acceptable to 
such dealer in the sale or proposed 
sale of a new automobile; dealer 
handling and delivery charges on 


GMC Reports 
Keen Interest 


In Truck Shows 


PONTIAC. — A series of GMC 
truck shows, presented in various 
cities around the country, is at- 
tracting widespread attention, ac- 
cording to the division. Featuring 
representative models of the com- 
plete GMC line, ranging from half- 
ton to 20-ton capacity, the exhibit 
has reportedly been drawing large 
and enthusiastic crowds of truckers 
wherever it has been presented. 

Shows have already been held in 
New York, Philadelphia, Los An- 
geles, San Francisco, Pittsburgh, 
Cleveland and St. Louis. Other 
cities scheduled for shows in the 
near future are Kansas City 
(March 28-30), Memphis (Apr. 6-8) 
and Atlanta (Apr. 19-21). 


Watkins Indicted 


On Tax Perjury 


DAYTON, O.—Sherman L. Wat- 
kins, executive vice-president of 
Paul Bolton, Inc., has been freed 
on $2,000 bond after being indicted 
by a federal grand jury of perjury. 

The indictment alleges that Wat- 
kins perjured himself while being 
questioned under oath by an In- 
ternal Revenue bureau investigator 
about “side payments” for autos. 


Ten persons testified they had | 
paid Watkins from $270 to $450} 


extra for new cars. 











Lowey ete Sonam antes Semin kampegaiile 


INTERNATIONAL'S RESEARCH CENTER WILL COST $6,500,000—Shown in the above artist's 
drawing is the motor truck research and engineering laboratory which International Harvester 
will construct on Meyer Rd. directly opposite its Fort Wayne works in late spring. 








FORD DEALERS MEET IN CHARLOTTE, N. C.—Ford dealers of the Charlotte (N. C.) 


district discussed plans for 1950 at a recent meetin 
assistant 


table, left to right, are J. S. Snyder 


in Charlotte. Seated at the speakers’ 
harlotte district sales manager; Frank 


Gossett, Heath Motor Co., Charlotte; Paul Freed, president of Paul Freed, Inc., Waynes- 
boro, Va., and southeast regional delegate to the National Ford Dealers’ Council; C. R. 
Beacham, southeastern regional sales manager; C. Gordon Johnston, Charlotte district sales 
manager; George M. Holtsinger, president of Holtsinger Motor Co., Tampa, Fla., and also 
a council delegate; John J .Walsh, assistant regional sales manager, and Paul Gies, re- 


gional used-car and truck manager. 





new automobiles and trucks, freight 
charges on such vehicles. 

5. Advertising of retail prices of 
new or used automobiles, trucks, 
automobile parts, accessories and 
engines, or any of them; sales 
territories, allocation of cus- 
tomers. 

6. Investigation or policing by 
the association of its dealer mem- 
bers to detect sales of new cars, 
trucks, parts, accessories and/or 
engines at retail prices less than 
those suggested by the manufac- 
turer or association: purchases of 
parts, accessories or engines from 
sources other than the factory; 
retail price advertising. 

7. Complaints received by the as- 
sociation from members, the fac- 
tory or any representative thereof, 
or from any other source pertaining 
to the foregoing, warnings to or 
penalties assessed, imposed or 
threatened against association 
members who have carried on such 
practices. 

* + + 
8 REFUSALS by members to 
* purchase parts, accessories or 




















CELLO GRILLE 
GUARD 





CELLO DUAL RAIL 
TRUCK GUARD 





engines from any jobber of such 
products, or refusals by dealer 
members to sell such parts, acces- 
sories or engines to jobbers of such 
product. 

9. Suggestions, instructions or 
directions by the association or 
factory or any representative 
thereof to dealer members solely 
from the factory; also regarding 
the use of manuals published by 
the National Automobile Dealers 
Used Car Guide Co., National 
Used Car Market Report, Inc., or 
any other organization, showing 
retail prices of new or used cars. 

10. All price lists, catalogs, bul- 
letins, notices and other documents 
made up, compiled, issued, or re- 
ceived by the association, its rep- 
resentatives or any of its commit- 
tees, showing retail prices for the 
period from Jan. 1, 1946, of new 
automobiles, '32 trucks, automobile 
accessories, replacement parts, en- 
gines, installation charges for auto- 
mobile accessories, parts and 


engines, were specified. Much the 
same information was demanded of 
individual dealers. 


CELLO 






100% QUALITY DESIGNED and 
MADE UNDER ONE ROOF 


the STRONGEST the FINEST 
STOCK, DISPLAY, SELL CELLO 


The sale of Cello car and truck 
grille guards is the surest and easiest 
way to more profits for you, Mr. 
Dealer, and more protection for your 





Dealers Offer 
Display Bin 
To Repair Shops 


DETROIT.—A plan offering inde- 
pendent garage operators the use 
of a steel parts bin to display 
MoPar parts was announced at a 
meeting here last week sponsored 
by Louis Rose Co. (DeSoto), one of 
MoPar’s Detroit distributors. 

Under the plan, the Rose com- 
pany furnishes independent garages 
with a steel parts bin. In return, 
the garage operators agree to stock 
and display MoPar parts and ac- 
cessories purchased from the Rose 
company. 

The meeting of the Detroit Auto 
Maintenance Assn. was the first of 
a series of such gatherings to 
be held by MoPar distributors 
throughout the U. S. 

Merchandising methods were pre- 
sented at the meeting, which also 
featured entertainment, door prizes 
and refreshments. A skit depicted 
the difference between modern ga- 
rage operation and that of 25 years 
ago. Paul E. McGarity, assistant 
manager of the Rose company’s 
parts division, was in charge of 
the program. 

Speakers included: G. H. Tisdall, 
former president of the DAMA; 
Warren W. Windisch, general man- 
ager of Rose’s parts division; Jack 
Spath, executive secretary of the 
DAMA, and Keith Nielson of Serv- 
ice Systems, Inc., who is working 
with MoPar and Chrysler Corp. 
wholesalers around the country on 
the bin setup program.—(Bob Gor- 
don.) 


Hayes & Wait Chartered 


Hayes & Wait Oldsmobile Co., 
Inc., Liberty, Tex., has been granted 
a 50-year-charter of incorporation. 
Capital stock was listed at $15,000. 
Incorporators: S. B. Hayes, Inez 
Wait and Floyd Wait. 






customers’ cars and trucks. Cello 


dollars in 






Get more 


Grille Guards are specially designed 
to save the car or truck owner many 


costly automotive repairs 


a fact that makes selling Cello 
easier for you and brings in handsome 
profits under Cello’s new price list. 


complete information on 


the Cello line of guards and license 
plate frames. Write today to the 
Cello factory for FREE catalog pages. 


Custom Styled for 1950 Cars and Trucks; Similar Styles for 
1946-49 Models; Alluring Beauty; Guaranteed Super-Chrome 
Finish; Installed in 5 to 8 Minutes; Order from Your Nearest 
Jobber or Direct from Factory; Specify Car or Truck Make 
ear Whe 
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That’s What Moore of Canada Believes .. . 


No Way to Halt Bootlegging? 


OTTAWA. — Bootlegging in the 
automobile industry is almost im- 
possible to stop because of the free 
enterprise system 
under which Ca- 


nadian business 
operates, Howard 
Moore, manager 
of the Canadian 


Federation of Au- 
tomobile Dealers’ 
Assns., said here 
recently in an ad- 
dress before dist- 
rict members. 
While deplor- 
ing this “rack- 
et,” Moore said there was little 
that honest dealers could do 
about it, adding that the “ir- 
regular practice” would be hard 
to stop without resulting in a 


British Report 
U.S. Sales Spurt 
After 49 Drop 


NEW. YORK.—English automo- 
bile sales are on the upgrade in 
the U. S., according to the British 
information service. 

“Imports for November and De- 
cember, the most recent months 
for which figures are available, 
showed an increase of 100 percent 
on both preceding months, while 
the industry as a whole is now 
producing at the highest rate in its 
history,” it said. 

British auto makers, aiming at a 
production of more than 450,000 ve- 
hicles in 1950, compared with 415,000 
last year, hope to export 75 percent 
of them, the information bureau 
stated. 

English manufacturers plan to 
recapture the ground lost in the 
U.. S. in 1949 when total British 
exports to America were 6,700, com- 
pared with 24,000 in 1948, the bu- 
reau added. 

Even with the American market 
down, Britain exported 258,000 auto- 
mobiles and 93,000 last year, double 
the 1947 export volume, said the 
bureau. 


Taxied Mail 
Pittsfield (Mass.) Cabs 


Carry from Airport 

PITTSFIELD, Mass.—Airmail is 
now being carried between the 
Pittsfield post office and the air- 
port by taxi. Yellow Cab Co. has 
been awarded the contract, postal 
officials announced March 7. They 
said the taxi company was the 
lowest of 14 bidders. 

The contract will expire June 30, 
1953. It was awarded on a per-trip 
basis. Four round trips now are 
made daily during good weather. 





Howard Moore 


breach of the Combines act and 

“as long as dealers believe in the 

private enterprise system.” 

Moore traced the “insignificant” 
number of so-called black-market 
cars to two sources. One was from 
customers who had already paid 
list prices to regular dealers and 
another was from dealers who 
were overloaded with stock, being 
forced to unload in quantity to any 
willing buyer. 

He warned dealers here that over- 
supply in the automobile market 
was bound to come sooner or later 
and urged them to stick to sound 
merchandising as well as to con- 
tinue giving their customers first- 
class service and learn to say “no” 
to manufacturers who try to over- 
load them with cars. 

Stan Rafuse, of Bridgewater, 
Nova Scotia, national president 
of the association, views 1950 op- 
timistically. 

“Thirty-seven percent of the mo- 
tor vehicles on the roads in Canada 
today are in need of replacement,” 
he stated. 

Registrations in Canada now 
total 2,100,000 cars, of which On- 
tario has 42.5 percent or over 800,- 
000, Rafuse said. 

“Canadians now operate more 
motor vehicles per person of the 
population than any country out- 
side the U. S.,” he continued, add- 
ing that figures per vehicles showed 
four per passenger car was the 
ratio in the U. S. 


“One out of every six persons in 


Chevrolet Fetes 
74 Shop Chiefs 


DETROIT.—The 74 top-ranking 
service managers of Chevrolet deal- 
erships in all parts of the country 
were honored recently at a “recog- 
nition party” here. 


As guests of Chevrolet, they were 
feted in a two-day program of in- 
spection and entertainment. They 
devoted one day to a visit to the 
General Motors proving ground, 
and the second day to a trip 
through two Chevrolet plants in 
Detroit. The group consisted of 
two dealers’ service managers from 
each of the 37 Chevrolet sales | 
zones. 


Canada May Stockpile 

OTTAWA.—Stockpiling of natur- 
al rubber and tin may begin in 
Canada shortly with the double 
purpose of providing such stocks 
for emergency and to aid Britain’s 
depleted dollar reserves. Canada 
gets both from sterling areas, in- 
cluding ore from which tin is made 
from Ceylon and natural rubber 








tion arrives, 


JOHN O. MUNN’S ‘‘A Guide to Auto- 
mobile Selling.'’ Handy-size_ cloth- 
bound book for salesmen—64 pages. 
$3.50, postpaid. 


KNUDSEN, A BIOGRAPHY. By Nor- 
man Beasley. 397 pages, cloth bound. 
$3.75 postpaid. 


AUTOMOTIVE MECHANICS. Wm. E. 
Crouse. A comprehensive and basic 
course on the subject of fundamental 
automotive mechanics, Cloth binding. 
$5.00 postpaid. 


DEALER BUSINESS COUNSEL. Fi- 
nancial and operating facts for the 
guidance of automobile dealers. By J 
B. Van Tassel, Dealer Business Con- 
sultant. $2 postpaid. 


DETROIT IX MY OWN HOME TOWN. 
Maicolm Bingay. A story of Detroit 
and sidelight history of the fabulous 
motor car business. $3.75 postpaid. 


FABULOUS HOOSIER. By Jane Fisher. 
A story of Car) Fisher, early pioneer 
of the automotive industry. $3 post- 
paid. 


Automotive Books 


That Should Be in Every Dealer’s Library 


These books should be in the library of every franchised dealer— 
available to his mechanics and salesmen—the knowledge they con- 
tain will be valuable when the “chips are down” and real competi- 


BOOK DEPARTMENT 


AUTOMOTIVE NEWS 


DETROIT 26, MICH. 






































FASTEST ON EARTH. By Capt. 
George Eyston. Complete history of 
every land speed record from 1898 to 
the present. Paper-bound, §2; cloth- 
bound, $3. 

FLOYD CLYMER’S MOTOR SCRAP- 
BOOKS. Order Edition No. 1, 2, 3 or 4 


in paper cover, $1.50 each. Deluxe 
cloth-bound, $2.50. Steam-car edition, 
$2 or cloth-bound, $3 postpaid. 


HENRY FORD — HIS LIFE, HIS 
WORK, HIS GENIUS. By Wm. A. 
Simonds. Reprinted by Floyd Clymer. 
Deluxe edition, $4 postpaid. 
(NDIANAPOLIS RACE HISTORY—1909 
TO 1946. 852 pages, 1,000 illustrations. 
Deluxe edition, $5 postpaid. Paper- 
bound, $3.50. 

LABOR MONOPOLIES OR FREEDOM. 
By John W. Scoville. Popular edition, 
$1 postpaid. 

MOTOR MEMORIES. A saga of whirl- 


ing gears by Eugene W. Lewis. $3.50 
postpaid. 
FLOYD CLYMER’S INDEPENDENT 


TEST REPORT OF KAISER-FRAZER 
CARS. Deluxe edition, $2.50 each. 
Paper-bound, $1.50 postpaid. 


from Ceylon and Malaya, 
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Canada operates a motor vehicle 
of some sort and one out of every 
eight a passenger car,” he declared. 

The industry, he continued, now 
grosses Over $400,000,000 a year, 
whereas in 1939 it grossed ap- 
proximately $100,000,000. 

The new Ontario manager of the 
CFADA, A. E. Kress, of Toronto, 
was introduced to the meeting. 


E. C. Millen, local district pres- | 


ident, presided over the session. 






Finance Group 
Asks Truman for 


Place on FRB 


CHICAGO. — Pointing out that 
consumer financing is now a major 
factor in the nation’s economy, the 
American Finance Conference has 
called on President Truman to ap- 
point a man with experience in the 
sales financing industry to fill the 
vacancy on the Federal Reserve 
Board. The consumer credit indus- 
try is not represented on the board 
now, the AFC pointed out. 

In a letter to the President ac- 





companying a resolution adopted | 


by the AFC board, Thomas W. 
Rogers, executive vice-president, 
said: 

“It is the considered opinion of 
our group that the presence of a 
man on the board of governors of 
the Federal Reserve system who 
has had experience and a broad 
background in the sales financing 
field, will be most beneficial in 
bringing to that body a helpful un- 
derstanding of a very substantial 
segment of our credit structure not 
now represented on that board.” 

The resolution points out that 
financing of consumers’ installment 
buying is a major factor in main- 
taining full production and distri- 
bution of manufactured goods, Of 
more than $17 billion currently out- 
standing in consumer credit, Rog- 
ers states, more than half was orig- 
inated by sales finance companies. 

The vacancy on the FRB result- 
ed from the death in 1949 of Law- 
rence Clayton. 


Travel Survey 
Little Guy Spends Most 


Money, Says Dealer 


LOS ANGELES. — Harry Mann, 
local Chevrolet dealer, says that 
too many salesmen try to size up 
a@ prospect and before they even 
start the sale, they are convinced 
that this person can’t afford a 
new car. 

Mann declares that this attitude 
is all wrong and he supplies gov- 
ernment figures to show that it is 
not wealthy people who are spend- 
ing the money—it’s John Q. Public. 

Last year, for example, 19,000 of 
those making applications for visas 
to foreign countries were skilled 
and unskilled workers, 18,000 were 
housewives, 14,000 were students, 
12,000 were teachers, 7,486 were 
clerks and secretaries, 4,515 were 
executives, 3,041 were servants, 1,632 
were bankers and brokers and 1,501 
were manufacturers. 


Horton Slated to Address 


ATA Accounting Parley 

NEW YORK.—The 1950 spring 
meeting of the American Trucking 
Assn.’s national committee on ac- 
counting will be held here at the 
Hotel New Yorker May 1-3, accord- 
ing to George H. Minnick, secre- 
tary of the committee. 

Minnick said that the three-day 
meeting will feature panel discus- 
sions of pertinent topics in the 
field of motor carrier accounting. 
Highlight of the meeting will be a 
dinner sponsored by the Metro- 
politan Society of Motor Carrier 
Accountants of New York. Fea- 
tured speaker at this dinner will 
be H. D. Horton, ATA chairman of 
the board. 





Ferguson Hits New High 

DETROIT.—Harry Ferguson, Inc., 
has hit its highest peak of tractor 
production at its new Detroit plant, 
according to Horace D’Angelo, 
executive vice-president, Currently, 
the Ferguson plant is turning out 
160 tractors a day. 
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HOW FORD CLEANS ENGINE BLOCKS—Through the application of a special process 


for the internal cleaning of engine blocks, Ford has practically ruled out the possibility of 
engine trouble developing due to inadequate block cleaning, Logan Miller, general man 
ager, Rouge division said. The process employs a new shot-blast cleaning machine that is 
the first of its kind in the automotive industry, according to the company. It guarantees 
additional protection against core sand remaining in the internal cylinder block water 
passages, it adds. The new pressure blast machine supplements conventional equipment now 
in use to remove burnt core and molding sand and scale from interior and exterior surfaces 
| of the motor block casting. Ford ultimately plans to equip each of the production foundry’'s 








AKRON. — Dealers are wasting 
money when their salesmen fail to 
familiarize themselves with the cars 
and prices they advertise, the Ak- 
ron Automobile Dealers Assn. has 
reminded its members. 

Shopping reports made by the 
Better Business Bureau show that 
salesmen not only are unfamiliar 
with the cars advertised, but often 
have no knowledge of any ad be- 
ing run. 

The association then passed on 
these recommendations to its mem- 
bership: 

1—Every salesman, even the 
most subordinate one, should see 
and familiarize himself with 
every car advertised, direct from 
your ad. 

2—It is not enough that a new 
tag is on the steering wheel or 
windshield. He must know that 
ear carried a certain price in to- 
day’s ad. 
| 3—He should look at the price 
| and go to the car and right there 
make up his mind what he is going 
to say to his customer, 

4—He must not sit in the used- 
car Office and look around the lot. 
He must know if a hubcap is 
missing or if a battery is down 
or the seat is torn and 10,000,000 
other things, because if he knows 
these things, he has his answer 
ready. 

By all good rules of merchandis- 
ing, the salesman must know his 
product, it must be easily acces- 
sible and immediately produced on 





Canada Reports 
H eavy Increase 


In Car Financing 


OTTAWA. — Financing of sales 
of new vehicles in Canada increased 
jto 6,140 units in January, 1950, 
|compared with 3,635 units for Jan- 
juary last year. 


Passenger-car sales financed 
showed the greatest upswing, with 
4,563 such units financed as against 
2,306 units last year. Commercial 
vehicle sales financed involved 
1,577 units as against 1,329 last 
year. 


Used-car sales financed increased 
to 7,103 units as against 4,476 units 
last year, while used commercial 
vehicle sales involved 1,542 units 
;}compared with 1,181 units. 


ides Meaihs Cote Bead 


At Swank French Simca 


MIAMI, Fla, — The first world 
showing of the French Simca car, 
|modeled after the Italian Alfa 
|Romeo, was made last week by 
IR. S. Evans, American agent, in a 
| swank exposition at Palm Beach. 


Nine long, luxurious sports con- 
vertibles comprised the display. The 
cars are low, a mere 3% feet high. 
They were driven from Jackson- 
ville, Fla.. where they were un- 
loaded from overseas, down U, S. 
highway No. 1 to Palm Beach, 





motor block cleaning systems with the new compressed air blast cabinets. 


Ad Funds Down Drain 


Money Wasted Unless Salesmen Know Product, 
Akron Dealers Are Warned 






inquiry, the association told its 
dealers. 
If this is so, the bulletin con- 


tinued, you have impressed the 
buyer that you know your busi- 
ness. Don’t expect your customer 
to familiarize the salesman with 
your merchandise, it added. 


S. C. Association Names 
Ragsdale as Director 


COLUMBIA, S. C. — Hugh A. 
Ragsdale, president of Marine 
Chevrolet Co., Jacksonville, has 


been appointed by the South Caro- 
lina Automobile Dealers Assn. as 
director of district 16 to succeed 
the late Claude L. Carrow, of 
Kinston. 


Ragsdale will serve until 1951. 


Robertson Builds 


Construction will start in Hous- 
ton shortly on a new $125,000 build- 
ing for Rob Robertsor, Chevrolet 
dealer, at Gulf freeway and Oak- 
cliff Rd. The building will contain 
27,000 square feet of floor space 
and provide for a five-car display 
room, offices, service department, 


parts department and body repair 
and paint shop. 





AUTOMOBILE FREIGHT CAR UNLOAD- 
ING made easy. Special pulley and shaft 
used with your own one-half inch heavy- 
duty power drill lifts racks to ceiling of 
freight car in five minutes, Pulley and 
shaft, $15.65 postpaid. Send check or 
money order. 


Brunette Tool Company, Inc. 
112 Stanley Street New Britain, Conn. 





SEWING 
MACHINES 


FOR THE 
Automotive Trade 


Send for Illustrated Catalogue 
Write, Wire, Telephone 


PRANSKY 
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No Doubt of It, Austin Aide Tells SAE... 


U.S. Niche for 4-Seater Car? 


By Mac Gordon 
Associate Editor 

DETROIT. — Enough Americans 
want small four-seater cars to as- 
sure a permanent market for them 
in this country, Austin’s sales pro- 
motion manager is convinced. 

The British company official, 
John H. Wells, made this statement 
in a talk at the national passenger- 
car, body and production meeting 
of the Society of Automotive Engi- 


steel came from a steel company 
speaker who stressed that coils are 
not 100 percent perfect. 

He said if a manufacturer did 
not keep a close check on the coils 
some of his products would be 
found defective. 

Wells declared that the several 
thousand small cars imported into 
the U. S. since the war have carved 
out a fixed niche for autos of this 
type in the American market. 



































that technological improvements 
create jobs rather than eliminate 
them—we need not worry that they 
will be deceived by the promises 
of the planners,” Harder said. 

The Ford executive recommended 
that a program to achieve these 
goals take a “positive approach” 
and be rooted in “practical every- 
day terms that make sense to the 
average employe.” 

Probable early availability of the 





ALABAMA DEALERS PLAN SAFETY RALLY—The Automobile Dealers Assn. of Alabama, 






















neers here last week. He predicted that the American | "¢W windshield material, conduc-| Inc., has won full cooperation of state officials in a plan for a May 10 safety meeting 
Wells envisioned a steady ex- | market would continue to absorb |tive of electricity and "reducing | focvuina, stention upon public. sctoel dia astoclation safety ‘consmittee: 0. P. Richardson, 
° pansion of the four-seater market | small cars and that the demand aos a by exterior oe | os See = semen = conration,. and rae ee soot, state oar 
ar “as more and more people see roximates 2 000 ust amon an nterior ogging, was repo A e intenden ° educa ton, | eorge . Ox oar evrole r ‘ ssociation pres ent; 
the unnecessary waste in driving | the families which a eae | Robert A. Miller, technical | Bgekheed, Betes, sete, director, of public safety, ond Mal. I. \*. eae aes 
process cars much larger than they re- and can use—a second automo- sales engineer of Pittsburgh Plate | Frank R. Broadway; Harry L. Hooper jr., Dodge-Plymouth dealer at Selma; Herman Harris, 
bility of quire.” bile. Glass Co. Pe vactatcs” Deiat Gens ma qnnene: o Bridges, Birmingham Willys dealer, and 
ah Other highlights of the three-day! Wells commented that space in| He said that the product, now |S ® Heisler, Chevrolet dealer o —— 
arantees conference were as follows: ijlarger cars largely is unused and| known as “Nesa,” would be sat- 
co 1. Ford Manufacturing Vice-Pres-| wasted, whereas the small four-| isfactory both for automobile and D d b kL A d. | ] 
surleces ident Del S. Harder called on auto-| seater not only makes effective use| airplane windshields, and ex- r. ® t Uu e a er ea Ss /P 
oundry's motive engineers and production|of space, and comfortably accom-| plained that the transparent coat- ' 
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faith of workers and the public at| called smallness and _ lightness} various purposes other than de- a tonad a e Vv r oup 
large in individual enterprise. really are illusions. icing and anti-fogging. 
2. Disclosure was made of a new/. Contending that a stern sense of| Miller said that while glass} WASHINGTON.—Dr. John W.|the part of the public, both collec- 
coating substance for windshields | practical value is sweeping the uni-| manufacturers now can produce| Studebaker, former U. S. commis-|tively and individually.” 
} that, through its electric-conduct-| verse, Wells commented that many/windshield glass shaped in any|sioner of education, is the new] Other offi ak t in 
ing qualities, keeps interior fogging|of the false, imaginary require-| desirable curve, he warned that the| chairman of the National Commit- oa egge Pe a ‘ 
and exterior icing to a near-zero| ments in luxurious motor car trans- | jaws of optics still are in effect and|tee for Traffic Safety, a voluntary en to Dr. Studebaker included 
ii wre. portation are losing validity and|that bent glass necessarily affects| association of civic, service, busi-| Mrs. George Jaqua, Winchester, 
id its 2 An advocate of the dise | appeal. vision. ness and professional organizations.| Ind. of the General Federation 
brake commended its use on “Obviously,” he added, “the four-| Adaptation to motor vehicles of Dr. Studebak a at | of, Women’s Clubs, and Lew E. 
- eon- motor vehicles, and a shoe-brake | passenger car cannot satisfy the|the disc brake, which was said to - r. Stu - er a — = Wallace, Chicago, assistant to the 
i the user said this type was proving |needs for everyone, but we feel| have proved itself in service on air-| gnc NOTS here. ‘The a saitte: president of the National Safety 
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tomer ses. 5 four-seater. recommended to the engineers by inca publi rt f H. Blaisdell, Chicago, executive 
with 3. The engineers were told of the} Salesmen, commuters, large fam-|W. R. Rodger, of Chrysler Corp. ail aaueanee ae ‘eo in director. 
extensive research being carried on ilies, youngsters and women like} He said that the disc brake is| highway safety proerams within |. The NADA evening reception 
to make car-riding more comfort-|cars which have economy, de-| self-adjusting, long wearing and ao Seeiniienale a ono President’s | >Tought out many Washington no- 
PS able. pendability, driving-ease, comfort| highly efficient in the fast, smooth} pion Saf Conf tables, both in.and outside the au- 
4. Two Ethyl Corp. engineers|and capability, he said. braking action and the heat dissi- ae ere tomotive and safety fields 
announced development of a new| “More and more of these people | pation essential for brakes on high-| Principal speakers at the meeting| jy | Gros} ine, built with 
sh A. index of engine- performance, or| are finding to their great pleasure | speed motor vehicles, were Dr. Clarence C. Little, direc- e oem a a t ace 
Deaiene measure of an engine’s demand for] that a short wheelbase car is On the other hand, Clark R. Lup-|tor of the Roscoe B. Jackson me- caieaae vith ary aan a oe 
has fuels of a certain octane number.| very sensibly built as to size and |ton, of Bendix Products Division, |™0ri@l laboratory at Bar Harbor, = . — ye to 1 compression 
Caro- They call the new yardstick “Fig-| performance, and that some of | declared that the shoe brake, which |Me., and Robert Young, movie and|fatio. In the Mupet Sports model 
in. as ure of Merit,” or “F/M.” the real fun of motoring has |in 20 years of automotive ‘experi- radio star, who has been active in eae M4 o . mi - = a —— 
eneed Since the December price rise in] come back with these cars,” | ence has established its reliability,|Promoting good driving among of regular gasoline, Crosley claims. 
y, of steel, automobile manufacturers,| Wells stated. efficiency and effectiveness, is find-| teen-agers in cooperation with 
particularly the big ones, have in-| Propping up the average Ameri-|ing increasing demand for truck,| NADA and the Inter - Industry Crosley Announces 
1 creased their coil steel orders at|can’s faith in free enterprise is| bus and railroad installations. Highway Safety Committee. 
; the expense of sheet steel, which/only one of three tasks confront-| Simplicity of design and eco- Young made it clear he is sym- Two-Seater 
is selling at about two dollars a ing industry and| nomical manufacture from steel | pathetic to motorists in the 15-20 
a ton more, the SAE panel on body engineers, Harder} stampings give this type of brake | age group. Teen-agers, he said, ™ t Mod 1 
build. steel revealed. stated. further favorable consideration, | resent being lumped as bad drivers. por S e 
A Fisher Body spokesman said The other jobs,| he added, that brake type being Dr. Little told the luncheon CINCINNATI.—An all-new car— 
"Oak his company intends to use more he said, are| the more acceptable which com- meeting the human factor re- |the Crosley Super Sports—is an- 
Oak E and bigger coils in the future, and “greater and bet-| bines all-round performance and | mains the great problem in traf- | nounced by Powel Crosley jr., pres- 
ontain a steel company representative said ter production at| economy. fic safety "Gus ro a has | ident of Crosley came 
ee the larger manufacturers intended lower costs” and Development of the new index of| been made in hs aaiemiaan Motors, Inc. 
i “{ to save the cost of shearing opera- coordination of) engine performance was announced| phases of traffic safety, he said “Tt is as swank 
mile tions by doing the work them- the entire produc-|by S. D. Heron and A. E, Felt, of| but the human phases are “more |as the smartest 
P selves. tion process by|Ethyl Corp. They described this subtle, more complicated and | European custom 
= A warning on the use of coil the respective|new “Figure of Merit” as having] more diversified.” car, but lists for 
a 7 Del 8S. Harder manufacturers. been used in an exhaustive series} At an NADA reception staged in less than $1,000,” 
Earni s If we were to/of research operations, conducted/his honor in the evening, Young| says Crosley. 
ng do a better job of telling our story,|with compression ratios ranging/said that he always asks young| The sports mod- 
(Continued from Page 2) of explaining how business and in- |from 5.7 to 15 to 1, but going so| women he may meet “to use their| el is a two-seater 
holders, Hugh J. Ferry, president,| dustry bake and divide the pie,” | high as 20 and 30 to 1. influence to slow down the driving| with dropped 
summarized the impact of seasonal| Harder continued, “I believe we| Explaining that they sought|of their men friends. frame, low center 
factors combined with the adverse] could do a great deal to correct the | especially to ascertain the factors} Dr. Studebaker told the meeting| of gravity, road 
effect of the recent coal strike upon| misconceptions and hazy notions |affecting fuel economy at part|that control of accidents on our| clearance of seven Foe! Crosley Jr. 
sales progress. that make so many of our employes |loads, or road speeds of around 30/streets and highways is one of the| inches and deep aircraft-type seats. 
Consolidated net sales and other|easy targets for the planners and| miles an hour, they said they were|greatest social and economic prob-|It incorporates a detachable plas- 
income for 1949 amounted to $214,-| those who would completely destroy | particularly impressed by the influ-|}ems confronting the American|tic leather trim to match the up- 
169,118, compared with $233,162,258| our individual freedom.” ence of turbulence. people today. holstery around the cockpit open- 
for the previous year. Working Explaining that engineers have Addressing a symposium on/ “It is a problem,” he said, “which| ing, covering the metal edge of the 
capital at Dec. 31, 1949, totaled| been too willing to leave this job | motor vehicle suspension systems,| calls for unremitting activity on open car. 
$43,709,196, against $46,957,291 at] to public relations and industrial | Clark A. Tea, of Ford division, and ——_——-- — . _ 
the same date in 1948. relations, Harder declared that it |V. D. Polhemus, suspension engi- 
Current assets were $61,287,028,| is necessary for every department |neer of General Motors, described 
LOAD- including $12,904,931 in cash and| of business and industry to |the exhaustive work now being 
| shaft $18,104,789 in U. S. government and| “pitch in and help.” carried on by vehicle manufactur- UNUSUAL OPPORTUNITY FOR 
— other securities, and current liabili-| “If we can make it clear to ourjers to incorporate comfort and 
7 and ties were $17,577,832. employes that the only way toj/riding and driving ease in modern S 
ek or This compares with 1948 current|higher living standards and real| cars. 
assets of $81,801,648, including cash| personal security is through more Describing wheel hop and shake u omo i ee 


of $24,951,696 and securities of $20,- 
629,905, and current liabilities of 
$34,844,357. 


and better production at lower 
costs; that they stand to gain 
most from greater productivity; 







characteristics in front suspensions, 
Tea declared that lower unsprung 
weight and increased spring flexi- 












bility are essential to overcoming 
the adverse effects of secondary 
vibrations of the vehicle caused by 
wheel disturbances resulting from 
road conditions. 

Polhemus reported that wheel 
hop affects also riding comfort 
dependent upon rear suspension 


Export Sales Manager 


BY LONG ESTABLISHED, MAJOR MOTOR CAR MANUFACTURER 


A long established Detroit automobile manufacturer 
has an attractive opening for export sales manager. 
The man selected must have an established, successful 


systems, contributing to side . . ° 
shake, axle tramp, and yaw. record in the export end of the automobile business, 

“Many engineers believe,” said and must be capable of directing central office as 
Polhemus, “that an independent well as export field operations. 


rear suspension would cure all the 
shake problems. There is very little 
question that some of the shake 
conditions would be reduced or 
eliminated, but some undesirable 
oscillation would always be 
present.” 

“High static deflections with bal- 
anced sprung weight distribution 
between front and rear ends and 
substantial lateral and roll rates 
are necessary for good riding and 
handling qualities,” Tea _ said. 






Please do not answer unless you meet these specific 


experience qualifications. 

Apply in writing, giving complete outline of experi- 
ence, age and marital status. Enclose snapshot if pos- 
sible. No interviews can be given in advance of this 
information and your reply will be in strictest confi- 
dence. 





MILO BROOKE FURNISHES FORD FOR GAY 90'S PARTY—When the Town and Country 
Equestrian Assn. at Chicago decided to hold a Gay 90's party, Milo Brooke, Inc. (Ford), 


Box AN-98, ¢/o Automotive News, Detroit 26, Michigan 


put the horsemen's club on wheels in a 1950 Ford convertible. Above, two club members, 
Hugo Daimar and Gloria Ryan, wearing turn-of-the-century fashions, salute entertainers (left 


to right) Patti Malloy and Gene Mack, and James Nugent and Mrs. L. C. Gunderson. 
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Car Production Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 














Week Week Jan. 1 dan. 1 
Same Ended March, to 

Week, March 11, 1950 March 19, March 18, 

1949 1950* to Date 1949* 1950* 
EE “aedaaswa” —. wxvdenuies 163,424 95,531 
a. 22,834 12,698 
EES > -inadienoned ot: sseveerial 17,329 9,452 
3,905 41,363 27,254 
ae re 81,898 46,127 
19,796 28,458 79,051 223,156 310,011 
15,449 22,286 62,469 176,460 241,825 
539 676 1,805 9,207 6,830 
3,808 5,546 14,777 37,489 61,356 
36,991 53,898 139,405 348,388 571,014 
6,799 9,995 26,075 80,944 100,323 
1,601 2,065 5,261 17,823 14,049 
18,003 26,209 67,723 147,772 287,910 
Oldsmobile _.................. 7,210 4,768 7,120 =18,381 52,897 78,760 
I iis At dec scvcyaccecd 8,477 5,820 8,509 21,965 48,952 89,972 
KAISER-FRAZER ....... 1,178 1,400 259 1,437 11,479 5,010 
ENED eG ccteveccaste ss cxseweviess 1,178 505 259 1,437 4,441 1,440 
Kaiser soni 895 me ai 7,088 3,570 
CROSLEY 124 343 81 242 3,261 1,164 
HUDSON .......... 2,782 1,737 2,789 7,208 40,690 28,957 
EE dirséviicctsee 3,922 3,283 3,934 10,077 34,112 39,857 
PACKARD ..... 1,110 2,273 1,104 2,956 26,887 13,907 
STUDEBAKER ........... 5,648 4,383 5,648 14,958 40,407 60,181 
TEPMEEIETIN — cesvasescccccasissvessee 178 320 30 823 6,065 1,115 
Total Cars, U. S. ......103,024 89,196 96,201 256,158 897,869 1,126,747 





COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 














Week Week dan, 1 Jan. 1 
Ended Same Ended March, to to 

March 18, Week, March 11, 1950 March 19, March 18, 

1950 1949 1950* to Date 1949* 1950* 
CHEVROLET 8,774 8,709 8,623 22,308 99,147 93,907 
| _) RER 5 4 7 15 100 79 
DIVO ..... 74 716 63 164 695 787 
DODGE papel eee 42,570 8,794 
FEDERAL 18 35 35 66 342 284 
4,696 6,889 19,079 47,954 74,633 
1,758 2,379 6,167 21,824 23,797 
2,997 2,302 6,914 34,318 22,324 
155 229 593 1,568 2,618 
V7 71 184 923 587 
1,492 1,072 2,793 17,602 11,357 
199 250 653 2,166 3,105 
UE... acevseenes 998 14,138 3,848 
264 254 649 4,220 2,661 
Total Trucks, U. S. .. 24,447 25,321 22,174 60,583 287,567 248,781 





Total Cars, Trucks 
U. 8S. 





Drive, Sterling, Nash, Diamond T, etc 


5,956 


saleessoibesheliblivaeaiistoted 127,471 114,517 118,375 316,741 1,185,486 1,875,528 


6441 16,674 46,402 76,646 


ata 133,462 120,473 124,816 $33,415 1,231,838 1,452,174 
includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 





Studebaker Puts New Line 
In Big 3 Price Bracket 


(Continued from Page 1) 


fected, because the new line is 
basically identical with the deluxe 
models. The custom line is com- 
parable to Studebaker’s standard 
models of prewar, Elliott said. 
“Cost reductions made in the new 
line’s appointments are less than 
the price’ cuts,” he declared. 
Twenty. percent of the present 
production of Champions is being 
devoted to the custom line, but the 
company expects to boost output 
of the lower-priced models by May 
when steel shortages are overcome. 
* a * 
I ESPITE the effects of the recent 
coal strike, Studebaker believes 
its March production will set a new 
monthly record for the company. 
Dealer new-car stocks are now 
less than a month’s supply, at Feb- 
ruary’s sales rate, Elliott said. At 
this season in prewar, dealers often 


had a two months’ supply, he de- 
clared. 

Stocks of new trucks in dealer 
hands, and in transit, now aver- 
age a 19/10 months’ supply which, 
according to Elliott, is also below 
average. 

Studebaker workers are more 
quality conscious than ever before, 
Elliott revealed, adding that deal- 
ers are enthusiastic about the con- 
dition of cars they receive. 


Eaton Opens in Canada 

LONDON, Ont.—Eaton Mfg. Co., 
Cleveland, has opened the new 
plant of its subsidiary, Eaton Auto- 
motive Products, Ltd., in London, 
Ont. The firm handles automotive 
heaters and heating-ventilating sys- 
tems, tappets, differential two- 
speed axle heads, screw machine 
products and industrial lock wash- 
ers. 








BINDER for 
Automotive News 


ANSWERING many 

readers for a semi-permanent binder to 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stand the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
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103,024 Built in Week Despite Chrysler Strike... 


Car Production Spurts Anew 


(Continued from Page 1) 
jobs were said to be tagged for 
export. 

K-F, fast overcoming the prob- 
lems usually met when putting a 
new model into production, sched- 
uled 1,178 Frazers last week and 
hoped to get a start on Kaiser 
output this week. 

K-F started filling up the second 
of two assembly lines at the Wil- 
low run plant with 1951 Kaiser pilot 
jobs last week. The other line 
has been building Frazers since 
March 6. 

K-F dealers are scheduled to have 
sample models of both cars by Apr. 
21, according to the factory. 

Although Chrysler strike losses 
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WANT AD DEPT 








Kindly Acknowledge 


Advertisers availing themselves of this 
Want Ad Section are requested to ad- 
vise all respondents if and when their 
wants have been fulfilled. A post-card 
will do and your courtesy will help 
us maintain the present high regard 
which this department enjoys. 
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HELP WANTED 


SALES MANAGER WANTED for one of 
the largest Chevrolet dealerships in West 
Virginia, established 20 years. Applicant 
must have proven executive ability and 
record of success in the automobile busi- 
ness, must be an excellent appraiser of 
used cars and trucks; must be volume 
conscious and thoroughly capable of hir- 
ing, directing and supervising the train- 
ing of a good quality sales force, capable 
of getting the business. This is an excel- 
lent opportunity and top salary will be 
paid to the right man. In reply state 
qualifications, experience, age and fur- 
nish recent photograph. All replies will 
be treated confidentially. Rhodes-Walker 
Chevrolet Co., South Charleston, W. Va. 





WANTED 
SALES ENGINEER 


With General Executive Ability 


By Midwestern Manufacturer of Pistons and 
Cylinder Sleeves with established national 
distribution. 
He should have a general knowledge of 
After-the-market business. 
Be able to handle sales and 
respondence. 

Analyze service problems and complaints. 
Direct mechanical production problems. 
Splendid opportunity and attractive compen- 

sation for the right man. 
State age, education, past experience and 
salary expected. 
Box 3898 
c/o Automotive News, Detroit 26 


service cor- 


SERVICE MANAGER BY LARGE well- 
established dealership in Pacific North- 
west. Must have good education and 
mechanical background, be aggressive 
and thoroughly understand all phases of 
good management. To one who can 
qualify, a steady position is offered with 
good salary and bonus. All replies 
strictly confidential. Send recent photo. 
Box 3880, c/o Automotive News, De- 
troit 26. 





AUTOMOBILE EXECUTIVE. New organi- 
zation has an opening for an experienced 
automobile management executive, pre- 
ferably with General Motors experience 
in Detroit or New York area, to assist 
members of the firm in organizing a 
company which will offer dealers a spe- 
cialized service. In reply give resume of 
experience and when available. Box 3867, 
c/o Automotive News, Detroit 26, 


EXPERIENCED CAR and truck salesman. 
Guaranteed monthly salary and liberal 
commission, Selling International trucks 
and Packard cars for large midwest 
dealership, Apply giving qualifications 
and references. Box 3891, c/o Automotive 
News, Detroit 26. 


WANTED. Office manager for General Mo- 
tors dealer in city of 35,000 near Los 
Angeles, Must have General Motors’ ex- 
perience. 30 to 40 years of age. Must 
give previous experience, qualifications 
and compensation, Box 3876, c/o Auto- 
motive News, Detroit 26. 
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soared further, U. S. plants so far 


this year through last week had 
produced an_ estimated 1,126,747 


cars and 248,781 trucks—a total of 


1,375,528 vehicles. 

At the same point in 1949, U. S. 
output included 897,869 cars and 
287,567 trucks for a total of 1,185,- 
436 units. 

o of * 

O, ALTHOUGH the strike has 
\’ cost Chrysler nearly 250,000 ve- 
hicles, U. S. vehicle production this 
year is still running 190,092 cars 
and trucks ahead of 1949. 

To be more precise, current car 
production is exceeding that of 
1949 by 228,878 units while truck 
production dropped 38,786 units. 


ne word 


ned ed 
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NEWS, PENOBSCOT BUILDING 





POSITION WANTED 
To encourage this classification for the 
benefit of our employing readers, Position 
Wanted ads are accepted at half regular 
rates, namely: 7'/, cents per word for one 
insertion or two insertions of the same 
copy at 12!/, cents per word. Cash in 
advance. 


AGGRESSIVE EXPERIENCED general re- 
tail sales manager available. Twenty-five 
years in business—thirteen years selling 


General Motors products — last twelve 
years selling Nash cars. Just sold out 
big Nash dealership in Florida. Age forty- 
five, height six feet one inch, weight two 
hundred forty pounds, married, good 
health, good moral habits, hard worker. 
Guarantee to materially increase any 
dealer’s volume and net profit. Will work 
for $650 monthly salary and percentage 
of net profit or one percent net override 
new and used sales. Prefer work for 
dealer in Southeast—Oklahoma, Texas, 
Arizona, New Mexico, California, Ore- 
gon or Washington. I want this con- 
nection to be permanent with opportun- 
ity to buy stock in company out of 
bonus. Will fly to any location for inter- 
view at my own expense. All replies con- 
fidential. Box 3892, c/o Automotive News, 
Detroit 26. 


POSITION WANTED. Manager or super- 
visor of Chrysler parts wholesaler. Years’ 
experience. Best of ' references, Box 
3882, c/o Automotive News, Detroit 26. 


EXPERIENCED G. M. ACCOUNTANT 
available immediately. Office manager of 
large agency in large city for past three 
years. Desires position in city around 
25,000 to 50,000. Box 3881, c/o Auto- 
motive News, Detroit 26. 


SERVICE MANAGER with G.M. experi- 
ence and training. Desires position in 
midwest. I have a proven record and 
can furnish references. Age 31. Box 
3884, c/o Automotive News, Detroit 26. 


GENERAL MANAGER seeking dealership 
with opportunity to buy interest in busi- 
ness out of earnings. Background—17 
years as dealer and factory representa- 
tive, broad administrative merchandising 
and management training with Ford and 
GM products. This should interest dealer 
who plans on retiring. Can arrange per- 
sonal interview and give excellent refer- 
ences, Box 3893, c/o Automotive News, 
Detroit 26. 

MAN, 40 years of age, married, with suc- 
cessful truck selling background, 17 years 
in truck business as salesmanager, whole- 
sale man and retail sales, fully ac- 
quainted with dealer operations. Will 
travel or move to any location where I 
can make a satisfactory connection. I 
want an arrangement where I can make 
$10,000 a year. Write M. G. Dermody, 
138 Groveland Pl., San Antonio, Texas. 
Phone T8168. 

GENERAL MANAGER. 17 years with 
Chevrolet dealers in Florida. Manager for 
Chevrolet dealership in Miami since 1948. 


Pre-war and post-war experience in 
management, sales and accounting. Age 
43, married, responsible. Can furnish 


excellent references upon request. Chester 
I, Edwards, 262 N.E. 98th St., Miami 
Shores, Fla. (Ph. 89-3914). 


GENERAL MANAGER for a “Big Three’’ 
dealer. Somewhere in these United States 
a dealer desires to retire actively from 
his business. He wants a reliable and 
experienced man to handle his entire 
operation. I have successfully operated 
dealerships in Detroit and Chicago re- 
gions and have an outstanding record 
as a sales producer. If you want a 
profitable operator, reply to Box 3883, 
c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE 


F@R SALE. Automobile agency selling a 
leading independent make of automobiles 
in a fast growing city of over 100,000 
population, doing over $500,000 business 
annually. Have a modern shop with new 
equipment, and a 100% location on auto 
row with favorable lease. Complete sales 
organization; splendid used car facilities. 
Recent discovery of oil nearby will cre- 
ate excellent business. This agency is 
offered at an attractive price. Good 
reason for selling. Box 183, Jackson, 
Miss. 


add One 









With most makers reportedly en- 
joying unprecedented high winter 


sales, all plants are looking for ail 
the steel they can get during the 


next few months. 

Even if the Chrysler strike 
continues, it appears that U. S. 
plants will still account for the 
production of about 1,632,000 ve 
hicles in the first quarter of this 
year. Such a total would include 
1,334,000 cars and 298,000 trucks. 
Such a total also represents a 
production pace of 6,528,000 cars 
and trucks annually, or over 250,000 
more than were built in the all- 
time record year of 1949.—(Bernie 
Thomas.) 


ndustry from MN Ton } rr Wet 


CLASSIFIED WANT AD DEPARTMENT 


name anc 


Dollor 


play Ads 


DETROIT 


DEALERSHIP AVAILABLE 


DEALERSHIP, now handling’ Pontiac. 
Southwest Louisiana oil and sugar town 
of approximately 25,000 and still grow- 
ing. Well equipped and stocked. Doing 
excellent business. Priced right for party 
who can qualify. Reason for selling 
other interests. Box 3885, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP. One of ‘‘Big Three,’’ lo- 
cated in Southwestern Oregon-Pacific 
Northwest. Large trading area. New 
and modern buildings and equipment. 
Applicant must qualify with manufac- 
turer. Other business requires owner's 
absence from state. Write P. O. Box 416, 
Portland, Ore. 


DEALERSHIPS, Three—all in Central Ken- 
tucky county seat town. 60-120 car con- 
tracts. All ‘‘Big Three.’’ Lee Chrisman 
Realtor, Danville, Ky. 


DEALERSHIP, now handling Chrysler 
products, located in beautiful Southeast- 
ern Massachusetts town serving over 
30,000 population. Modern garage with 
latest equipment and attractive used car 
lot. Leading factor in car and service 
sales in this area. Over $400,000 gross 
in 1949. Sell or lease realty, Priced 
right. Buyer must qualify with factory 
Replies confidential. Box 3887, c/o Auto- 
motive News, Detroit 26. 


TEXAS DEALERSHIP, now handling 
Plymouth - DeSoto, Town 20,000. 
colleges; modern building, good 
Over 100 cars yearly. $17,500. 
3886, c/o Automotive News, Detroit 26 








LARGE VOLUME 
G. M. FRANCHISE | 
AVAILABLE IN DETROIT. Ex- 
cellent opportunity for ag- 
gressive, volume minded 
operator. Reasonable lease. 
Recently modernized equip- 
ment can be purchased. As- 
sistance in capitalizing deal 
can be arranged, but appli- 
cant should be able to pro- 
vide considerable capital of 
his own. Please provide de- 
tailed information concern- 
ing experience and capital 
in first letter. 
Box 3890 
c/o Automotive News 
Detroit 26 








ARIZONA—'‘Big 3’’ and other dealerships 
available in sunny Arizona. For informa- 
tion write Pocock & Smith, Business 
Brokers, 1413 N. Central, Phoenix, Ariz. 


SEVERAL DEALERSHIPS now handling 
General Motors. For sale to individuals 
who can qualify with factory in New 
York and New England. Box 3896, c/o 
Automotive News, Detroit 26. 


DEALERSHIP WANTED 


FORD DEALERS ONLY. Experienced, suc- 
cessful operator, who is thoroughly cog- 
nizant approaching contest, wants live 
dealership in South Central U. 8S. town, 
15,000 to 90,000 population. Would con- 
sider short-term partnership with suc- 
cessful dealer seeking semi-retirement 
Replies strictly confidential. Box 3873 
c/o Automotive News, Detroit 26. 


GM DEALERSHIP WANTED in Michigan, 
Ohio, Indiana or general midwest area 
150 cars up. Can qualify with all GM 
Divisions. Replies strictly confidentia! 
Write Box 3895, c/o Automotive News 
Detroit 26. 

ARIZONA—We have clients for Arizona 

List yours, ip 

strict confidence, with Pocock & Smith, 

Business Brokers, 1413 N. Central, 

Phoenix, Ariz. 


dealerships, all makes. 
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AUTOMOTIVE NEWS, MARCH 20, 1950 


DEALERSHIP WANTED 


DSALERSHIP WANTED. Within 100-150 
miles of Houston, Texas. Ford, Chevro- 
let, Dodge-Plymouth, or Pontiac-GMC 
preferred. Would like 100 unit franchise. 
Will purchase at inventory price. Do not 


USED CARS FOR SALE 


SUBURBAN 


USED CARS FOR SALE . 








1941 CADILLAC, model 75, 7 passenger 
sedan. Black, equipped with radio, heater. 
air conditioning, fog lights, WSW tires. 
Good condition throughout. $895. Write, 
wire or see at San Marco Motors, 185 


59 





MISCELLANEOUS 


HERE’S A ‘‘VALUE”’ hard to beat! Brand 
new! Cloth masking and industrial tape. 
Manufactured by Bauer and _ Black. 
Width 1% inches, 60 yard length, colors 
black and yellow. Packed 40 rolls to the 

limited quantity. 50 cents per roll, 





PARTS FOR SALE | 
HUDSON PARTS 


Tremendous Stock on Hand 

















want to buy any = estate. Do not de- UTO UCTION San Marco Ave., St. Augustine, Fila. Hard to Get It case, nt ° 

sire partnership. rite particulars to A A FRANKLIN, 1933—clean; in perfect con- ar e ems in 100 roll lots 40 cents per roll. Auto 

Box = c/o Automotive News, De- dition. Used as family car. Low mileage LIBERAL DISCOUNTS nm Co., 1426-32 Zuni St., Denver, 
__troit 6. 10 Park Boulevard for this age. Must be seen to appreciate. oe 





BUSINESS OPPORTUNITIES 


AVAILABLE to outstanding man of sales 
ability and leadership-—%4 to % interest 
in stand out Kaiser dealership in tip-top 
N. C. town. With new models have 300 
to 500 car potential. Twenty to forty 
thousand dollars, fully protected, neces- 
sary. No premium on investment. Buy 
back agreement if either party dissatis- 
fied—July, 1951. Man with ability and 
leadership needed more than 
Reply Box 3855, c/o Automotive 
Detroit 26. 

PARTNER WANTED for available ‘Big 
Three’’ metropolitan distributorship, Pa- 
cific Northwest. Unquestionably one of 
the finest agencies in the United States. 


Detroit 26. 


+AUTO— 
AUCTION 


a 


GLEN ELLYN, ILLINOIS 


At Park Boulevard and Roosevelt Road 
(Alt. 30) 


Three blocks West of Rt. 53 
Sixteen miles West of Chicago 
Auto Auction every Monday at 12:30 


Phone: Glen Ellyn 1951 
For Reservations 


money. 
News, 


HORSEHEADS, NEW YORK 


Cars May Be Brought in Sunday rittescedlbsccotaned 


1949 sales over $4,000,000, including 

$1,900,000 wholesale parts. Exceptional JOHN CORRIGAN, Auctioneer 
plant at reasonable lease. Equipment 

depreciated value plus inventory. Desire E. M. CARTER, Manager 


experienced, competent partner who can 


handle half interest, approximately $200, - “Where Buyers Buy and Sellers Sell!” 


DANVILLE, PENNA. 








000, and qualify with factory. Strict DEALERS ONLY 
confidence. Box 3888, c/o Automotive EVERY WEDNESDAY 
News, Detroit 26. 





AUTO SALES-SERVICE GARAGE—Sales 
$120,000 year; city 5,000; fireproof build- 
ing, two floors, 50x65; modern equipped; 
like new; complete sales, repair depart- 
ment; sold 100 new cars 1949; large 
clientele; with property; $21,500. Terms. 
APPLE COMPANY, BROKERS, CLEVE- 
LAND, OHIO. 

AUTO GLASS—OHIO CITY. Sales $40,000 

attractive 


You will always find real action at 
both these auctions. 


R. D. WEST, Prop. 


Jos. E. Johnson Tex Rickard 
Auctioneers 


AUTOMOBILE 
AUCTION 


28 Miles From or Loop 
2 Mile East of Illinois State Line on Route 30 


EVERY FRIDAY — 11 A.M. 





Address Box 3889, c/o Automotive News, 



































We Are Quantity Shippers 
Of All Hudson Parts 


Same Day Service on Mail 
Orders and Inquiries 


All Shipments on C.O.D. Basis 


SHAPS MOTORS 
3737 Broadway Chicago, Illinois 
Bittersweet 8-2220 





ENGINE REBUILDING — Crankshaft 
grinding and metalizing, John P. Hughes 
Motor Co., Inc., 300 Commero: St., 
Lynchburg, Virginia. 














TIRES 


PERFECT 


600 x 16 


REGROOVED 





Hitread Vulcanized ........ 3.50 
ACCESSORIES FOR SALE Perfect Hitread 4.50 
SEAT COVERS. Exclusively for Chevrolet, aa eee see : 
Pontiac, Oldsmobile dealers. 1949-1950 Perfect Recaps ..........+. 5.75 
custom made entirely of Ray-Lon cloth 
in solid red, blue, green. Positively no Mud & Snow Recaps ....... 6.75 
plastic or elastic. Be competitive with Other sizes add ........... 1.00 
this perfect fit cover. Dealer cost $13.85. esd Yobes Posted 50 
ubes rr é 


Trial order will convince you. Money back 


guarantee. Royal Sales Co., 1121 N. 66th 


St., Philadelphia, Pa. 


SHOP EQUIPMENT FOR SALE 
DYNAMOMETER. Bendix Feragen Univer- 


sal pit type. Good condition. $750 F.O.B. GROUP I 13 Plate ........ $6.75 
Cincinnati, Ohio, Discontinuing service 

operation. Nash Central Sales, Cincin- FORD TYPE 15 Plate ....... 7.50 
nati 2, Ohio. LONG TYPE 15 Plate ....... 8.00 


ANTIQUE CARS WANTED 


WANTED. 1926 Pontiac in good condition. 
Give all details and price. Jameson Motor 


NATIONALLY ADVERTISED 




















year; established 24 years; 

brick building, 35x150; fully equipped; We have eiciee 20k ae tate of 93 ta” ee a eee ee 

business center; $10,000 inventory; can| cary per sale since the day we started. USED OARS WANTED ats FINEST SEAT COVERS 

increase sales; settle estate, price $11,- Strictly Wholesal AROSL EVs WANTED” hl, LL... 2. MISCELLANEOUS 

000. APPLE COMPANY, BROKERS, icrly jolesale CROSLEYS WANTED. Wes Ce UU. OE Beenie 

CLEVELAND. OHIO Dealers Buy — Dealers Sell ten. Write price and description to FIBRES $ 7.45 

: : GEORGE LAWSON and BUD FENNEMA Hadsall Motors, 3200 E. Colfax, Denver, NEW M See ne eed tp ee ee a 

DEALER SERVICES Owners Colo, I PROVED MODEL PEE. cwveccveseseyeves 11.95 

INVENTORY SPECIALISTS. Parts and ac- Dutch Stuart, Auctioneer WANTED, Used 1950 Cadillac convertibles. ° 

cessories inventories taken accurately, D A ° N. J. Kilmer, 606 Frick Bldg., Pitts- Automatic ser BraKinGs WOPOWNNE | civ ss kecens cts 14.95 

economically and quickly in Michigan, yer uto Auction burgh, Pa., Telephone Atlantic 1-8896. For 1950 Models and Models With 

‘or 






Illinois, Indiana, Ohio, Pennsylvania and 
New York. Talbot’s Automobile Dealers 
Inventory Service, 4690 Newport, Detroit 
13, Mich. Phone Valley 2-9377. 
AUTO EMPLOYMENT SPECIALISTS. 
Serving both employers and employes. 
Sales, service, parts. office and manage- 


DYER, INDIANA | FLEET CARS, coupes, sedans, 
wanted. No taxis. 


tive News, Detroit 26. 
TRUCKS FOR SALE 


PHONE 4111-4051 
Res. Lansing, Ili. 730 or 107R 








NEW 


K EN SCHAEFER’ S 


The Only Indiana unit, 


pickups 
Box 3897, c/o Automo- 


1949 DODGE VX-172 cab and 
chassis, Timken six wheel tandem drive 
with model T-70 2 speed transfer 


Complete with Controlled seonusr 354% 


— a Center Arm Rest, Add $1.00. 









- DEAL :: ; ; ; : one When Ordering Specify Make, Year, 
Protecto Covers ..... $6.95 ee ere 















I iri licited. C di 1 ¥ 
Scaw, "505. Sth Ave. New York City. AUTO AUCTION pg i a — oe Tailor Made, lots of 6 $5.95 BRAND NEW TIRES 
USED CARS FOR SALE In Continuous Operation Since 1943 springs, 12,500 Ibs. rear springs. Color| Army Ca . B $I 00 1 

EVERY THURSDAY red. 172” wheelbase, 102 cab to axle. | Surplus rrying Bag .. . BLEMISHED 





Dealers Meet at the Cross-Roads of America 








Empty weight 11,400 Ibs. Gross vehicle 
rating approximately 35,000 Ibs. Avail- 





RED ARROW — PILOT 




















ATTENTION DEALERSIII oe ae able below dealer's cost. Smith-Utter- FULTON — VELVAC WHITE BLACK 
915 N. Mili 3, Y. Martin, Auctioneer back, Inc., 1001-7 West Broad St., Rich- WE STOCK PARTS ne a 
At Greatly Reduced Prices) ———————" "= mons ' = Se 
PARTS PANEL—1948 1% ton. Vanette QUICK-TOW, Bumper- $7 650x 16 10.32 8.98 
type, all alumin body, 569 cubic feet, \- fs 

1947 CHEVROLET - FORD - PLYMOUTH complete ‘with parts bins, New motor. a rca» ® 670 x 15 8.48 = 7.02 
4 DOOR SEDANS LARGEST PENNSYLVANIA - x *, 8 ply Sent tires, =~ . 20, T Ba Ss I Co 710x 15 9.35 7.79 

. . 7 ply dual rears. Unit in A-1 condition ™ ” 
Excellent Bodies -:- Good Motors AUTO AUCTION throughout. Original cost over $6,000, tad F cares mpany 760 x 15 10.23 8.53 
All Cars Formerly Used for priced | for a gale—$32, 000. Howard Exclusive Factory Distributors 820 x15 11.72 9.76 

as : ‘ore, Inc., ‘ortage St., Kalamazoo, | AN 3-8888 _ JMU 4-840! x ; k 

Cab Service in Phite. EVERY FRIDAY NOON Mich. DE 2-0700 Nites: 180 3.8373 
Phone or Write: 1947 CHEVROLET PARTS TRUCK, must| 40 SO CLINTON ST., CHICAGO 6, ILL. Federal Tax Additional 





In the Heart of Lancaster County 
LOW MILEAGE, CLEAN CARS 


FOR DEALERS ONLY 
Located 6 miles North of Lancaster, Pa. 


MANHEIM AUTO SALES 
& AUCTION, INC. 


Phone 202-W4 


be sold. 
body complete with bins. 
miles. General condition very good. W. 
Hart Buick Co., Inc., 
Avenue, Hartford, Conn. 7-9195. 
TRUCKS WANTED 


WANTED. Low priced wrecker, 
chassis. Complete. Wayne Motor Sales, 
Inc., 409 N. Elizabeth, Lima, Ohio. 


BUSES FOR SALE 


THE R. A. COMPANY 
43rd & Locust Sts. @ PHILA., PENNA. 


SHerwood 7-1700 — Morris Freedman 
EVergreen 2-0400 — Herbert Cole 


Philadelphia's 3 
BiG DEALER AUCTIONS 


TUESDAY THURSDAY FRIDAY 
12 NOON 12 NOON 8 P.M. 


GILBERT — ROBINSON 
Automobile Auctioneers 
6600 N. Broad St. Phila, Pa. 


PLENTY OF CARS AND BUYERS 
WEEKLY PRICES MAILED ON REQUEST 


Tel. Livingstone 8-3000 








SCHOOL BUS 


1946 Chevrolet. Actual mileage today, 
4,072. Original cost over $4,000. Equip- 
ped with six 8:25x20 10-ply tires, double- 
acting shock absorbers front, tru-stop 
emergency brakes. 


AUTO AUCTION 


TIM ANSPACH 


1175 Washington Ave. 











ALBANY, N. Y. 
(For Dealers Only) 
EVERY MONDAY... 12 NOON 
Member of N.U.C.D.A. and N.A.A.P.A. 








AUTOMOTIVE NEWS WANT ADS have 


Longitudinal seats 18’ 10” 
been proven the quickest, least expensive 
method of reaching the men who want | Side and one seat across the rear. Standee 


what you have or have what you want! | straps. Lower half painted black and up- 
per half painted yellow. This unit is truly 
like new both inside and out. A real sav- 
ing at $2,500. 


RUBY CHEVROLET, INC. 


1147 W. Jackson Bivd. Chicago 7, Ill. 
Monroe 6-8787 


long on each 















THE TUESDAY SALE — 11:30 A.M. 
FORT WAYNE AUTO AUCTION 


—DEALERS ONLY— 
(in the Heart of the Nation) 


Phones: E ‘335 


OUR ONLY GUARANTEE: YOU MUST BE SATISFIED 


WEBSTER-MARKER MOTORS, INC. 


324 W. Main St. Ft. Wayne, Ind. 


PARTS FOR SALE 


AUTO RADIATORS, General Motors pas- 
senger cars, Chevrolet trucks, Ford 
passenger and trucks—large stock. Also 
complete stock of cores and supplies for 
those engaged in radiator repair work. 
Write for details, Summit City Radiator 
Works, Inc., 701-15 Barr St., Fort 
Wayne, Ind. 


BUICK PARTS 


“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Wholesalers: We are Quantity 
Shippers of All General Motors’ 


Parts. . Same Day Service 
On Mail Orders and Inquiries. 


All Shipments on C.O.D. Basis 


ROBERTSON BUICK CO. 


“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 
CHICAGO 5, iLL. 











GRAY'S AUTO AUCTION 
DAVENPORT, IOWA 


Scott County Implement Lot 
Junction Hickory Grove and Kimberly Roads 
On Route 6 N. W. Edge of Davenport 


EVERY MONDAY — 12 NOON 


(FREE BUY BACKS!) 


DEALERS ONLY 





Clark Gray Phone 2-8100 








Model QV two ton with panel 
Driven 23,000 


59 Farmington 


on truck 









Denver: KE 2323 — Los Angeles: OL 9782 






ALL PRICES QUOTED F.O.B, CLEVELAND 


CARSON TIRE & BATTERY 
COMPANY 


4507 LORAIN AVENUE 
CLEVELAND 2, OHIO 















WANTED 
AUTO LITERATURE 


Smith's “Marketing of Used Automobiles” 
FTC's “Report on the Auto Industry” 
Write Box 3879 
c/o Automotive News, Detroit 26 







































LIVERNOIS AUTO MART 


14561 LIVERNOIS 
DETROIT 21, MICHIGAN 


The Finest Auction in the Country — 18,000 Sq. Ft. Under Cover 
COL. “DUTCH"’ STUART—America's Finest Auctioneer 
In America’s Greatest Automotive Market 


TUESDAY MARCH 21ST 
And Every Tuesday Thereafter 


LIVERNOIS AUTO MART 











































NEW SUBSCRIPTION ORDER 


| 
t 
| 
| 
Send Automotive News to Address Below i 
| 
i 
| 
| 
| 
| 








for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [[] or send bill [_] 


















4 UTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 











We hina ba eee ke hae Ke an LORS ohn See aT NS ake | 
| 
anata haa bk ik bese Shae Y ONCE Aa Wk AE REE FR ons RCL | 
| 
bob SOO 900.00 PCRECA DOES SEAEEAS OV 00 OS OH ETHDOS SEDO DEED SOS 68d 65 CR | 
Re CRE Pe er EPP T Whedbee Zone No......... ; 
! EDA Pe CORE EON Re PRET itis 52k) vee 
| 
| TRADE CONNECTION: 
! Car Dealer oO Truck Dealer [] Manufacturer [} 
| Jobber [] insurance [] Financial [) 
| 
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l 
| 
Supplier [) | 
| 
{ 
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IMPORTANT! 


The Hillman MINX is a car with out-size comfort and in-size 
economy. People who want a run for their money are buying 

the Hillman MINX—and you ought to cash in on it. There may be 

a franchise in your city and if there is, you ought to go after it. 

Wire, phone or write for complete information to Rootes Motors 
Incorporated, 27-11 Bridge Plaza North, Long Island City 1, N. Y.— 
or 403 North Foothill Road, Beverly Hills, California. 


What the public wants is low cost operation. What the dealer wants is a 
ear that will SELL... that means a large enough car to give a full-size 
man a comfortable ride. 

It’s quite a trick to build a man-size car for $1,000. So rather than 
shrink the Hillman MINX down to the stubby, toy-like lines of so many 
imported cars, we decided to build a man-size sedan with big car speed- 


lines, even if we had to price it at $1,495. Convertible $1,745. 


Speaking 
of *1,000 cars! 


See this new Hillman MINX three way convertible at the 


British Automobile Show which opens at Grand Central Palace, 
New York, April 15th—April 23rd. 
All prices F.O.B. your nearest port of entry. 


And it SELLS. Not only that but Hillman MINX owners come back for 
more, when new models come out. They like the flash of its new, more 
powerful engine. Its four-wheel hydraulic brakes give them soft, fast stops. 
Its wide comfortable seats and ample headroom make a man feel at home 
when he’s driving it. And the front coil-spring suspension makes cobble 
stones or boulevards all the same to the Hillman MINX. The only way 


to find out what we mean is to drive one yourself. 


A Product of the Rootes Group of Britain 


HILLMAN 


Not too large...not too small... just right 
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